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INSIDE * FACTS 


HELP YOU SELL EVEREADY LAYERBILTS 


JUST think back over all the 
advertising you have ever 
seen, and ask yourself if you 
ever saw such a clear, com- 
plete and convincing reason- 
why campaign as that which 
we have been putting back of 
Eveready Layerbilts. Ask 
yourself if you ever saw so 
much money spent so result- 
fully. Ask yourself what 
other manufacturer, no mat- 
ter what his line, ever re- 
vealed the inside facts about 
his product to the extent we 
reveal the truth about 
Eveready Layerbilts and 
cylindrical cell batteries. 


When you have answered 
those questions for yourself 


EVEREADY 


This is the LARGE SIZE Ever- 
eady Layerbilt ““B” Battery for 
heavy duty. 


No. 486, the longest lasting, most 
economical of all Evereadys. List 
$4.25. There is also another 
Eveready Layerbilt, Medium Size, 


No. 485, listing at $2.95. 





you will be convinced, far 
better than by anything we 
ourselves could say, that 
Eveready Layerbilts deserve 
everything you can give them 
in selling. We know of no 
product that is so easy to sell. 
NATIONAL CARBON CO., INc. 
General Offices: New York, N. Y. 


Branches: 
New York 


Chicago —_ Kansas City 
San Francisco 


Unit of Union Carbide and Carbon Corporation 


& 
IN VITAL SERVICES 


Eveready Batteries are being used in 
automatic train control, aircraft 
beacon receivers, talking motion pic- 
tures, short wave transmission, picture 
transmission, television, for the pro- 
tection of life and property, and to 
secure instant, unfailing, noiseless, 
perfect electrical power. 








EVEREADY LAYERBILT CONSTRUCTION 


Here is the inside story of the Eveready Layerbilt—flat, 
space-saving cells making connections automatically. Only 
five solderings, only two broad connecting bands. Maxi- 
mum reliability, maximum active materials, greatest life. 
Layerbilt construction is an exclusive Eveready feature. 
Only Eveready makes Layerbilt Batteries. 
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CYLINDRICAL CELL CONSTRUCTION 
Here is the inside story about every “B” battery assembled 
of separate, individually sealed cells—29 jine connecting 
wires, 60 solderings, and lots of waste space between cells. 
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Saving 
Time and 
Money 
for 
Your 
Customers 





worst of conditions — in cramped 
quarters, in corners or with 
bent conduit. 


They will save money because 
they cut down installation time 
and because they are practically 
corrosion proof. They are made of 

Appleton No-Thread Malleable malleable ironandcadmium coated. 
Unilets will save time because there They show the greatest resistance 
arenothreadstocut. Justloosenthe to rust and constant vibration. 
nut—insert the conduit—tighten Ourcatalog shows the many types 
the nut—and the job is done. and sizes that will fill every possible 

They will save time because they _ need. Get your copy of this valuable 
are easy to install even under the book. Clip the coupon now. 


Appleton No-Thread Unilets are listed as Standard by Underwriters’ Laboratortes sn ¥-inch to 4-inch sizes, inclusive 


SOLD THROUGH JOBBERS 
APPLETON ELECTRIC COMPANY 
1734 Wellington Ave., Chicago, U. S. A. 


New York—150 Varick St. Los Angeles—340 Azusa St. 
San Francisco—655 Minna St. Seattle—628 Railroad Ave. 


APPLETON... 


No-Thread Malleable her a 


Please send us copy of your new bulletin 9-MA on Malleable No 


Thread Unilets, together with prices. 
: i me Name 


Reg. U. S. Pat. OF 


The Original Threadless Conduit Fittings 
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C. J. LITSCHER ELECTRIC COMPANY 


C. J. Litscher, President 


Elias Gallup, Treasurer 


HE foregoing are directing 

the activities of this com- 

pany which was formed in 
1909. It has always been in the 
same location, but was burned out 
in 1922 and rebuilt at 41 Market 
Ave., Grand Rapids, Mich. 

“ s “ 


The company has branches in 
Kalamazoo and Jackson. It is a 
General Electric distributor, serv- 
ing practically the whole state of 
Michigan with the exception of 
the metropolitan area of Detroit. 
It is also state distributor for 
Thor Washers, Hotpoint and Ra 


G. V. Smith, Asst to the President 
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diolas. A sales force of 12 men 
look after its interests in the ter- 
ritory. 

be] 4 oe] 

The company is one of the pi 
oneers in the radio business, hav- 
ing started in 1921, which business 
now threatens to develop into 
seven figures. Business has grown 
from $80,000 the first year to well 
in excess of a million in 1928. 

4 4 4 

The warehouse in Grand Rapids 
is 45,000 sq. ft., and the branches 
are of ample size to take care of 


local requirements. 
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Durabilt Products o, _ 


DURABILT.-.: 
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ANACONDA WIRE & CABLE COMPANY 


General Offices, 25 Broadway, NEW YORK 
Chicago Office, 111 West Washington St. 
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HE GREAT inter- The Entire Electrical Industry Ts limited to any single na 
national observance r . ’ Y tion. It is upon _ the 
of Light’s Golden About To Celebrate Light s Golden grateful people of the 


Jubilee. At ThisTime We Join Hands 


Jubilee, marking the fif- , A world that the blessings 
tieth anniversary of the With The W orld At Large To Honor of Edison’s genius have 
invention of the first The Man Who Made Our Rusiness been showered. Light's 


Golden Jubilee otters the 


Possible. It Is Our Golden Opportunity — Jocrical industry a gold 
By i, F. QUINLAN en opportunity to join 


hands with the world at 
standing 
who gave the 


practical incandescent 
lamp by Thomas A. Edi- 
son, has been welcomed 
ind supported by leaders 
thought everywhere. large in 
(he President of the the man 
‘nited States, Herbert Hoover, when accepting the world light without flame—the man 
Honorary Chairmanship of the National Sponsoring an inspiration to all—the man who stands for all 
committee, said: “I shall be delighted to serve in that is American and good. Individually and col 
which will be a genuine tribute to  lectively the men of the electrical industry 
Mr. Edison’s services.” to themselves to make Light’s 
Light’s Golden Jubilee will be Golden Jubilee the greatest tribute 


Executive Secretary, Light’s Golden Jubilee beside 


whi Sse life 1S 


owe it 


y capacity 








just as much an occasion for seri- 
ous retrospect, profound apprecia- 
tion, and genuine inspiration as it 
will be a celebration, gala, festive, 
and jubilant. It will be a celebra- 
tion exclusive to no one company, 
to no one industry; nor will it be 


ever paid a living man. 

Light’s Golden Jubilee received 
its first formal suggestion on Edi- 
son’s eighty-second birthday. At 
a luncheon of the Edison Pioneers 
—that gallant body of men who 
were associated with Edison in his 

















pioneering days—their fellow member, Dr. John W., 
Lieb, tentatively outlined the celebration. The Pi- 
oneers then unanimously approved the following 


resolution: “Resolved, that the President of the 
-dison Pioneers be requested, and he is hereby au- 
thorized, to appoint a committee of five from its 
membership to propose to the electrical industry at 
large, the organization of a Sponsoring Committee 
which may prepare plans for the appropriate cele- 
bration of the Golden Jubilee of the Incandescent 
Lamp, occurring during the year 1929.” 

The preliminary light festivals of this summer 
have been notable. Light’s Golden Jubilee was bril- 
liantly inaugurated at Atlantic City on May 31. 
There hundreds of thousands of visitors joined the 
residents of the community who turned out en 
masse to witness a gorgeous spectacle 
of light and color, in which land, sea, 
surf, and sky mingled, and were bathed 


in all the hues of the rainbow. In the 
presence of Vice President Curtis, 
Preston S. Arkwright, at that time 


president of the National Electric Light 

\ssociation, delivered the stirring ad- 

dress which opened the ceremonies. 
Two weeks later the City of Niagara 


alls dedicated its Fifth Annual Fes- 
tival of Light to the celebration of 


Golden Jubilee. \ll of the 
principal streets were bathed in golden 
light, and the falls were illuminated 
by a battery of searchlights aggregating 
1,440,000,000 candlepower. The Pageant 
Parade held on the evening of June 13, 
which opened the celebration, held hun 


Light’s 





The Fine Community Spirit of Atlantic City Is Expréssed 
in These Well Lighted Hotels. 











This Necklace of Lights Around 

Lake Merritt, Oakland, Calif. 

Was Made Possible by Edison 
Invention. 


Atlantic City Launched Light's 
Golden Jubilee in June. 










































dreds of thousands of spectators fasci 
nated for hours. The whole city was 
in festive attire; flags were flown, store 
windows were especially decorated for 
the occasion, and Edison’s photograph 
was displayed everywhere. 

Saturday, August 31, was 
Day at the National Air Races, Cleve 
land. At 10 o’clock in the evening an 
open air show was held, attended by 
a number of distinguished guests and 
over 15,000 people. The program in 
cluded tributes to Edison by leading 
men in aviation; the Light’s Golden 
Jubilee Derby, a race of air-mail pilots 
to Milan (Edison’s birthplace) and re 
turn; a musical show featuring George 
M. Cohan’s “Edison, Miracle 
Man”; and a parade of girls represent: 
ing the various stages of light down through the 
ages coming to a climax with the modern incan 
descent lamp and the unveiling of a large photo 
graph of Thomas Edison. All of the festivals men 
tioned above were broadcast over nation-wide 
hook-ups. 

The opening night of the National Convention of 
the American Legion, our country’s largest conven 
tion, to be held in Louisville, Kentucky, September: 
30 to October 3, will be dedicated to Thomas A 
Edison and Light’s Golden Jubilee. Plans are t 
make it the most brilliant and colorful convention 


Edison 


song, 
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This Brightly Lighted Audi- 
torium is a Point of Interest in 
Atlantic City. 


Every City In the Nation is 
Striving to Pay Proper Tribute 
to Mr. Edison. 


ever held. Because of Louisville’s cen- 
tral location more than 100,000 visitors 
representing every state in the union 
and twelve foreign countries are ex- 
pected to attend. Thirty-nine blocks of 
the business district of Louisville will 
be decorated and special golden lamps 
will light the district. 

Captains of industry and finance, and 
a distinguished group of men and 
women representing practically every 
walk of life in America make up the 
personnel of the National sponsoring 
committee. Mr. Henry Ford considers 
Light’s Golden Jubilee “his job of the 
year” and made this comment to the 
writer recently when he visited Mr. 
ford at Dearborn, Michigan. The 
marked enthusiasm with which Mr. 
‘ord has entered upon the task of giving to the 
world the story of what Mr. Edison’s accomplish- 
ments mean to humanity indicates the deep, sincere 


‘tection which he has for Mr. Edison. All of us 
re familiar with Mr. Ford’s manner of doing 


things, and it is safe to say that the culmination of 
ght’s Golden Jubilee at Dearborn on the night of 
ictober 21 will be recorded as one of the finest 
butes ever given to any living person. 
October 21 is the exact fiftieth anniversary of 
Edison’s successful experiment. On this event- 
night the attention of the world will be focused 
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upon Dearborn where Mr. Ford has started the 
foundation of a perpetual tribute to Edison. There. 
in connection with the Edison School of Technol- 
ogy, which he has endowed and built as a_ per 
petual monument, Menlo Park lives again. Sur 
rounded by structures of modern technical education, 
the buildings in which the Age of Light came into 
being stand as they stood on that day fifty years 
ago. Not reproductions or exact replicas, but the 
very buildings themselves, down to the last detail. 
And it will never be a dry, lifeless museum. At a 
twist of the hand the steam will rush through the 
lines, the old generators will hum, the old lamps 
will light. All the machinery is oiled, greased and 
ready. 

The program itself at Dearborn, is modest. Mem 
bers of the party will be brought from 
Detroit to Dearborn on the afternoon 
of October 21, traveling on a fifty-year- 
old train. During the day, the Edison 
School and Museum will be toured, 
along with the typical American vil 
A banquet will be served to the 
evening at Inde 


lage. 
guests in the early 
pendence Hall. 
Following the banquet, the 
will sojourn to Menlo Park laboratory, 
where the climax of the great celebra- 
tion will There, in company 
with distinguished men and women in 
his familiar original laboratory, Thomas 
Alva Edison will reconstruct the lamp 
of fifty vears ago and make the elec- 
trical connection to it which will cause 
(Turn to Page 68) 


group 


occur. 





Electric Fountains Will Be Spraying Golden Lights on 
the Night of October 21. 








Public Service Companies Appreciate the Value of Floodlighting. 


& 
Floodlighting Emphasizes the Dig- j 
nity Of a Smaller Building. 


ROM pagan times man has erected temples 

commemorating heroes, deeds of valor in bat- 

tle, and other outstanding events in the na 
tional life. These have ranged from the crude 
monoliths found throughout Europe and the crom- 
lechs of the ancient Celts to the splendid examples 
of the sculptor’s art with which we are familiar 
today. In many of these it was the custom, some 
modification of which is frequently noted as con- 
tinuing to the present time, to burn constantly some 
form of illuminant, such as fire, torches, tapers, etc. 
In other words light was considered an essential 
part of the ceremonial rites. 

It does not take much imagination to consider 
the imposing structures of the present day as tem- 
ples, perhaps commemorating the advance in science 
and civilization which has been made since medieval 
times. As a natural sequence we should attempt 
to beautify, perhaps glorify, our imposing office 
buildings, our carefully designed art museums, and 
our thoughtfully considered monuments to the il- 
lustrious dead by the aid of light, and fortunately 
for this purpose we have available floodlighting. 

Not only does floodlighting awaken civic interest 
and pride in all types of public buildings, statues, 
and monuments, but it has also a decided utili- 
tarian value as an advertising medium, in providing 
light for extensive construction projects, and for 
lengthening the hours of recreation at bathing 
beaches, playgrounds, and other large areas devoted 
to sports. 

Another application, the possibilities of which are 
just beginning to be realized, is that of lighting 
garden shrubbery, and attractive vistas on elaborate 
estates. It is but fitting that these spots of natural 
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There Is a Tremendous Field Openin | 
a Fad, But a Substantial 





An Office Building Painted With 
Light. 





A Tribute To Those Who Lie in 
Flanders Field. 
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The Automotive Industry is Using Floodlighting. 


. : 2 <¢ 

j : 4 i 
Houses of Worship Are No Longer 
Dark With The Setting of the Sun. 


Up For Floodlighting. It Is No Longer 


Factor In Our National Life 


FReeaesere 
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Large Corporations Find Flood- 
lighting Creates a Closer Contact 
With the Public. 


The Kansas City War Memorial. 
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beauty whose attractiveness is so much enjoyed in 
the daytime, should be lighted at night for their 
further appreciation. 

The fascinating aspect given to many buildings 
by properly. designed floodlighting installations 
should warrant architectural treatment such that 
the latent possibilities may be realized to the fullest 
extent. In fact, in progressive building design this 
factor is considered, and provision is made for plac- 
ing floodlighting units at advantageous locations. 

It is preferable that buildings of simple architec- 
tural treatment have the floodlighting installation 
so designed that the appearance of mass and 
strength is conveyed. This same comment also ap- 
plies to buildings which have a strictly utilitarian 
use, and outstanding examples of this class of ap- 
plication are several sub-stations of public utilities. 
The lighting should be free from sharp shadows, 
and of the same intensity over the entire building. 

It is desirable, if possible, to provide projector 
equipment to give the same brightness over the 
entire building. To obtain this, the beams from 
more projectors must be directed toward the upper 
part than the lower. Practical considerations, such 
as limited space, may prohibit the installation of 
the requisite number of projectors for uniform 
brightness; if this condition is present, as much 
progress as possible is made toward the desired end 
by directing the light from a major number of the 
units on the upper portion, permitting stray light 
to fall on the lower. 

In modern buildings the set-back type of con 
struction is often used. With this, interesting light 
and shadow effects are floodlighting possibilities. 
For example, projections from (Turn to Page 104) 
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To a True Garden 
Lover, a _ Floodlighting 
Projector Offers a New Enjoyment. 


NE OF the widest fields, and one which of- 

fers a large number of potential applications 

of decorative lighting, is the home. Nat- 
urally, the extent to which this is carried out de- 
pends almost entirely upon the personal taste of the 
owner, but without doubt among the uses suggested 
will be found several which have an appeal to every 
home-owner. 

One of the most popular means of introducing 
light as a decorative medium in the home is through 
the use of light ornaments. These consist, as a 
rule, of but two low 
wattage lamps concealed within 
or behind an attractive objet 
d’art, such as a translucent vase 
and an ornamental base of pot- 
tery ware, or behind a luminous 


one or 


glass panel on which is painted 
an artistic design, or against 
which is placed graceful metal 
work, or a charming statuette. 
The idea of using small incan- 
descent lamps in this manner 
originated in France, and for a 
time this source of manufacture 
was the only one available; the 
charm of these decorative ex- 
amples of art won such instant 
favor from the American public 
that domestic manufacturers 
were encouraged to develop de- 
signs which reflected more 
faithfully the American taste. 
These have been received with 
much interest and have found 
ready sale. Among the wide 
variety of designs placed upon sibilities 
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Miniature Lamps Offer Many Pos- 


in Table 


Lighting Decorations and Novelties 
Represent Most Profitable Fields 
for Both the Jobber and the Dealer. 
They Are in Demand Through- 


out the Year 


the market, several of which are shown in the il 
lustrations, a selection of those appealing to the in 
dividual fancy may be readily made. The manufac 
ture of this application of light and the exceedingly 
nominal cost for which it may be enjoyed, should 
encourage its wide employment in the home. 

The use of small incandescent lamps for decora 
tive purposes during the holiday season has become 
so universal that it is now accepted as a matter of 
course. <A very little ingenuity will permit these 
lamps to be used in a similar manner on other fes 
tive occasions throughout the year. They may be 
easily adapted to table decorations, used as festoons 
within the house, or, in the event of a garden party, 
may be entwined among the shrubbery. The first 
use, that of table decorations, presents the most 
possibilities to the resourceful hostess. At very 
small expense flowers may be made from crepe 


* paper with the small lamps in the center of the 


blossom, and these placed at each plate, or com 
bined with other table decorations, such as fern 
fronds, to form an attractive 
center-piece. At a_ valentine 
party held this year, the hostess 
made several small cardboard 
boxes covered with red crepe 
paper with a heart cutout in 
the top. This opening was cov 
ered with bond paper on which 
was written the name of the 
guest and placed over a small 
Christmas tree lamp in the box. 
A larger box constructed in the 
same manner except that the 
heart cutout was outlined by) 
lamps, was placed in the center 
of the table. The novel and 
charming effect of these glow 
ing hearts among the other 
dainty appointments of the ta 
ble won much praise from the 
guests. A variation of this 
method was noted at a Hallow 
een party last year. Small cut 
out pumpkin heads with gro 
tesque faces were obtained at 
a local novelty shop and placed 
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around the table with a miniature lamp in each. 
A ludicrous manikin also having a pumpkin head 


with a small lamp inside was dressed in a crepe 


paper costume with huge pompons and placed in 
the center of the table. Lighted pumpkin heads 
peered at the guests from the sideboard and around 
the plate rail. Faces cut out from colored crepe 
paper completed the table decorations... This un 
usual manner of employing small lamps for a simi- 
lar type of decoration also found approval with the 
friends of the hostess. Modifications of the same 
general idea will readily come to mind, and as al 
most every householder is equipped with two or 
three strings of Christmas tree lamps, their more 
extensive use aS a simple means of decora- 
tion should follow. 

Unfortunately, in far too many homes 
will be found lighting fixtures whose ap 
pearance is not at all attractive because 
the designers were handicapped by adher 
ing too closely to the older types of gas 
equipment. In connection with the re 
fixturing activities now being conducted by 
a number of central station companies, an 
opportunity is presented to home-owners 
when selecting new fixtures, to choose de- 
signs quite different from the former types. 
As an example of this new class of equip- 
ment shown in one of our illustrations is 
a simple wall bracket which was designed 
as a suggestion of what can be done in 
the way of developing new and artistic fix 
tures. This consists of a light metal frame 
holding translucent (Turn to Page 106) 
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Charming Light Ornaments, Attrac- 
tive Brackets and Stained Glass Win- 
dow Designs Present Novelties 
Home Lighting. 















































Re-Lighting the 









SCHOOL #¢OFFICE 


The Close Relationship Between Office Lighting and School 
Lighting Is One Which Has Not Been Generally Apprectated. 
“The School Is the O fice of the Child.”’ Let Us Light Both O fiices 


N ANY event like 
| Light’s Golden Ju- 

bilee there is a 
temptation to think of 
it simply as a spectacu- 
lar celebration. Our 
minds are _ absorbed 
and our imaginations 
ablaze with schemes 
for devising what 
somebody has referred 
to as “lighting confet- 
ti.” We're over-apt to 
forget that in the final 
analysis the purpose of 
the effort is to make 
the public conscious of 
the practical value of 


work-a-day lighting, and not merely to stage a dis- 
play of electric light fireworks. 


our livings. 


Of course, Light’s Golden Jubilee offers honor to 
Mr. Edison, but we do that, or should do it, every 
day of our business lives. 
as the one day upon which to accord him 
thanks and honor is a bit too much like our childish 
practice of raising hell through the week and then 
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Drafting Room of the Grasselli Chemical Co., Cleveland. 
10x10 foot spacing with 9 foot mounting height. 
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By A. F. WAKEFIELD 





Schoolroom in Baltimore Used By Eyesight Conservation 
Class of Pupils with Subnormal Sight. 


We all have to earn 


thinking to square the 
account by being 
“good” on Sunday. 

A situation exists in 
the office lighting field 
that is not generall\ 
appeciated. The own 
ers and the managers 
of the older office build- 
ings are very rapidly 
coming to understand 
the practical advan- 
tages which follow the 
rehabilitating of their 
lighting systems. They 
are thinking of artifi- 
cial illumination no 
longer as an item of 


raw expense but as a factor in establishing a higher 
scale of rental values, as a means of modernizing and 


popularizing buildings which have lost their fresh- 


To pick out October 21, 











ness, aS a sales argument to prospective tenants, and 
as something which will aid materially in holding 
old tenants against the appeal of newer buildings. 

I say that this fact has not been generally appre- 
ciated by the electrical jobbers. 
lighting industry have thought (Turn to Page 112) 


Most of us in the 





Offices of the Cincinnati Enquirer, 8x10 Foot Spacing with 
12 Foot Mounting Height. 
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Much More Than Light To See By 
—Light To Live By—Light for 
Beauty. A Trend is Starting 
Which Will Sweep Through the 
Homes and Public Buildings 
of the Country 





By Harold H. Green 


Advertising Manager, National Lamp Works 


milk but a thoroughly contented man is a 

stumbling block in the parade of progress. 
Light’s Golden Jubilee is not an occasion for the 
lighting industry to sit itself down to the pastime 
of contentedly patting its own back—but Light’s 
Golden Jubilee is an eye opener to the golden age 
of light which lies ahead. 

Henry Ford has ably expressed it, “What has 
gone before is merely a preparation for what is to 
come.” From executives down every man, woman 
and child in the electrical business should have the 
thought firmly in mind that he or she has a part 
in working out a vision so vast that no man can 
see its entirety. As Mr. Edison has said, “It is 
beyond our comprehension just as the present de- 
velopment was beyond the comprehension of my 
early days.” 

It was because man was not content with dark- 
ness that he sought light. It was because Thomas 
Edison was not content with existing sources of 
flickering light that he gave the world the incan- 
descent lamp—The Miracle of 1879. 

But great as were the inherent advantages of the 
early incandescent lamp its cost was such as to 
make it a luxury which only the favored few might 
enjoy. So learned men prophesied that because of 
this cost the incandescent lamp would never come 
into general use. There have, of course, always. been 
learned men, men contented with the achievements 
of the past who would take their oath that we had 
reached the end in invention and development. In 
fact, way back before the civil war the head of the 
U. S. Patent Office tendered his resignation and 
recommended that the office be closed because there 
was nothing more to invent. The steam railroad, 
the telephone, the automobile, the flying machine, 


(mite but a cows may be a great source of 
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Main Lobby and Ticket Office, B & O 
Coach Terminal, New York. 





they were all interesting but they would never come 
into general use. 

But men who were not content to be licked took 
each of these inventions and developed them into 
mighty servants of the human race. 

So men took Edison’s incandescent lamp and 
worked on it. The great Mazda research labora 
tories came into existence, Nela Park, the Universi 
ty of Light, was founded and utilities stretched 
their power lines to the far corners of the land. 

It would be folly to here attempt the history of 
lamp development during the past fifty years. But 
the development of tungsten filaments, gas filled 
and inside frosted bulbs, standard bases, voltages 
and sizes has made possible large volume high 
speed manufacture of Mazda lamps of uniform qual 
ity. And the result of these lamp developments 
paralleled with the development of current produc 
tion and distribution is this: In 1929 the consumer 
can buy as much electric light for 1c as he could 
buy for $1.76 in 1890. 

The best light the world has ever known has 
become the most inexpensive light in the world. 

While Nela Park and the Mazda Research Lab 
oratories have striven to continually give the pub 
lic a greater Mazda lamp value, the public has 
responded with an ever-increasing demand and the 
lighting business has become year by year more 
profitable. The public may get 176 times as much 
light for its money as it did in 1890 but it ts buy- 
ing 600 times as many lamps and the jobbers and 
dealers are selling that greater volume of lamps at 
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Wearing Apparel. 





a tremendously decreased selling expense to them. 
During August, one of the outstanding electrical 


wholesale houses of the country had its lighting 


specialists and salesmen at Nela Park for a week’s 


conference. At the start of that conference, the 
manager of this company said to his men, “The 


margin of profit on Mazda lamps is more than fair, 
the support that the manufacturer gives us is re- 
markable and the opportunities for expanding our 
market are inspiring.” 

At the close of the conference the 
this company set for themselves a sales bogey for 
1930 which is a third greater than their 1929 sales 

-a bogey based not just on enthusiasm but on a 
sound plan for further developing a great market. 

A sound selling plan is fully as important as a 
sound manufacturing plan and it is well known 
that banks asked to finance a business today are 
just as interested in the advertising policy of that 
business as they are in the production facilities. 

Profit to the jobber and to the 
dealer depends not just on the 
mark up of product but also on 
the selling involved in 
producing the sale of the product. 
At Nela Park we recognize that 
the man who set about selling 
lamps by the old one at a time 
word of mouth methods of a few 
years back would be just as much 
up against it as the man who sat 
down by himself to make lamps. 
The horsepower of automatic ma- 
chinery is applied to Mazda lamp 
is applied to 


salesmen of 
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selling just as it 
Mazda lamp manufacture. 
Nineteen years of Mazda lamp 
advertising has made it unneces- 
sary for the jobber salesman or 
the dealer to spend either time or 
money convincing anyone that the 
product is right. Mazda lamp 
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The Main Sales Floor of a Distinctive Store Dealing in Ladies’ 






quality is accepted everywhere 
and the successful lamp salesman 
is the one who directs his efforts 
toward increasing the volume of 
lamp sales per outlet, both by in- 
creasing the number of lamps sold 
and increasing the unit of sale. 

To this end we reach the climax 
of Light’s Golden Jubilee with a 
policy fortified by successes of the 
past and geared to the step ahead. 
That policy is: 

1. To convey to the public a 
knowledge of how light may ren- 
der a greater service through full- 
er and more specialized application 
in existing fields and through its 
introduction into new fields. 

2. To direct our advertising, 
selling, and merchandising forces 
to specifically feature those Mazda 
lamps which give the public this 
greater lighting service and bring the distributor 
additional and more profitable lamp business. 

3. To provide the distributor with the informa 
tion, materials, and incentive for securing a maxi- 
mum volume of this additional business with a 
minimum of expense. 

Thus we turn to the step ahead and see in the 
fuller application of light a marketing opportunity 
which stretches far beyond, but begins at our very 
feet and offers rewards that are immediately avail- 
able and easily accessible in a generous measure. 
When one speaks of this step ahead and refers to 
the application of light, he must first speak in gen- 
eralities and the man or woman who is actually 
selling lamps naturally seeks a tangible, practical 
example. Let us say, then, that one big application 
of light in this step ahead will be to lighten the 
tasks in the home. We know that in the factory 
good lighting, enough light well used, makes it pos- 
sible for men to make things (Turn to Page 8&8) 





The Ballroom in the Panhellenic Building, New York. 
Note the restful lighting effect. 
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You Ger 


What You Give 


wd You Want to Figure What You 
Are Likely to Get, First Figure What 


You Have to Give’ 


Says Bruce Barton 


WAS in the office of the general manager of a 

great corporation recently. The business he man- 

ages has departments in almost every large city. 
It is a business that has unquestionably been of enor- 
mous benefit to the people of America, and has—inci- 
dentally—made millions for its founder. 

The general manager read me a letter from the “Old 
Man.” I obtained permission to copy four paragraphs. 
Here they are. What do you think of them as the 
confession of faith of a millionaire? 

“T can honestly say now that I have never worked at 
the business for profit as the main motive. 

“My profits have been incidental, though absolutely 
necessary. 

“T have always conducted my business solely for the 
purpose of what I considered ‘public service.’ 

“Had I conducted my business for the purpose of 
making profit, I might have made as much money as I 
have made, although I doubt it. I am sure that I 
would not have made any more. / am pretty sure that 
I would not have made a quarter as much.” 

I know a man who has grown rich by building and 
operating great hotels. 

I slept in one of his hotels the other night, and in the 
morning I dropped into my pocket a copy of his book 
of instructions to his employees. Here are some quo- 
tations from that book: 


“A hotel has just one thing to sell. 

“That one thing is Service. 

“The hotel that sells poor service is a poor hotel. 
“The hotel that sells good service is a good hotel. 


“It is the object of this hotel to sell its guests the 
very best service in the world. 
“The service of a hotel is not a thing supplied by 
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any single individual. It is not special attention to 
any one guest. 

“Hotel service means the limit of courteous, efficient 
attention from each particular employee to each par- 
ticular guest. 

“This is the kind of service the guest pays for when 

a) ¢ 
he pays his bill—whether it is for $2 or $20 a day. 
It is the kind of service he is entitled to, and he need 
not and should not pay any more.” 

It is interesting to note how, in the course of time, 
the practical men of the world finally come around to 
the point of view of the world’s dreamers. 


Napoleon, the practical man, refused to see the 
dreamer Fulton, with his absurd claim that he could 
make a boat run against tide and wind. 

But today all practical men pay tacit tribute to that 
dreamer. 

For two thousand years practical men have looked 
with a superior sort of tolerance on the teachings of a 
certain Carpenter of Nazareth. What he said was 
very good, of course, but utterly wmpractical. 

Yet the service idea, which is the big new idea in 
modern business was first discovered and announced by 
that Carpenter: 


“Whosoever will be great among you, let him be 
your minister; and whosoever will be chief among 
you, let him be your servant.” 

It is the one solid, practical rule for building a busi 
ness or a business career. 


F YOU want to know how far you will go in busi- 

ness, take account of stock; find out how much 
service you are equipped to perform. 

If you want to figure what you are likely to get, first 
figure what you have to give. 
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This is number 114 in our series of sketches of prominent wholesalers 





Men You Should Know 


W. IT. McCULLOUGH 


President, W. T. McCullough Electric Company 





AVING the distinc- 
H tion of practically be- 

coming a Christmas 
gift to his parents was the 
first experience of W. T. 
McCullough for he arrived in 
this old world on December 
15, 1869. He was born on 
Fayette St., Allegheny, Pa., 
which today is simply the 
north side of Pittsburgh, 
but which in that time was 
a long buggy ride from the 
heart of the city. 

W. T.’s life in the early 
days was amply filled with 
schooling. After being edu- 
cated in the public grade 
schools, he attended Park 


9? 


ness. 


He Minds His Own 
Business 


T is said of W. T. McCul- 

lough that his success can 
well be attributed to his abil- 
ity to “mind his own, busi- 
The expression is not 
used in a flippant fashion, but 
rather in a manner to suggest 
his one policy—to give careful 
attention to the tasks which 
come under his executive at- 
tention and to leave the other 
problems to those men in his 
organization whom he has 


Electric Co. he not only had 
had no experience in the 
electrical jobbing business, 
but did not have even a 
background of electrical 
knowledge. As might be 
said, he started from scratch. 
What he did have, however, 
was a solid ground work of 
business experience gained 
with his father-in-law in the 
C. C. Hax Lumber Co. 
There they dealt with a line 
of wholesalers and there it 
was that he was trained in 
the rudiments of a business 
done through wholesalers, 
and these rudiments are 
pretty much alike through 


Institute in Allegheny where employed for that purpose. all industries employing 
he received his “prep” This attitude on his part wholesale channels of dis- 
school education. From accounts for his most success- tribution. 


there he went on to attend 
the Western University of 
Pennsylvania, now known 
as the University of Pitts- 
burgh. 

After graduation, he ap- 


ployes. 





ful business life, and accounts 
too for the high regard in 
which he is held by his em- 


The new company started 
in a modest way. There 
were eight men _ including 
himself and they built as 
solidly as they knew how. 
Three of these men are still 








parently followed the advice 

of Horace Greeley for he leaped all the way to Min- 
neapolis for his first “job” which was a clerical posi- 
tion at Carnegie-Phipps & Co., in the steel business. 
After a year, however, he decided that maybe after 
all Pittsburgh was not such a bad town, so back he 
went to become connected with the C. C. Hax Lum- 
ber Co., Mr. Hax being his father-in-law, which firm 
he remained with until its liquidation in 1903. 

He then helped to organize the C. K. Hill Electric 
Co. to operate an electrical jobbing business in Pitts- 
burgh, becoming its vice-president and treasurer. A 
short time later, in 1904 to be exact, Mr. Hill died 
and W. T. took over control of the business, still 
retaining his office of vice-president and treasurer. 
At this time the name of the company was changed 
to W. T. McCullough Electric Co. He held this 
office until 1927 when he became president of the 
company. 

When Mr. McCullough organized the C. K. Hill 
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with him after a lapse of a 
quarter of a century—H. W. McCullough, a brother, 
W. H. Graves and their shipper T. B. Williams. 
There are at least half a dozen others who have been 
in the company’s employ for from ten to fifteen years. 
This speaks well for his ability to get along with 
men. Asa matter of fact, everybody in the organiza- 
tion likes him and are loyal to a degree. This is 
largely due to the fact that he is even-tempered and 
looks after his own end of the business, permitting 
others to look after theirs. He is possessed of great 
energy and initiative but does not show it off. He 
is like a low-head water power of great volume as 
contrasted with the high-head development which 
accomplishes its work with spectacular impact. 

Perhaps it is this lack of the spectacular in his 
nature that has resulted in the development of his 
business along the lines that it has taken. He has 
never gone in for radio, appliances or any of the 
other lines that have taken the (Turn to Page 70) 
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W. T. McCullough 


President, W.T. McCullough Electric Company 
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\ W estinghouse 

Opens Lighting Institute 

A most spectacular and impressive sight is 
the “City of Light” opened recently by the 
Westinghouse Lamp Co. in its Lighting Insti- 
tute on the seventh floor of the Grand Central 
Palace at 46th St. and Lexington Ave., New 
York. On the right is the reception room. 
Sixteen luminous pilasters give a touch of mod- 
ernistic lighting to the room which measures 
20 feet by 27 feet. On each side of these col- 
umns, extending to the ceiling, a two-color 
lighting system, cleverly arranged and particu- 
larly attractive, holds the interest of the visitor, 
while nearby is a desk upon which is a book 
where the visitor may register. 


On the right is the automotive room 
and filling station, which jointly occupy 
20 feet by 60 feet of space, and which 
might more properly be styled an “Au- 
tomobile Lighting Laboratory,” because 
in it is shown all the various demonstra- 
tions of electrical systems used on auto- 
mobiles. In this room is also shown the 
application of all types of miniature 
lamps, 
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News in Views of the Day 




















On the left is Mazda Avenue—Broadway’s 
“Great White Way’—with embellishments—a 
full city street 20 feet wide by 180 feet long. Up 
and down, on both sides of it are blazing store 
fronts, window displays, flashing, vari-colored 
signs, no two alike, and artistic street lamps. 
Along its brilliant length are a bank, a depart- 
ment store, a florist’s shop, a theater, an electri- 
cal store, a garage, a modern American home 
built to represent the early Colonial type of ar- 
chitecture, and other full sized buildings that 
are all given over to the one thing that inspired 
the Westinghouse Lighting Institute—light, and 
the application of light. 


















On the left is the Auditorium; it is 60 feet 
by 46 feet, and is built with a gently sloping 
floor to accommodate rows of seats for those 
who will listen to the lectures or the “talkies” 
or witness the movies or various demonstra- 
tions given here. The Auditorium is a master- 
piece in the way of illumination. Special over- 
head lighting fixtures containing seven separate 
circuits are used to illustrate all types of 
lighting from direct to totally indirect, and 
capable of building up an intensity of over 
100 foot candles. The stage is exceptionally 
well equipped for many diversified lighting 
effects. 
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One-piece end cap—no loose washers 
or end plugs—improved method of 
positive venting—a Casing open at 
both ends for cleaning—quick and 
easy renewal—all these are superior 
features of the new ferrule type Union 
Renewable Fuse. 


The entire assembly consists only 
of three parts and the link. Renewal 
is simple. Just pull out the burnt link 
and put in a new one. The fusible 
link, bent at one end, provides auto- 
matic adjustment for length. 


One-piece end caps—no loose 
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SIMPLIFIED 
IN DESIGN 






NEW FERRULE TYPE UNION 
RENEWABLE FUSE HAS MINIMUM 
NUMBER OF PARTS 






INEWABLE:: 


PATENT No. 137 
PAT. SENDING 


JEFFERSO! 


i C 0 MoM Pf c= 
———— 
easy to renew. 


the fuse. 


ferrule type renewable fuses. 


























washers to handle—two reasons why 
the new Union Fuses are quick and 


In addition, the caps are provided 
with a positive venting which relieves 
the pressure generated when a fuse 
blows, thus prolonging the life of 


Don’t fail to send for complete in- 
formation about this simplest of all 


Jefferson Electric Company 
1519 West 15th St., Chicago, Illinois 




















FERRULE TYPE RENEWABLE 
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Ridge which really finds the slots for the plug 





_ extra feature... Nos. 1912-G and 1911-G 


[Duplex AND SINGLE | HART & HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
- HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 | 
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Its Priceless - 
In Emergencies 


Why wait for an emergency to convince you of the need for a dependable 


flashlight? Many times, daily, a good flashlight will save you time, delay and Rye od 


trom 95¢ to $5.00 








irritation. If you realized the many personal advantages that a Burgess Flash- 


light has te offer, you would enjoy its convenience at once. 








Cheerful, Vividty Colored Flashlight Cases 


The three styles ill d are furnished in striking, distinctively colored 





cases... also the standard black and nickel. The cases are made from 











specially prepared materials that make for extreme strength, thereby assur- 
ing longest life. Lenses are made of special glass, ground according to 
specifications developed exclusively by the scientists and engineers of the 
Burgess Laboratories. Burgess Flashlights are the most dependable and satis- 


factory ones yet developed and meet the most exacting flashlight requirements. 







Burgess Flashlight Batteries 








Built to Stand 


You get extra length of service from these batteries, in any flashlight case, Poh babe sae 








because of these patented features: Construction of one-piece, seamless a 
Everybody Loves ° 
boo For Spotlighting Objects 


the vy Tubuler 










leak-proof zinc-cups, and Chrome, the preservative that guards power when 
the battery is not in use. BURGESS BATTERY COMPANY, CHICAGO. 
In Canada: Niagara Falls and Winnipeg. 
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It's a Great Campaign... 


Here's another one of the big full-page advertisements ap- 
pearing in national magazines. These ads... featuring Burgess 
Radio Batteries—Burgess Flashlights—Burgess SnapLites 
...are selling Burgess products. Tie up with this great cam- 
paign by stocking, displaying and pushing Burgess products. 


BURGESS BATTERY COMPANY 


In Canada: General Sales Office: 
NIAGARA FALLS and WINNIPEG for si loy-\eqe) 
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Right: Television transmitting station of the 
Jenkins Television Corp., in Jersey City, N. J. 
The 5-kilowatt transmitter is shown at right; 
operator's table and pick-up amplifiers in cen- 
ters; monitoring television scanner at left. It is 
interesting to note that a second Jenkins tele- 
vision transmitter is being rushed to completion 
in Montgomery County, Md., outside of Wash- 
ington, D. C., with the call letters W3XK and a 
5-kilowatt rating. This station will be on the 
air shortly, serving another large section of the 
country with television programs 









Federal Scientist Works on Radio 

A new “powerized test set” for analyzing the locat- 
ing defects in radio receivers has been perfected by 
Ralph Stair, a young engineer of the Bureau of Stand- 
ards at Washington. The device operates from the 
ordinary house lighting current and supplies power to 
the set under test; it will make approximately 40 differ- 
ent tests of a receiver.—Underwood. 
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News in Views of the Day 


Sight Comes to Join Hearing 


That television is making progress is proved 
in the fact that the experimental broadcasting 
being carried out by an eastern manufacturer 
is being picked up far and near with ample 
power. The present Jenkins television studio 
shown on the left is really an elaborate film 
pick-up apparatus. The pictures are recorded 
on motion picture film which is placed in this 
machine. As each picture passes through the 
mechanism, it is scanned by a pencil of light 
and casts a shadow on a photo-electric or 
light-sensitive cell. The cell translates light 
values into electrical values, which in turn are 
impressed on the outgoing radio wave. 


California Dedicates Million Dollar Dam 


Finished at a cost of nearly $1,000,000, the 
“Big Dalton” dam, second highest multiple arch 
structure of its kind in the world, was recently 
dedicated by Los Angeles County officials at 
Glendora, Calif. Designed to furnish a huge re- 
serve supply of irrigation water for thousands of 
acres of fertile lands, the 
gigantic structure which is 
150 feet high and 500 feet 
wide, will impound 1200 
acre feet of water and at 
the same time protect vast 
areas against flood dan- 
gers. The photo shows 
a view of the dam which 
was taken from the lake 
side showing the series of 
arches which will bear the 
tremendous pressure ex- 
erted by the waters of the 
lake.—Underwood. 
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“Standard 


quality 
is never 





questioned” 



































THE “ROYAL QUEEN” HAS RECEIVED 
A ROYAL WELCOME 








From the results of our first announcement of this new 
member of the “Royal Family” of Standard, we antici- 
pate a long and happy reign for the “Royal Queen”. 
Distinguished by the same characteristics that have 
established the popularity of the “Royal Standard” 
(No. 1156) this new model (No. 1134) is a range of 
exceptional utility and beauty. ....Like the “Royal 
Standard”, it marks a decided advance in electric range 
design and construction, with unusually large, alumi- 
num-lined oven (with broiler); the beauty of the flow- 
ing streamline front design, and the advantages of 


minimum servicing insured by the simplified wiring 
construction. The “Royal Queen” is available non- 
automatic; or with oven temperature control; or with 
both time and temperature control. .... Roomy cook- 
ing top with three hot-plates. Also equipped with 
convenience outlet. Finished in finest quality white 
porcelain enamel. .. . .Here is truly a new type electric 
range of superb quality and performance that offers 
exceptional selling features within the moderate-priced 
selling field. ... .If you haven’t met the “Royal Queen” 
in person, write for full details and prices. 


THE STANDARD ELECTRIC STOVE COMPANY, TOLEDO, OHIO 


Standard 


ELECTRIC RANGES 
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Representative Fixture Rooms 


The Schmerheim Electric Co., Saginaw, Mich. 


The Schmerheim Electric Co., Saginaw, 
Mich., jobber, has one of the finest fixture dis- 
play studios in Michigan. It was designed with 
the idea of showing the different types in their 
proper surroundings. On the left is shown 
the living room display which includes wall 
brackets, floor and table lamps. 
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On the right is shown the fixtures that find 
general use in a bedroom. Even a night table 
with a mirror is provided to complete all the 
effects that are ordinarily found in a home. 





This kitchen, as well as the other display 
rooms, not only shows off its own fixtures to 
advantage, but provides a natural appliance 
salesroom. 









The dining room shows desirable effects 
that may be obtained through proper lighting. 
This room, as every other room in the studio, 
is complete as to detail. 
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Ultra-Quality P roducts 
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Fastern Tube and onsen 
Tool Company, In '. the greatest econ- 


Brooklyn, N. Y. 





ETTCO Armored Bushed Cable 


Eliminates the ‘‘guess-work’’ in 


wiring— 
double armored then bushed. Shorts simply 
cannot develop. The standard armored 
cable of practical contractors. It is of ex- 
treme flexibility, too. 








ETTCO Lead-covered A. B. C. Cable | 


The same cable as above with an addition- 
al armor of lead over the conductors. The 
best cable for outdoor or underground wiring, 
and it possesses the same flexibility. 








ETTCO Flexible Steel Conduit 


Made of the toughest steel and as thor- 
oughly as ETTCO skill and experience can 
make it and no conduit of its kind is more 
flexible. Comes in all standard sizes. 








ETTCO Non-metallic Sheathed Cable 


Double-sheathed non-metallic cable thor- 
oughly impregnated with flame and mois- 
ture-proof compound. Extremely flexible 
and the ends easily stripped to speed up 
handling on the job. 


| 














ETTCO Non-metallicFlexible Conduit | 


Made under the strict code of ETTCO 
quality. Thoroughly impregnated to make 
it oil, vapor and water-proof. Flexible to the 
highest degree. 











your assurance of 


omy in material 
and time. 
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Helping the 
Independent Dealer 


ALES MANAGEMENT reports that 15,000 
druggists—nearly a third of the 51,000 
independent retail drug stores in the 

country—have signed up in an afhliation 
with a Maryland corporation in a plan of 
mutual operation involving manufacturers, 
wholesalers and retailers which has just be- 
come operative. 

Here is an effort to secure for the inde- 
pendent dealer the advantages of successful 
chain store methods while retaining all the 
advantages inherent in independence. While 
there is always the possibility that grouped 
independents may, in effect, have the charac- 
teristics of the chain store, at the same time 
it is refreshing to find an effort being made 
to combat the latter in an intelligent fashion. 

While the chain store movement has not, 
as yet, made any serious inroad into the 
electrical industry, it will be well for those 
interested in the future of electrical mer- 
chandising to give thoughtful study to the 
activities of other industries more seriously 
involved at present in the so-called “chain 
store menace.” 
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Armored Cable 
Industry Unites 


N OCTOBER 1, a united armored 

cable industry will adopt a revised 

and improved standard for armored 
cable, and all will produce a new type of 
cable known as the armored bushed cable or 
the A. B. C. type with bushing. 

There had been complaints in various 
quarters that the material going into cable 
was being cheapened, although this state- 
ment was not altogether substantiated in the 
opinions of inspectors and contractors who 
found that armored cable of uniform qual- 
ity, in accordance with Underwriters’ speci- 
fications, has been just as satisfactory a wir- 
ing material as it was 20 years ago. On the 
other hand, a sub-standard cable had crept 
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into the market and was sold even in the 
face of careful inspection and label service 
by the Underwriters’ Laboratory. 

Aj three year research on the part of the 
Laboratories has resulted in the product now 
to be placed on the market. 

With all of the real objectionable features 
of the older type of braided cable eliminated, 
with the differences between manufacturers 
settled, with’‘one manufacturer holding the 
patents, and with the others as licensees, we 
can look for market stabilization and the end 
of a price war. 

A. B. C. cable is bound to make friends 
among the contractors and inspectors. And, 
certainly the jobbers should welcome the 
idea of distributing one type of cable, and 
that of the best, which their men can sell on 
a sound quality basis. 
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Light's Golden 
Jubilee 


O MUCH has been written about Light's 
Golden Jubilee that the addition of de- 
scriptive adjectives on that subject is 

merely the act of “Painting the Lily.” How- 
ever, there is one point on which it might be 
well to comment. There has been some criti 
cism directed toward the commercializing of 
this activity. Well, what of it? H. Free- 
man Barnes has pointed out that in the opin- 
ion of the National Committee to promote 
Light’s Golden Jubilee, anything that was 
ethical in this connection should be carried 
out. He draws a parallel in the raising of 
funds for and construction of a new hospital. 
No one asks that those having a part in the 
construction should do their work without 
consideration of legitimate profit. 

The electrical industry is not lobbying for 
a street corner concession at a national car- 
nival. It is only taking advantage of the op- 
portunity presented to sell lighting effects to 
the public. 

When the Jubilee is over, the work has 
just begun for the industry. Just how far it 
will get in “cashing in” on the public’s men- 
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tal attitude is a matter of conjecture. But 
certainly, at no time in the future will such 
a situation again present itself. And, it 
would indeed be unfortunate, if we “muff” 
this chance because of an intangible rule of 
ethics. 

If there are any ethics involved, the gen- 
tlemen of the electrical industry are trained, 
we are sure, to recognize and honor them 
just as readily as they are trained to recog- 
nize an opportunity to promote good light- 
ing, knowing that in addition to profit to 
themselves, they have commodities to offer 
which are profitable to anyone who will use 
them. 


The Right 
to Talk 


GREAT many years ago, Voltaire, 
A skeptic and philosopher, declared to 
one who opposed him, “I disagree 
with everything you say, but I will fight to 
the death for your right to say it.” And 
that in a nutshell seems to be the attitude of 
jobbers and manufacturers when discussing 
policies on certain lines of electrical material. 
In informal meetings such as those held 
by the Lake Michigan Club, both sides ex- 
press their opinions most frankly and at times 
those opinions are in decidedly opposite di- 
rections. But behind it all is the feeling that 
each man has the right to so express himself 
—a most healthy condition, we would say, 
for otherwise no constructive ideas would 
result from such conferences. 

The thought we want to drive home is 
that such meetings, presenting as they do a 
forum in which everyone is free to unload 
his problems, are meetings which deserve 
the support of all jobbers within the con- 
fines of the territory specified. 

To those jobbers who do not gather at the 
national meeting of the N.E.W.A., attend- 
ance at the local clubs should be felt most 
necessary, although observation indicates 
that the company and the men most promi 
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nent in national work are the ones most 
likely to be found at local meetings. 

You cannot contact your industry by tele- 
phone or letter. You have to do it within a 
convention hall, and, too, when you pat Fred 
Jones on the back for making a particularly 
long drive, you have impressed him with the 
fact that you are human, with an apprecia- 
tion of human values. With that good will 
is born a mutual understanding of problems. 
And, with that understanding comes har- 
mony, the harmony so necessary to the suc’ 
cess of any industry. 
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The Real Cause 


of Failures 
AN INTERESTING sidelight on the re- 


cent convention of the National Chain 

Stores Association held in Chicago 
was the comment of Dr. Julius Klein, Assist- 
ant Secretary of Commerce, who pointed 
out that “Contrary to general impression, 
the difficulties of the independent dealer are 
due not so much to the competitive threats 
of that phalanx of carnivorous dragons led 
by the chain stores as to the incompetence 
of his own operation. 

“Analysis of failures among independents 
show that less than 5 per cent last year were 
due to competition. Incompetence is the 
cause of from 32 to 80 per cent of the fail- 
ures. The fundamental issue in our whole 
distributive system is not the conflict between 
the chain and the independent, but rather a 
campaign for the curtailment of slipshod 
selling. 

“There is no correlation between mere big- 
ness and prosperity. One of the largest sys- 
tems has reduced its chain by a hundred 
stores, with corresponding increase in net 
profits.” 

When less than 5% of the failures among 
independents were due to competition, it is 
obvious, as Dr. Klein states, that slipshod 
selling and slipshod business methods in gen- 
eral are the weak points in independent dis- 
tribution. 
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Now Lower Prices 
~Bigger Discounts 








Price 
extra 


1929. 
plate 
new 


West 
$1.50 


turer 
use t 
coil 


indis 
the 
Price 


ton 


Bru 


creas 
dousl 
price 
from 


tion 
ton 
the 
Clear 
$29.5 
West 





en 
Sy tric. 


paign in 6 


$22.00. 


Radio 


other jobs. It is 


Driven 


Cleaners (as 
trated) 


The latest 


Other 


Hamilton 


Beach 


machine 


stantly. 


Appliances 


Home Motor 
Makes any sewing 
an elec- 
Attached in- 


1929 


Advertising Cam- 


National 
$18.50. 
+) 


Electric Drink Mixer 
Beautiful new colors for 


Fully chromium- 
d and many other 
features. Price 

(Denver and 
50c extra.) Colors 
extra. 


7 


Magazines. 
(Denver and West 50c 
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Power Motor 


Complete 
fing and 
wheels. 
$25.00. 


with buf- 

grinding 
Retails at 
(Denver and 


West 50c, additional.) 


Jewelers Lathe Motor 


manufac- 
s and others 
his motor for 
winding and 


pensable to 
Jeweler. 
Ss $18.50 and $25.00. 


and West 50c additional.) 


Vacuum Cleaners 
The sales of Hamil- 


Beach Motor- 
Beating 
sh Vacuum 
illus- 
have in- 
ed tremen- 
y since the 

was reduced 
$62.50 to $39.50. 


(Denver and West 
$41.00) The 1929 
Fall newspaper 
campaign. with 
dealers’ names will 
be read in 5,300,000 
homes. 


addi- 
to the Hamil- 
Beach line is 

Straight-Air 
ner selling for 
) (Denver and 
$31.00.) 
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Dryers 


and Vibrators 


The increased volume of sales of Hamilton Beach Hair Dryers and Vibrators 


makes it possible for us to announce low 
better discount for the dealer. The No. 


out stand, is now $12.75 (stand $1.25 extra). 


Dryer, formerly $22.50 is now reduced to 
$16.50. The following price reductions 
have “been made in Hamilton Beach Vi- 
brators: Model D was $16.50, now $13.50; 
Model F was $18.50, now $13.50; Mode! A 
was $19.50, now $16.50; Model C was 
$28.50, now $19.75. We anticipate in- 
creased sales due to these lower prices and 
would suggest that you take advantage of 
these new prices by mentioning them to 
your customers and getting their order. 


KeepHair 
byerclenenate! 





Hair Dryers Now 
in Colors 


To meet the public demand for color we are 
now making No. 3 Hair Dryers in old rose, 
orchid, robin’s egg blue and ivory. Hamil- 
ton Beach Hair Dryers are made to dry hair 
in a few minutes and simultaneously keep 
the hair luxuriant and alive. They set 
water waves quickly. They produce both 
warm and cool air. Every Hamilton Beach 
Hair Dryer is a beautiful toilet article. The 
1929 advertising campaign is the largest ever 
run on hair dryers and includes Motion 
Picture, True Story, Better Homes & Gar- 
dens, Photoplay, Good Housekeeping and 
Normal Instructor & Primary Plans—a total 
circulation of over 6,000,000. 


Hamilto 


er prices for the consumer and a still 
3 Hair Dryer, formerly $14.25 with- 
The No. 2 Professional Size Hair 





Vibrators 
Priced to 
Sell 


The tremendous interest in exer- 


cising machines has greatly in- 
creased the demand for Hamilton 
Beach Vibrators which fill the 
same need at a fraction of the 
cost. At these new low prices 
everyone can afford a Vibrator. 
These Vibrators relieve headaches. 
rheumatism, lumbago, fatigue, 
nervousness, cramps, ete. They 
stop falling hair and dandruff and 
are very effective for a facial mas- 
sage or to invigorate skin or 
scalp. Hamilton Beach Vibrators 
are advertised nationally in Physi- 
cal Culture, Popular Mechanics 
and Motion Picture. 


n Beach 


Mail this Coupon TODAY ! 


Hamilton Beach Mfg. Co., 
Dept. DV-9037, Racine, Wis. 


Without obligation, please send descriptive folders of Vibrators and Hair Dryers 
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A Turnover 
of 34 Times 


in 18 Months 


The above is the experience of 
The Boston Store at Milwaukee 
since they started selling Hamil- 
ton Beach cleaners on our “over 
the counter” plan. No canvassers 
—yjust store demonstration. 


The Boston Store sells many 
times more Hamilton Beach 
cleaners from two demonstrating 
displays in the store than they 
previously sold other cleaners 
thru canvassers—and with less 
bother, no trade-ins, less credit 
loss, and with more net profit to 
the store. 


Mr. Burke, in charge of this de- 
partment says, ‘*‘Hamilton Beach 
cleaners stay sold. We have not, 
to my knowledge, had a Ham- 
ilton Beach cleaner returned 
because of dissatisfaction.’’ 


We are backing the sale of these 
Hamilton Beach cleaners with 
unprecedented sales cooperation. 
We have a demo-display which 
brings the maximum of store 
sales. This is furnished dealers at 
one-half cost. Advertising is ap- 


Hamilton Beach 


pearing nationally in newspapers 
with each ad carrying names of 
with Hamilton Beach 
demo-displays. 


dealers 


There is also a cooperative adver- 
tising plan. We have arranged 
other sales stimulators for our 
dealers—a factory direct mail 
service to consumers (free to 
dealers)—window displays—post- 
card _ mailings — salesmanship 
course for clerks, etc. 


Our complete sales plan is ex- 
plained in our 24-page book “9 
Proven Ways to Sell Cleaners.” 
This book will be mailed to you 
upon request. 


Mail this Coupon NOW! 
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Denver & West 
$41.00 








Motor-driven 
beating 
brush 














Work Is Carried On in This Plant With a Speed and Accuracy 


Equal to That of Daytime. 


LIGHI- 


A New Tool fr Industry 


When Light Begins to Fail, Man’s Ability and Inclination 


to Work Slows Down. 


It Is the Basic Tool 


in a Workman’s Kit 


disassociate himself in both space and time, and 

take a telescopic, long-distance, long-time view 
of man at work through the ages, from the days of 
our leopard-skin clad ancestors to the modern over- 
all-clad mechanic of today. One so favorably situ- 
ated would probably find that men worked best 
when they had plenty of light, and that when that 
light, whether natural or artificial, began to fail, 
man’s ability and inclination to work slowed down. 
Such a panorama would lead one to the conclusion 
that man’s ability to turn out work depended not so 
much upon his brute strength or acquired skill, as 
his ability to see, and to see clearly and quickly. 
\nd while it might seem that men worked better 
because of some mental or psychological condition 
acquired under good lighting conditions, it would 
undoubtedly develop that he worked better simply 
because he could see better. Workmen of all time 
and ages have been inherently honest and anxious 
to work to the best of their ability, provided that 
the working conditions were such that they could 


[: WOULD be an interesting study if one could 
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do so. That, after all, is the important factor 

This historical panorama of men at work viewed 
through some wonderful time-and-space telescope 
would show an interesting development in the rela 
tion between the work men had to do, and the light 
they had to work by. 

Even before the day of the stone-cut letters or 
symbols, these cave-inhabiting ancestors of ours be 
gan, in their cunningness, to realize that there was 
such a thing as accuracy: the clubs they wielded 
felt best if they were of a certain length; grown 
men could use a longer bow than the boys, and the 
arrows they shot carried best when they were of 4 
certain size and length; the supports they hacked 
out for their homes had to be fitted; and it was 
discovered that the handles of their crude stone 
hatchets should be of a certain length. 

We would be not far wrong if we set the limits 
of accuracy of this prehistoric age at one inch, at 
least, in reproducing pieces to a length. The light 
under which those bearded cave men worked was 
that of natural daylight out of doors. The intensity 
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A Motor Assembly Room 
Lighted With a Uniform 
Level of 18 Feet. 


of illumination they 
enjoyed was between 
1,000: and 10,000 foot 
candles. 

Here, then, is the 
opening scene of our 
panorama. Picture a 
teeter board, one end 
of which denotes ac- 
curacy limits, and the 
other end foot-candles of illumination to work by. 
The accuracy end of the board is at its lowest—one 
inch—the foot-candle end is at its highest—10,000. 

Father Time grinds the crank and the panorama 
goes on—silently, swiftly—and man continues to 
work. 

A few hundred years ago found a quite different 
picture. Man had acquired more clothes and donned 
the apron and square cap of the tradesman. This 
was the beginning of an industrial age, the age of 
the butcher, the baker, and the candlestick-maker. 
Instead of everyone doing all classes of work, each 
man specialized in one trade and did that kind of 
work better than anyone else. His home was his 
shop, and his work was carried on indoors. His 
limits of accuracy had increased so that he worked 
to limits of one-tenth of an inch but, since his work- 
bench was next to a window, he still received a nat- 
ural illumination of 100 to 200-foot-candles. The 
workman‘s day of this age began at daylight and 
closed with sunset—the age that produced such 
songs as: ‘Now the day is over, night is drawing 
nigh—” and the old saying, “Man works from sun 
to sun.” 

Our teeter-board picture finds us with the accu- 
acy end up to one-tenth of an inch. And _ foot- 
andle end has dropped to one hundred. 

Time grinds the crank on our panorama and the 
years click by like a motion picture film, creating a 
continuous ever-changing picture. We see indus- 
trial and political unrest. War is in the offing. 

Previous to the World War the small tradesman 
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Night View, Davis Machine Tool Co., Rochester, 
New York. 








A Machine Shop and Mill 


Ready For the Night 
Crew. 
had moved to _ the 
background of impor- 
tance. and the age of 
mass production had 
begun. The workmen 
were cave men still, 


only instead of living 
in forest-fringed rock 
caves, they were 
housed in cities in 
huge man-made caves of concrete and steel. Hun 
dreds and thousands of them, here and there, elbow 
to elbow, working to the song of whirring machin 
ery and flapping belts. What natural light was not 
cut off by the smoke belching from huge smoke 
stacks, was lost in grimy windows or in the forest 
of machine belts. Workmen a few feet away from 
the window got little or no light whatever and so 
tried to work by the light of small lamps on drop 
cords that in their inadequacy gave one an impres 
sion of lightning bugs flashing in the dark. 

The teeter-board had tipped to its limit, the ac 
curacy limits had gone up to one ten-thousandth of 
an inch while the illumination end had dropped to 
one foot-candle. 

The next few pictures in our panorama show the 
beginning of a great war that was to affect every 
nation. Men went to war, orders came for more 
and more machinery and goods with the result-that 
the production manager became the ‘most important 
executive in every manufacturing plant. Every aid 
to production was tried; machines were speeded up 
to their breaking point; more machines were in 
stalled; and every scheme tried in speed manufac 
ture. And then someone thought of more light. 

Every careful test brought the same results 
more light, more production. And contrary to the 
anticipations of many, the value of the increased 
production was considerably greater than the in 
creased cost of the higher levels of illumination 


used. In contrast with the 3 or 4 foot-candles pre 
viously considered necessary (Turn to Page /6) 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to THE JOBBER’S SALESMAN, by 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories, 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, S. Dakota, Nebraska, Kansas, 


Oklahoma and Texas; Central States include all between 
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‘TUNED’ 
TOASTER 






Lt Red Glow = ‘- J 
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New in principle::: 
New in sales appeal 
New in profit possibilities 








“Tuned Temperature” . . . the Proctor to a turn without scorching or wasting any 


Principle is the sensation of the electrical 
industry. The Proctor Full Automatic 
Adjustable Iron introduced this princi- 
it found a waiting market and 








ple rere 
the sales prove this. 
Now “Tuned Temperature” is applied 
to a toaster. The result is ‘Toast tuned 
to your taste.” 
Again dealers have something brand- 
new to offer their customers..." Tuned 
Toast”... in the newProctor...the latest 
and greatest of automatic toastmakers. 
A single slice “Melba” or “Grand- 
ma’ size orthickest sandwich istoasted 
ontwo sides at the same time...toasted 


Vay 


THE PROCTOR & SCHWARTZ 
ELECTRIC COMPANY 


6612 Euclid Avenue, Cleveland, Ohio 
A Division of Proctor & Schwartz, Inc., Philadelphia, Pa. 


current. Light, medium or dark... the 
temperature is tuned in... like dialing 
your favorite radio station. 

The Proctor signals when thetoastisdone 
and cuts off the current automatically. If 
you leave the toast in, it maintains it at 
serving temperature until youare ready. 
In beauty of design and finish... the 
quality of materials and workmanship 
—the Proctor is correspondingly dis- 
tinctive and there are no springs, no 
clock work to setforeach operation. The 
ample margin, encourages active cam- 
paigning. You'll want to make it your 
Holiday Leader the momentyou see it. 
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News From The Wholesale Field 








Pacific Division Meeting 
N. E. W. A. 

The Pacific Division of the Na- 
tional Electrical Wholesalers’ As- 
sociation will meet at the ‘Hotel 
Del Monte, Del Monte, Calif., Oc- 


tober 3 to 5. 
. oe ee 


G. E. Supply Corporation 

Completes Consolidation 

The General Electric Supply 
Corporation (of Delaware) com- 
pleted the consolidation of the 14 
wholesale distributing corpora- 
tions owned by the General Elec- 
tric Co., on October 1, 1929, with 
officers and directors as previously 
announced. 

The commercial organization 
will be headed by H. B. Tomp- 
kins, general sales manager, with 
headquarters at Bridgeport, Conn. 

The following will be commer- 
cial vice presidents, with head- 
quarters as indicated: W. J. Kee- 
nan, Bridgeport; H. F. Thomas, 
Chicago; M. A. Pixley, Columbus, 
and H. R. Noack, San Francisco. 

H. R. Worthington will be gen- 
eral sales representative for the 


southeastern states, with head- 
quarters at Atlanta, and W. M. 
Goodwin for the southwestern 


states, with headquarters at Dal- 
las. 

In the field there will be ten 
groups of houses, called districts, 
headed by the following district 
managers with district headquar- 


ters aS indicated: 


and their Salesmen. 
Month the Personal Element in the Industry. Your Co-operation is 
Ls olicited in Making this Human Side of the Magazine More Interesting. 


THE JOBBER’S SALESMAN Maintains Men in the Freld, it Sends 
out Monthly ‘What's the News Sheets’ to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 


All this Enables It to Reflect from Month to 





N.E.W.A. Convention 


The National Electrical 
Wholesalers Association 
Will Meet in Cleveland the 
Week of November 11 


* *# * 


Executive Committee 
Sessions 
November 11 and 12 
x oe * 
Commodity Division 
Meetings 
November 12 











Stubbs Electric Adds New 
Department 

J. W. Repp, Stubbs Electric Co., 
Portland, Ore., is in charge of the 
department, devoted exclusively 
to Brunswick records. One of the 
features of this new section is the 
steel bins. 

ok * * 


Commercial Electric Opens in 


Home 
Many friends of the Commercial 
Klectric Co., Toledo, O., attended 
the official opening of the com- 
pany’s new location at 14-16-18 


North Erie St., on September 26. 
Inspection of the new quarters was 
followed by a banquet at the Com- 
modore Perry Hotel. 


Districts District Managers District Headquarters 
1. New England J. L. Busey Boston 

2. Metropolitan J. G. Johannesen New York 

3. Atlantic J. G. Johannesen Philadelphia 

4. Southeastern J. J. Perry Atlanta 

5. Lake States H. F. O’Malley Columbus 

6. Central M. L. Spaulding Chicago 

7. Midwestern . ta Gee St. Louis 

8. Southwestern H. E. Hobson Dallas 

9. Rocky Mountain J. A. Kahn Salt Lake City 


10. Pacific 


D. E. Harris 


San Francisco 





Elliott-Lewis Open New 
Branch 


The  Elliott-Lewis Electrical 
Co., Inc., Philadelphia, announces 
the opening of its new branch at 
126 South 2nd St., Harrisburg. A. 
W. Greathead is the manager. 

* * * 


Graham-Reynolds Electric 
Has Birthday 


Established in Los Angeles 25 
years ago, the Graham-Reynolds 
Electric Co. observed its silver an- 
niversary September 1. Congratu- 
lations and good wishes were re- 
ceived from friends both in and 
out of the trade. 


* %*« * 


Central Electric Supply 
Moves 
The Central Electric Supply Co., 
Denver, Colo., has moved into 
larger quarters at 1636 Arapahoe 
St. 











Why shouldn't he smile? D. M. Sals- 
bury used to be a salesman traveling 


the San Joaquin Valley until Fobes 
Supply Co., San Francisco, promoted 
him to assistant sales manager. 
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the best 
in Rigid 
Conduit 
“X DUCT” 


GALVANIZED 


“Xduct” is_ electrolytically 
zinced—a metallic coating, uni- 
form in thickness and density, 
which assures the utmost resist- 
ance to corrosive influences. 
“Xduct” is manufactured from 
spellerized steel—clean, strong 
and durable. For a permanent 
installation, use “‘Xduct.”’ 


55 manufactured from 
pipe of mild steel— 
uniform like 
‘*ELECTRO.- 


ENAMELED aa 


“Electroduct” is coated with a durable conduit enamel, 
baked-on, which will bend or suffer other tortion with- 









“ELECTRODUCT” 
Bends, cuts and 
threads easily like 
“XDUCT.” 


out cracking or flaking. “Electroduct” is full standard Installation of “Xduct” or “Elec- 
weight, uniformly round and straight. This superior troduct” means permanent protec- 
pipe bends easily and has sharp, clean threads, as in tion to electric wiring. 

“Xduct.” 


We also manufacture ‘‘RED SEAL’’ A. B. C. CABLE and ‘‘LOOMFLEX CABLE’’—both fast 
sellers. Write today for complete information that will help you sell more of our products. 


Better Wiring Materials 


AMERICAN CIRCULAR 
LOOM COMPANY 


90 West Street, New York, N. Y. 
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OW vvv 
TRIANGLE 
RIGID STEEL CO 


from our 














General Offices: Dry Harbor Road and Cooper AvenU@@ook 
Factories: Brooklyn - Chicago - Wheeling, W. Va. inCg 


PRINT IN BIND. 
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Highest Standard of Quality-- 
Meets Exacting Requirements 


One continuous operation from raw steel to fin- Our new plant, located at Wheeling, West Virginia, 
ished product enables us to maintain rigid inspec- built for the exclusive production of Triangle Rigid 
saan Maal " ee i nals Steel Conduit is a great forward step in the industry, 
aoe ea, ee & placing the production of this product on a basis to 
inspections combined with complete laboratory meet the increasing demand of both small and large 
control assure you of a uniform product of the users. 
highest quality—enabling you to satisfy the in- 

creasing demands of engineers and architects for 


material of the highest standards. 





Write today for samples and complete 
information 


‘"l998 





wweve 


nugm@oklyn, N. Y. 


InCanuda: Canadian Triangle Conduit Co., Ltd., Toronto 





- SHOCK __ 
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N BINDING 
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ive News | 


bout Live Ones A 





GEORGE BROACH ts the new sales 
man and Walter Brouch, the 
counterman at the Electric 
Corpus Christi, Tex. 


Sales 
oie 
EMSWILER has’ been 


force 


Cuas. E. 
added to the sales of the 
Hughes-Peters Electric Corp., Co- 
lumbus, ©., selling the entire line 
in southern Ohio. A. E. Lucks is 
another newcomer, being appointed 
radio specialist in all the company’s 
territory. 

Don ALLISON of the Electric Ap- 
pliance Co., Tulsa, Okla., has been 
transferred from the Dallas house 
and will have charge of stock and 
service. This company also §an- 
nounces the promotion of Carlisle 
(Jock) French from the shipping 
department to stock cards and city 
sales. 

O. NerscHKe and R. H. Simp- 
son have joined the sales force of 
the General Electric Supply Corp., 
Detroit. A new counter man with 
this concern is J. M. Culligan. 

WITH THE establishing of its new 
branch at Akron, O., the Moock 
Electrical Supply Co. announces the 
appointment of H. M. Comstock as 


manager, H. E. Romweber as city 
salesman and John Campbell as the 
new warehouse foreman. C. R. 
Evans has been transferred from 
the Youngstown to the Akron 
branch. 

Ropert I. Boyp, tormerly with 


the Todd Electric Co., Kansas City, 


will cover southwestern Kansas for 
the Continental Electric Co 

KF. oS. ALEXANDER, salesman fot 
Penn Electrical Engineering Co., 


Scranton, Pa., will specialize in ra 


dio, while his former work will be 
handled by FE. L. Sivelly. Another 
new salesman is C. F. Stretch 


\RTHUR SULLIVAN and William 
Michaelson are new salesmen with 
Crown Light Co., Hartford, Conn 


new 





INTER-MOUNTAIN — Electric 
Co., Pocatello, Ida., announces the 
addition to its force of Earl 
Jackson who has eastern Idaho and 
Wyoming as his territory. 


THE 


sales 


“Met” WARNER, one of the best 
known fixture men in_ Boston, 
now connected with the Sager Elec- 
tric Supply Co., Boston. 


is 


Lioyp Dr Fries heads the radio 
department and Walter Brandhuber 


is a new radio salesman at L. B. 
Marsh Electric Supplies, Long 
Beach, Calif. 


STERNS ELectrric Equipment Co., 
Buffalo, will have Karl Schirra as a 
new counterman. 

THE VIRGINIAN Electric, Inc., 
Charleston, W. Va., has two new 
salesmen, B. F. Frazer and C. V. 
Caverlee. 

W. K. BraNnpbAu, who has been 
assistant to F. B. Stern, vice-presi- 
dent of Interstate Electric Co., 
New Orleans, has gone into the 
territory to travel central Missis- 
sippi with headquarters at Jackson, 
Miss. He is replacing L. A. White. 





WHOLESALER IS THE MOS! 


IMPORTANT MAN IN THE INDUSTR\ 


Mocutt Bros. Electric Corp 
New York, has taken on Harn 
Pincas, Murray Budoff and Harry 
Goldweitz as new members of th 
force and Robert Rivers a- 
man. 


sales 


counter 





H. S. Hays, formerly with Mille: 
Klectric Co., Fort Worth, is now 
connected with the sales organiza 


tion of the Couch Electric Co 
Dallas. 
THe Sutton Electric Supply 


Co., Wichita, Kan., announces th: 
employment of C. A. Reynolds as 
radio salesman to cover Kansas and 
northern Oklahoma. 





B. B. Perecoy, after an absence 
of two years, has re-entered the 
employ of E. A. Quarfot, Milwau- 
kee, as salesman. This will be good 
news to his many friends in the 
trade. 


Dave GILFISs, formerly a counter 
salesman with the Sager Electrical 
Supply Co., Boston, has been pro- 
moted to the purchasing department. 

* * * 


Jobber Sales Activities 


l-aLts EQuripMENT Co., Buffalo. 
—A campaign on General Electric 
Cleaners for the balance of the year 
is being planned. This firm is also 
making a special drive on Tho 
Washers and Ironers. 





H. C. Roperts Evectric SuppPt\ 
Co., Binghamton, N. Y.—This com 
pany has begun sales activities on 
“Cozy Glow” heaters. 


Four out of five wouldn’t have it, but N. Nelson of Crescent Electric Supp!) 
Co., Davenport, Ia., just dares them to pull any wise cracks about his iron kelly 
He doesn’t know it but they're all going to sock him the minute the picture 1: 


Left to right, these 


and H. N. Place 


snapped 


eters, 








boys are: 


N. Sietz; L. Lang; N. Nelson; W. N 
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to even ‘quater heights by n » Pare 
advertising and intensive merchandising 


Hankscraft Egg Cookers and Fairy Warmers have been fast 
moving merchandise ever since their introduction in 1928. Last 
year they were the electrical gift sensation of the Christmas 
season, 

This year, backed by a complete merchandising campaign and 
national advertising, they are shattering all previous records. 
Intensive advertising in the Saturday Evening Post and the big 
metropolitan dailies will direct millions to their electrical store 
to buy Hankscraft appliances. 

Dealers are provided with handsome display material and at- 
tractive literature. Newspaper mats are provided for use in 
advertising. It’s a complete merchandising tie-up. 

The complete Christmas set-up is shown in an elaborate port- 
folio now ready for the use of jobber’s salesmen. Get your 





portfolio now ... tell your dealers about the Hankscraft Christ- 
mas campaign. Your sales will mount rapidly. Tell dealers about this 
New gift package tremendous success . . . liberal Demonstrator 
Display deal 
All Hankscraft appliances now come in 
this handsome gift package, beautifully ] ! 
decorated in four colors. Adds tremen- 
: This demonstrator display has proven it 
dously to the gift sales appeal of the cooker self a wonder-salesman in hundreds of 
stores during the past months. It stops 
and bottle warmer. Enthusiastically re- _<uyforme"™. ingereaty them; automatically 
. f s buyi uinimum dis 
ceived everywhere by both dealers and wl cst ee Aer now on 
discounts, $44.14 net, F. O. B. Madison 
consumer. Retail value of assortment, $70 








—W/o) 


“Tho HANKSCRAFT Gompany W252i 
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bush Ww | ane radios for 
wor ugh of Brooklyn, also 
{ Piles il | ony Island 
this 
\I vr lLeECTRIC SUPPLIES, 
mg Leach, Calif \. ©. Dayton 
radios will bye distributed by this 
rrooklyn. coneern for Long Beach, Wilming- 
! having the ton, San Pedro and other southern 
i i Bakelite prod t ( alhitornia cities 

Gases Pi eeree Sie Corp Pik CONTINENTAL ELectTrIc Co., 
Detroit lhe members of this or- Nansas City.—Continental will add 

vanization are doing their bit) in \. Dt washers to its line. 

promoting the fall apphance and the 

industrial maintenance campaigns Pur Sackett Evectric Co., Co- 


lumbus, ().—The Kellogg line of 


Crown Licgur Co Hartford, "adios are to be distributed by this 
) iP \ 
Conn.—A_ lighting fixtures sales SO™P@" 
campaign covering New England , : 

( “LE - Suppiy 
trade is being conducted by this HE GENERAL ELECTRIC SUPPLY 
company which has also started a CORP., Denver. This Canoes 
a campaign has taken on the distribution § of 

- remple radios and Hoag washers. 
SUTTON ELECTRIC SUPPLY CO Pure ALLEN Evectric Co., Clev 
; I : ( ( a. eve- 
Wichita, Kan.—This company is , 
land.—This company has been ap- 
pushing Fada radio receivers this Fens ; 
Fall , pointed to act as a distributor for 
‘all. ’ iP 
emerson fans, Kodel clocks, “Ev 
eready” batteries, and “Condulets.” 
INTER-MOUNTAIN | ECTRIK ( « 
Pocatello, Idaho This compam Bel Enl F 
: eimont niarges orce 
conducting i Westingh Lise lamy 


Phe Belmont Corp., Minneapolis, 
campaign é 


big 


such a 
that it 


reports 


Increase mn 


: UISINeSS has tound it nec 
Lines Added by Wholesalers ...... , 


greatly enlarge its toree, 


(;,REENFII } RCTRIC SUPT New salesmet added to the 
CORP srookly1 Phi compat e are: L. D. Price: Nels Lar 
beer ppomt ON ( lis nd Clem Culp. Clem is well 


MOST 
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known in the electrical field. E! 
Larson just jomed the 
radio service department. 
he includes 
tional 


mer has 


addi 


office en 


expansion 
warehouse and 
plovees, and enlarged switchboar 
facihties 

Contests among their salesme: 
the 


yreatest 


bonus to salesme 
the 
volume, have created much friend 
the 


considerably boosted their sales 


offering a 
showing increase 1 


ly rivalry between men an 


4 


Fall Events at 
William Davis Hawk 


While vacationing at Niagar 
Falls, Frances Lennox of the ele: 
trical department of William Da 
vis Hawk, Kingston, N. \ 
changed her name to Mrs. Leland 
Whiting, thus 


with 


killing two birds 

The rest of the 
department blames it on the Ni 
agara atmosphere. 


one stone. 


The odds are five to one that 
the young “fella” who made his 
appearance at the Wm. F. Clarke 


home last month will be just an 
other “Bill” to the family. His 
father is manager of the electrical 
department. 

Wm. F. Clarke attended the 
Camp Cooperation IX at Associa 
tion Island and brought back some 
new ideas for the Hudson Valley 
Electric League. Incidentally, he 
also brought home the first golf 
prize. 








Jacob Isaacs, (left) a partner in th 


Electric Co. organization, Syra 
N. Y., had snaps taken o! 


his vacation. This one was taken wit! 
his partner, Samuel Weinstein 


City 


cuse, 
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nspiration undimmed by years, Thomas A. 

Edison, founder of the Age of Light, is revered 
by us in the flesh. The esteem to which his 
genius is entitled is usually left to posterity for 
adequate expression from a thankful people to pay 
tribute to a great man who made possible a world 
free from darkness. 


Commemorating the fiftieth anniversary of 
Edison’s invention of the first practical incandescent 
electric lamp millions of Americans will be made 
more “light-minded” through an amazing and star- 
tling testimonial to the living genius of Edison. 
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n October 19, two days before the actual 

celebration, the Saturday Evening Post in its 
advertising pages will carry the tribute of the Light- 
ing Industry to its founder. With more than nine- 
teen pages, aglow with beautiful color, bearing the 
message and the spirit of the Lighting Industry 
no greater history of an industry ever has been 
written—and no single man ever has been so honored. 
Every man, woman and child who thumbs the pages 
of this advertising epic will be proud of the age in 
which he lives and more deeply appreciative of 
Edison and the Industry founded by this great man, 
whose deeds definitely place him among the Im- 
mortals. 
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Miracle 


* 1879 —s 


nly fifty years since the birth of the 

Age of Light-——Edison’s first electric 
lamp; and to quote a newspaper of the day; 
“the light which burned without gas or flame, 
cheaper than oil.”’——-This was the start of the 
fifty years that lighting has played in making 
progress.... And here we are impressed more 
than ever by Edison’s terse, yet significant 
telegram of recent date; “TRADE FOL- 
LOWS LIGHT.” This phrase in the in- 
ventor’s own words forcibly interprets the 


true meaning of THE MIRACLE OF 1879. 


















Miracle 


F 1929 


o you men in the electrical industry, 

whether engaged in contracting or 
selling, we say that as great as was the miracle 
of 1879 it is nothing compared to the Modern 
miracle of 1929—and the progress now under 
way.....Your entire business success is built 
around the utility and beauty of lighting. Ap- 
plications are changing constantly in this fas- 
cinating field—always something new; It isa 
continuous miracle. 


Each application is a vew and fzner tribute 
from the men in the industry and a grateful 
public to Thomas A. Edison. No man can go 
wrong who ties himself into LJ/GH7T—the 
highest form of service to society. Think of 
LIGHT in terms of more wiring, fixtures, etc., 


and more MAZDA lamps. 












| _ isos Golden Jubi- 
lee affords an oppor- 
tunity for the world at 
large to stand beside 
Thomas A. Edison on the 
occasion of the fiftieth 
anniversary of his early 
triumph; an opportunity 
to participate in expres- 
sions of appreciation of the benefits that have 
been derived from his many inventions and ap- 


plications of scientific research and development. 

To determine upon a celebration as big as the event it would 
commemorate was—and is—no easy task.... After months of 
intensive work a definite plan took form. It begins with the 
announcement that on October 21 the whole world will have the 
privilege of participating in Light’s Golden Jubilee; Speakers will 
carry the story to more than 10,000 Chambers of Commerce and 
other civic organizations. Governments and institutions through- 
out the world also will find opportunity to honor the founder of 
the epoch of light. The newspapers, magazines and the trade 
journals will afford wide publicity to the event. As a climax on 
October 19, two days before the actual celebration, the great bar- 
rage of industrial tribute in the Saturday Evening Post will set 
the nation agog for the event on October 21. 

News reels and talking pictures, both Edison inventions, will 


help to impress the public mind with the magnitude of Light’s 
Golden Jubilee. 
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any magazines 
also will carry ad- 
vertising messages to 


herald Light’s Golden 


Jubilee. The one you are reading 
is to you—the trade—advance in- 
formation on what is to come. 
Women’s magazines also have 
been selected, because who better 
than the women of the world ap- 
preciate this Age of Light? 

All over the land replicas of the first lamp built by Edison 
will be on display. Stores will have their windows decorated in 
the spirit of the Jubilee. Cities from coast-to-coast will be aglow 
this beautiful night with the attention of the world focused upon 
Dearborn, Michigan, where Henry Ford in his characteristic way 
started the foundation of a perpetual tribute to Edison.... Here 
the Menlo Park of 1879 with Edison in actual charge will breathe 
again. The original buildings—everything down to the last 
detail the same as that day fifty years ago when Edison produced 
his first practical incandescent lamp. And the world will be there 
through the greatest hook-up of radio stations ever put together 
tor a single event. Visualize the scene; the old boiler and lathes 
again in operation—Edison at the controls....He speaks; A 
country vibrant with emotion 1s stirred like only an event such 
as this could evoke. What a milestone in this great age; What 
1 climax to the greatest celebration the world has ever known— 
making everyone more keenly sensitive to the opportunities that 
wait enterprise and initiative—genuinely impressed with the 
‘Magination of business. 

















\ / | AZADA safeguards 

Edison tra- 
ditions. Today the man who sells or installs 
a MAZDA lamp — Edzson, National, or 
Westinghouse is providing the consumer 
with the latest in lamp achievement. We 
are “carrying on’—standing beside Edison, 
who still is with us.... giving the pur- 
chaser of a MAZDA lamp a quality of 
light, a uniformity of life and beauty un- 
dreamed of fifty years ago. More than 
this—MAZDA research enables the coun- 
try as a whole to enjoy three times as 
much light for the same money as was 
possible twenty years ago. 




















October, 1929 





THE JOBBER’SfA]SALESMAN 49 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


Lake Michigan Club Meets 
The fall meeting of the Lake 
Michigan Club was held Septem- 
ber 19 and 20 at French Lick, Ind. 
Taking up the activities in their 
chronological order, the meeting 
was opened by A. J. McGivern, 
who for some unknown reason 
was termed the “Kingfish.” After 





L. A. LaMee 
Chairman, Lake Michigan Club 


Mac had greeted those present he 
introduced the subject “What Can 
We Do to Obtain More Profit in 
\ire, Conduit and Armored 
Cable?” and left it open for discus- 
sion. One jobber introduced fig- 
ures showing that 4.97% of the 





se pictures indicate. 








it wasn’t all work at the Lake Michigan Club meeting as 
Note the foursome (lower center) 


cost of a carload of conduit is spent 
by a jobber in handling it, and that 
percentage is based on actual ex- 
pense, not including administrative 
expense. A manufacturer followed 
by stating that if more profit were 
given the jobber he would simply 
pass it along. Indiana reported 
that jobbers, at least in the cen- 
tral section, seemed to be making 
progress, but on the other hand, 
Fred Eiseman of Revere Electric 
Co., Chicago, was of the opinion 
that the situation “was getting no 
better fast.” Fred suggested that 
the manufacturers consign stock, 
thereby naming the resale price. 
Wire slid into the discussion as 
did armored cable. And, while 
this is not the place for editorial 


comment it is obvious that meet- 


ings such as these serve a great 
purpose in clarifying the problem, 
although the solution seems to be 
quite a distance in the future. 

In the afternoon a “blind 
gey” golf tournament was _ held, 
Chester Collier, western manager, 
Irie Malleable Iron Co., winning 
himself a nice set of golf clubs, 
while John Gleason of Graybar 
Electric Co., clicked in with an- 
other low score to land first place 
in the jobber’s tourney. 

In the evening Professor Palmer 


bo- 


of the University of Chicago read 





who have heard so much about putting the weight on the 
left foot that they now lean in a southwest direction, 


a paper on “The Influence of Re- 
tail Chain Stores on Wholesale 
Distribution.” Professor Palmer 
brought out two strong points. 
First, that inefficiency and lack of 
imagination were the greatest 
faults of the independent, and sec- 
ond, that in a strong pricing policy 
combined with the selling of spe- 
cialties rests the salvation of the 
independent. 

C. W. Hartenfels of The Na- 
tional Lamp Works followed Pro- 
fessor Palmer, giving a practical 
outline of the plan for Light’s 
Golden Jubilee. 

Friday morning was given over 
to talks by: Norman Hickox, Cur 
tis Lighting, Inc.; Farmer, 
Beardslee-Chandelier Mfg. Co.; L. 
Friedman, General Electric Co., 
and C. B. Harlow, Benjamin Elec- 
tric Mfg. Co. Their subjects were 
confined to the possibilities in all 
kinds of lighting after the jubilee 


Lee 


and were covered in most able 
fashion. They were followed by 
Meade Brunet of the Radio Cor 


poration of America who stated 
among other things that “There 
will be sold about 75,000,000 radio 
tube units at approximately $1.25 
each at jobber sales prices. Last 
year the figure was about 32,000, 
000.” Mr. Brunet looks for this 
year to be extremely good. 
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SQ of its dealers attended. 


In the afternoon another golf 
tournament was run, a dark horse, 


J. J. Reinhardt, Frank Adam Elec- 


tric Co., St. Louis, securing the 
manufacturers’ first prize, while 
rank Schwartz of the Inland 
leetrie Co., Chicago, who was 


shooting 90 in the ’90’s, won the 
jobbers’ prize. 

Howard Ehrlich, chairman of 
the advisory committee, presented 
the names of C. D. La Mee, G. I. 
Supply Corp., Indianapolis, and P. 
Il. Keller of Peerless, Indianapo- 
chairman and_ secretary 
respectively for the coming year. 
were unanimously elected. 
The advisory for the 
coming year is again headed by 
Mr. Ehrlich, and includes the 
names of: John Gleason, Graybar, 
Chicago: J. H. Campbell, Varney, 
Indianapolis, and J. J, McCaffery, 
the MeCaffery Co., South Bend, 
representing the jobbers, and R. 
C. Bennett, I. A. Bennett Co., 
Bb. Harlow, Benjamin 


lis, for 


They 
committee 


Chicago; C. 


electric Mfg. Co., Chicago, and 
Bill Collins, Anaconda Wire and 
Cable Co., Chicago, representing 


the manufacturers. 


Jeter Joins G. E. Supply 

G. G. Jeter, manager of sales of 
the 
of the General Electric Co., Pitts 
field, Mass., has been named man- 
ager of power apparatus sales of 
the 
electric Supply Corp. 


transformer accessory section 


newly consolidated General 


When the American Electric Co., St. 
its recent radio meeting at the Moila Golf & Country Club, 
A feature of the program was a 
telephone demonstration of how the dealer goes about se- 
curing prospects over the ‘phone with an expert making 
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Joseph, Mo., held 
ing the ‘phone and 
women called. 


Delinquent Accounts 
The accompanying — tabulation 
shows the number of delinquent 
accounts, the total amounts and 
the average amounts as_ reported 
to the National Electrical Credit 
Association by member manufac- 
turers and through 
its various for June, 
1929, as compared with the same 
month the previous year. Also 
these figures are shown for the 
7 months’ period of 1928 and 


wholesalers 
divisions, 


first 7 


1929. 


the calls and one of the American company girls answer 
depicting the moods of various types of 
A window dressing demonstration was also 
given by Harry White. 


* a 





A dinner was held in the evening. 


ending up with music, cards, and dancing. 





Inland Issues Catalog 
The Inland Electric Co., Chica 
catalog No. 25, 
which will be corrected and issued 
quarterly. 


has issued 


or 
20, 


This company reports its ap 
pointment as distributor for the 
line of “Peerless” and “Courier” 
radios manufactured by the United 
Reproducers Corp., Springfield, ©.. 
and that it is now’ broadcasting 
daily over station WCEL at 12:50 
?. M., central standard time. 





COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 


AUGUST 31, 


1929 


NUMBER OF ACCOUNTS REPORTED 











% % 
Increase Increase 

August or 8 months or 
Division 1928 1929 Decrease 1928 1929 Decrease 
NGW XOEK oo isos <cbkees oe eee 314 + 86 % 2424 2032 —16.1 % 
Middle & Southern Atlantic. 243 178 —27.8 % 1529 1308 —14.6 % 
New Baeland: oia.cicss cso 183 106 —42. % 1035 =: 1133 +94 % 
Centenl! cre niwies 6a ean 649 578 —10.8 % 6278 5036 —19.7 % 
TORARS ccc a ete eee 1364 176 | =—«==13:9 % 11266 9509 —15.6 % 

TOTAL AMOUNTS REPORTED 

% % 
Increase Increast 

August or 8 months or 
Division 1928 1929 Decrease 1928 1929 Decreas¢ 
New. NOG) 2 secccces $ 42,222 $ 62,309 +47.5 % $ 350,038 $ 458,293 +31. % 

Middle & Southern 
Atlantic ....¢csace 27,742 22,886 —17.5 % 198,445 187,792 — 4.4 % 
New England ...... 19,442 19,494 + .26% 128,605 160,120 +24.5 % 
Central 75,732 69,747 — 7.2 % 748,310 614,634 —17.2 % 
TOMAR ose ee $165,138 $174,436 + 5.6 % $1,425,398 $1,420,829 18% 
AVERAGE AMOUNTS »° 

August 8 months 
Division 1928 1929 1928 1929 
Nee OGOTIE rica ss. 6 Swine See $146 $198 $1,160 $1,588 
Middle & Southern Atilantic............«+ 112 123 1,033 1,150 
Diba EO OAGINE (hits SAA es Saree bane 103 163 993 1,149 
ISPRRALY |. streithied 20s Dawes owas oe ena 118 121 933 98s 
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Over 2,000,000 Passengers Daily 


Depend on the uninterrupted service of the Subway System of the 


INTERBOROUGH RAPID TRANSIT CO., New York City 


Money-Saving TRICO Factors 
No Premature Blowings ; R | : O 
No Unnecessary Shutdowns 
No Oxidized Contacts 
Renewable 


No Charred Casings 


Copper-to-Copper Contacts 
Reduced Watt Loss 
are selected because 
of their dependability 













Time Lag 


They’re “‘Powder-Packed”’ 


And they cost no more than other 
makes of renewable fuses 





— 









59th Street Power Station of the 
Interborough Rapid Transit Co., 
New York City 






Trico Renewable Fuses are Approved by the Underwriters’ Laboratories 


TRICO FUSE MFG. CO., 1004 McKinley Ave., Milwaukee, Wis. 























IN-RENEWABLE FUSES—FUSE PULLERS 
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Death Takes T. Lincoln 
Townsend 


T. Lincoln Townsend,  vice- 


president, National Electrical Sup- 
ply Co., Washington, D. C., and 





T. L. Townsend 


a nationally known political 
and industrial leader, passed away 
at his home on August 20, as a 
result of heart disease, from which 
he had been suffering for the past 
year. He was 63 years of age. 
Mr. Townsend was one of the 
original organizers of the Electric 
league of Washington and was 


also 


ee 
Lvs 


* 


mw. .! Ray i; 


~ Weama A 


_ On August 4 the Graybar Electric Co., 
its first annual picnic at Chippewa Lake Lark, O. All of the 
were present, 


employes and their families 


connected with practically all 
movements in connection with the 
development of the local electrical 
industry. He was widely known 
in the electrical world as one of the 
workers who helped to prove the 
practicability of the use of radio 
apparatus for sending and receiv- 
ing messages at sea. To him was 
also credited the success of the 
National Christmas Tree idea, and 
the annual Christmas Lighting 
Activity is due to a large extent 
to Mr. Townsend’s early efforts. 
Mr. Townsend had been active 
in local politics for the past 30 
years and at the time of his death 
he was secretary of the executive 
committee of the Republican state 


committee for the District of 
Columbia. In addition to the 
above, he was a member of the 


Washington Society of Engineers 
and a director of the Security 
Finance Corp. 

He is survived by his widow, 
Mrs. Ella J. Townsend, a_ son, 
Lieut. George L. Townsend, 
LU. S. A., and a daughter, Mrs. 
Roderic Peters. 

Markley Opens York, Pa., 

House 

A three-story warehouse has been 
opened in York, Pa., by the C. A. 
Markley Electric Supply Company, 
Harrisburg, Pa. The new branch 
has approximately 7,000 square feet 


of floor space and will carry an in 
tial stock of about $10,000. Th 
stock will be replenished severa! 
times a week through truck servic 
from the company’s  Harrisbur: 
store. 

George Davis has been transferre: 
from the Harrisburg office to tak: 
charge of the York branch and wil! 
be assisted by two salesmen. 

* * * 
California Electric Has New 
Shop 

A new modern shop to be de 
voted to the manufacture of light 
ing fixtures has just been complete: 
by the California Electric Suppl) 
Co., San Francisco. E. Ellis who is 
to be in charge of production ani 
designing has recently made a three 
months’ trip to Europe in order to 
obtain new ideas on designs. With 
the new modern facilities, a large 
jobbing variety will be commence:| 
immediately. 

: « 
Sweeney Made Illinois 
General Manager 

J. E. Sweeney, formerly head oi 
the Waterloo Electrical Supply Co., 
has been appointed general manager 
of the Illinois Electric Co., Chicago. 

John A. Duncan, vice-president of 
the above company is now district 
manager of radio sales for the group 
of 14 northwestern district jobbing 
houses comprising the Westing 
house Electric Supply Company. 





es 
: 


a 


Hoeffler. 
plunge, 
beach. 


Akron, O., held 


except C. F. 





After the ball game, everyone indulged in a 
and had a great time on the Chippewa Lak: 
Of course, basket picnic lunch was served at noon, 








Murphy and family, who were on their vacation at that 
time. One of the chief features of the day was ‘a ball 
game, in which sides were chosen. Mrs. Naomi May, 
chief stenographer of the office, and Leslie Hancox, the 
warehouse foreman, chose sides. The game was called 


at the end of the seventh inning, and the score was 7 to 
tavor of 
players 


two of the 
and F. P. 


which 
Jertke 


Mr. Hancox’ side, in 
participated, G. F. 


14, in 


best ball 


and in the evening, and after the evening meal, the res! 
of the evening was spent in dancing, in which everyon' 
participated. First row, left to right: Mrs. H. L. Coup; 
daughter; H. L. Coup; Mrs. and Mr. F. P. Hoeffler; Mrs 
and Mr. G. F. Bertke; Mrs. and Mr. F. R. Franklin; Mrs 
and Mr. Ray May. Second row, left to right: Mr. and 
Mrs. H. E. Gossman; young Mr. Coup; Alice Binder; Lesli 
Hancox; Dorothy and Dick Bertke; Mrs. and Mr. McHenry) 
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QUICK TURN-OVER and MORE PROFITS 
That’s What You Want for Your 


FALL and CHRISTMAS SALES 


Thiat’s What Dominion Appliances Offer You 





Why Are Dominion 
Appliances More Salable? 


BECAUSE— 


Their pleasing design and beautiful 
finish create an individuality that ap- 
peals to the eye. 








pe RST 
aie | Their extremely reasonable price in- 
stantly transmits their wonderful 


value. 











Our many new appliances attract at- 
tention and proclaim us leaders and 
creators of up-totheminute mer- 
chandise. 





How Are Dominion 
Values Made Possible? 


BECAUSE— 


A large new modern factory oper- 
ates at the highest point of efficiency. 


Our enormous output gives us an 
almost unlimited buying power— 
thus we buy the highest. grade raw 
materials at lowest market prices. 
We are not an assembly plant as 
we manufacture practically every- 
thing that goes into our appliances, 
thus cutting out the middleman’s 
profit. 


Service and Satisfaction 
With Every Transaction 











CURLING-IRONS 





hg your Job- } your Job- 
r or =us_ for er or us f 
Catalog No. 69 Catalog No. 69 
describing com- describing com- 


plete line of Do- 


712-22 ONTARIO AVE.WEST, MINNEAPOLIS. MINN.,.U.S.A. 
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t.. real critics of your electrical 
contract work are the owners 
and occupants of the plants and build- 
ings you wire. Theirs is the O.K. 
you must seek . . . whose satisfaction 
you must obtain. These men are the 
foundation of your reputation... 
and what they think of the equip- 
ment you furnish decides largely 
the future of your business. 

They know the position which 
Cutler-Hammer occupies in the in- 
dustry ... its reputation. They know 
that Cutler-Hammer has been in the 
forefront of every development dur- 
ing the past 30 years . . . and often 


its pioneer. 
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Building Sales for the 


Jobber’s Salesman 


This advertisement to the electrical 
contractor appears in The Electrical 
Record and Electrical Contracting— 
and is part of a continuous campaign. 


the real critics 


7 


So it is only natural that you both 
win the critics’ approval... .and make 
certain of satisfactory profits... 
when you use Cutler-Hammer “T-V”’ 
Switches. 


Cutler-Hammer Switches are built 
for durability, for economies in space, 
installation and maintenance costs 
... to give efficient and troubie-free 
service for extraordinarily long pe- 
riods of time. There is a Cutler- 
Hammer Safety Switch for every re- 
quirement. Any reliable jobber can 
supply you and we will send a com- 
plete catalog of C-H “T-V” Switches 


at your request. 


CUTLER -HAMMER, Inc. 


Trumbull-Vanderpoel Electric Mfg. Co. 
Subsidiary 
1308 St. Paul Avenue 


MILWAUKEE 








WISCONSIN 






























of your 


Con 











tract work 








Advantages of 
C-H Standard Duty 
Type C Switch 


(Bulletin 4131) 


Quick make and quick break 
prevents burning of contacts, 
gives far longer life. Molded 
crack-proof base. Rugged, care- 
ful construction. Small case yet 
easy to wire. Removable handle 
to prevent tampering. Six sizes, 
from 30 to 400 amps., 250 and 
600 volts. 











Advantages of C-H Universal 
Meter Service Switches 
(Bulletin 4311 H1) 

First standard device offering eco- 
nomical provision for branch circuits. 
Compact switchblock combines en- 
closed sealed main fuse and exposed 
accessible branch fuses in one unit. 
One or two blade types fortwo or three 
wire installations. Circuit dead fuse 
type. Connections convenientlylocated. 
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Advantages of 
C-H Light Duty 


Entrance Switch 


(Bulletin 4141) 
Standard-Duty Type C design 


and construction. Smaller in 
size, ample wiring space. 
Smaller switch bases. Quick 
break to reduce arcing and pro- 
long life. Plug fuse or cartridge 
fuse type. 21 sizes, from 30 to 
100 amperes, 125 and 250 volts. 
Solid neutral, 2 or 3 wire. Low 
price. 


CUTLER HAMMER 








il’ 


1929 THE JOBBER’S(J]SALESMAN 55 
(4 
FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 









Hee eae © 


Tigh Quality Safety Switches for Fvery Service 


(9628) 
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West Point’s second looies couldn’t do much better in the way of lining up 
than this crowd of salesmen from the Metropolitan Electrical Supply Co., 


Chicago. 


Rear, left to right: Herb Privat, sales manager; Andy Grotz; Don 


Marlatt; Harry Linsey; Bill Taylor; Jim Cummings; Ben Hoerlein; Harry Gil- 


bert, and George Pett. 


Front: Jack Schwartz; Joe van der Heyden; Louis 


Kanne; Louis Sesterhenn; Harry Steiner; Paul Mandel; Sol Mandel, secretary, 
and Fred Sadler. President Getke had to leave early, but we will get him later. 


McGivern Goes Fishing 

A. J. McGivern, manager, Man- 
hattan Electrical Supply Co., Chi- 
cago, went on a fishing trip re- 
cently and the following to his 
salesmen was the result: 

“The chain of lakes is located 
in an Indian reservation. An old 
Indian grandfather, Big Jack, had 
the honor of being our guide. He 
is not only some fisherman but we 
kept thinking all the time if he 
were only a salesman what won- 
derful results he would get. The 
first morning he asked what kind 
of fish we wanted to catch. We 
replied that we just wanted some 
fish. Then, he went on to explain 
that we couldn’t go fishing that 
way; if we want to catch a lot 
of little fish that he could take 
us where they are and get the 
proper kind of bait; that if we 
wanted Pike, we would get pre- 
pared to land them—or Bass—or 
Muskies; that we must know just 
what kind of fish to go after, then 
get properly prepared and we 
would get the fish. We forgot 
about fishing for a time and just 
wondered if all our salesmen 
studied their work as well as this 
old Indian did his; if they planned 
on the evening before just what 
kind of orders they were going 
to get the next day and prepared 
the proper kind of bait by getting 


the right samples in_ readiness. 
We thought that would help a 
lot. Well, we selected Pike for 


they were said to be large and 
That’s the kind of 
we like to see so we 


numerous. 
orders that 





decided to get Pike. I suggested 
the deep water in the lake. “No,” 
the Indian said, “in the morning 
we find them in weed beds close 
to the shore. We can find them 
there now. At noon they are out 
where it is deep; then we will fish 
over there and in the evening we 
will find them in the still waters 
in the bay. Well, we said, that’s 
wonderful, still thinking of selling 
goods, of course, and we won- 
dered if our salesmen were as well 
acquainted with the habits of elec- 
trical contractors, chain store buy- 
ers and others who are at one 
store or another, out supervising 
jobs, in their offices or at home 


for we felt sure that if our mei 
knew just where those big cus 
tomers could be located during 
the different hours of the day that 
they would be sure to find more 
good buyers in a day’s time just 
as we had hoped to get real 
chummy with a lot of Pike. 
“Well, we soon found the right 
location. Hooks were baited with 
sample fish which they call “min 
nows.” Our luck was wonderful. 
We got a strike from a good cus- 
tomer and eagerly jerked the line. 
The old Indian says, “You pulled 
too quick. Let him play with the 
bait a while.” The next time we 
waited plenty and let this Pike 
fool around with the bait for a 
long while. Finally we pulled in 
the line only to find that Mr. Pike 
was not only absent but that he 
had run away with our sample. 
Meanwhile, the old Indian who 
knew his stuff, kept hauling in big 
and little Pike. He knew just 
how to land them and none got 
away and this caused us to think 
again—that getting a lot of these 
good fish wasn’t luck at all but 
just skill and we wondered if good 
salesmen didn’t have to have the 
same kind of instinct; that when 
they show samples to customers 
they all act differently. Some bite 
quicker and the order must be 
jerked in right there. Some like 
to play with the samples for a 
while but there is always one 








When a cop has to pinch nine supposedly law-abiding jobbers’ men in th: 
alley, any soldier knows what they must have been doing—‘“African golf. 
All these men are from the Peerless Electric Supply Co., Indianapolis, Ind 
They are, from left to right: Charles B. Marshall; Albert F. (Sam) Hill; 


William A. Shaffer; H. E. 
Farland; Paul H. Keller 
Read, Jr. 


(Sec’y 


Rasmussen, Pres.; Theodore Percyfield; C. E. Mc 
Treas.): 


George R. Bates, and Charle 
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HE ordinary contractor lets his price talk for him. 
~ The Specialist Contractor talks for his price. 


We had a case the other day where a Specialist Con- 
tractor SOLD a lighting job for $450 against a run-o’- 
mine competitor who BID $250. He did it by demon- 
strating quality. He tore the competitor’s paper-thin 
fixture in two with his bare fingers, and then he ex- 
plained the merits of genuine bronze, of plated finish, of 
the beauty and richness and — permanence of 


Bronze Embossed | petites 


A recent very careful investigation revealed that 
only one contractor in 16 specializes on commercial 
lighting—one specialist getting the cream of the busi- 
ness and the real profits, while fifteen general wiring 
contractors divide up the lowest-bid jobs. 


i ie 


EY 





Here is another constructive job for the Jobber. 
Pick ONE smart contractor in each of your towns and 
persuade him to become a Lighting Specialist. Show 
him that by SPECIALIZING he will get PROFIT- 
ABLE business. That means he will be a better cus- 
tomer. 


We can show your men how to do it—we HELP 
them do it—if you handle “‘Red Spot” material. Write 
for the Wakefield Lighting Specialist Plan. 


THE F. W. WAKEFIELD BRASS COMPANY, 
Vermilion, Ohio, U. S. A. 
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PORTRAIT 





~ CONTRACTOR 


Who Was Taught 
the Difference 
Between Bidding 
and SELLING 
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Genuine Bronze 
Richly Embossed 


Designed to Save 
Workmen’s Time 
in Installing 


Priced Same as a 
Good Grade of 
Brass Fixture 


With PLENTY of 
Profit for YOU 
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Taken at the Sackett 
Harry E. Holroyd; Frank W. Shifflet; 
Zielinski, Wadsworth Elec. & Mfg. Co. 


getting into another of THE JopBER’s SALESMAN pictures. 


ver, it is just our good luck. 


Electric Co., Columbus, O. 


They are, from left to right: 
J. M. Bayes; Ernest Buk, and Stanley 
The boys got a good laugh out of Stan 
It isn’t his fault, how- 





golden moment to grab that big 
order. \ll salesmen = are 
stantly working where there are a 
lot of good orders. Some are con- 
stantly landing them while others 


con- 


seem to be unlucky. They get off 


the hook. And, we thought again 


that it isn’t luck but = skill and 
that a lot of study is required to 
know just when to pull in_ the 


line and land that good order. 
“Now this fishing story is a lot 

of bunk we didn’t think 

blooming thing at the lakes but 


for of a 


the possibility of landing at least 
one little fish.” 


Forbes Helps Entertain 
Dealers 


A. C. Forbes, sales manager of 
the Triangle Electric Co., Chicago, 
Was master of ceremonies at the 


first annual Chicago dealers con- 
vention held on August 23, by the 

Radio Co., at South 
Mich. Mr. made 
arrangements for putting the train 


Hloward 
Haven, Forbes 
on the track, seeing that the proper 
cushions were in place for the deal- 
and also that sufficient 
Cola, sarsaparilla, etc., was on hand 


ers, Coca- 


© quench the thirst of the over- 
worked dealers on their trip from 
and 


Chicago to South Haven 


turn. 


< 


All of the Chicago dealers were 
on hand in full force and a special 
train of six coaches with a baggage 


car was provided by the Pere Mar 


quette Railroad, leaving Chicago at 
8:45 a. and arriving at South 
Haven at 12:00 noon. 

Mr. Howard was in 
obtaining the use of the Michigan 
State armory as a place to hold the 
convention. After a trip through 
the factory, cars were provided and 
the dealers were given an automo- 
bile ride through the town. 

\fter the sight-seeing trip, din- 
provided, Mr. Forbes 
acted toastmaster and intro- 
duced Mr. Howard, Mr. Stone, Mr. 
Barron, Mr. Crosley, and M. L. 
Cohn of Triangle. 


m. 


successful 


ner was 


as 
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Activities at Nelson and 
Company 

Nelson and Co., Tulsa, Okla. 
announces the addition to its sales 
force of E. A. Buxton, formerly 
with the Oklahoma Gas and Elec 
tric Co. R. H. Bridges, account 
ing, and Wm. P: Weitz, radi 
service department, are two new 
counter men in this company. 

A special booth was _ installed 

at the Home Products Show and 
Fall Radio Display which was 
held at Tulsa Coliseum Bldg., 
September 2 to 7. It is estimated 
that over 50,000 people visited the 
show. 
By moving to its new quarters 
712 South Main St., the com 
pany has obtained double its 
former floor space. A Dictaphone 
for the office and a new one and 
half ton truck for the service and 
delivery department are among 
the new improvements made by 
this firm. 


at 


Revere Distributes Catalog 
The Revere Electric Co., Chi- 
cago, has just distributed its new 


415 page catalog. An interesting 


feature of it is an introductory 
page explaining the reason for 
the “Paul Revere” trade-mark. 


It also contains photographs of 
various departments and an aerial 
view of the location of the com- 
pany’s plant, its parking space, 
and its proximity to transporta 


tion. 
j r 
i] 4 ' eo 
: {Ee , 


i 


These four new men with the Erner Electric Co., have already been dé 
scribed in THE Jopper’s SALESMAN as to activities and territory. They are, from 


left to right: Howard Adams: 





Ray Walters; 


Ed Blair, and Lester Hessoun. 
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OL-3 


List Price 


20c each 























A it} y O i e Below are illustrated two splendid numbers - - both 


are proven sellers -- both are quality devices and will 
be profitable for you to handle. 


can apply the QL-3 | 
Cat. No. J-33. Handle cap attachment plug made 
of genuine Bakelite, in attractive color combinations. 


This aw Beaver Convenience outlet for home Exactly curved to fit the fingers. Easy to push -- easy 
wiring is a knockout. In the QL-3, Beaver en- to pull. Instructions for use are on every cap. List 
gineers have combined mechanical excellence price 25c each. 
with an artistic four leaf clover design that is Sr a 


certain to appeal to everybody. ment plug-- made of genuine 
J ‘ Bakelite. Rich in appearance. 
Will give countless hours of un- 


The QL-3 is made of genuine bakelite, is small . 
interrupted service. Has patent- 


and unobtrusive and yet is absolutely safe to use. ed Gripall Contacts which in- 
Most every home needs them, and they are so sure perfect current connection 
on appliances having round, flat, 





easy to apply, anyone can install them. or tapered terminals. List price 
mn " 50c each. 
Che entire Beaver line will be in demand this 
Christmas season. Send for our latest discount 


sheet today and get acquainted. 


BEAVER 
MANUFACTURING COMPANY 
625-645 N. Third St. Newark, N. J. 




















60 


THE JOBBER’S/@]SALESMAN 











The little girl is just a friend of 
William Goldbaum, store sales man- 
ager of the Faraday Electrical Corp., 
Brooklyn, N. Y. Three years ago he 
came to the electrical business from 
the grocery business, and is afraid he 
likes the grocery business best, as one 
always has on hand plenty to eat. 





Raybro Continues to Grow 

The fact that business in general 
in the territory in which it is lo- 
cated has been anything but boom- 
ing has not dampened the spirits 
of Raybro Electric Supplies, Inc., 
Tampa, Fla., for this company 
has continued to forge ahead and 
has now leased the entire building 
at 812 Twiggs St., of which it has 
been occupying one fourth. The 
building has been remodeled and 
the company claims that it now 
has one of the largest warehouses 
in the city. A large amount of 
parking space is also available for 
the use of customers. 

The above company was recent- 
ly appointed a territorial distribu- 
tor of the Wagner Electric Co.’s 
line of fans and motors. 

> * * 
Unusual Floodlighting Sales 

Kenneth L. Aleshire, Westing- 
house representative, working with 
the Tafel Electric Co., Louisville, 
Ky., rode out Broadway (Louis- 
ville) one evening and passed the 
huge warehouse of the American 
Medicinal Spirits Co., where are 
stored 70,000 barrels of genuine 
pre-war whisky. The building was 
dark on all sides, lighted only by 
occasional street lamps. Aleshire 
decided that this was almost an in 
vitation to hi-jackers, so a few 
days later he sold 33 CSA-12 flood- 
lights to illuminate the entire ex- 
terior, and act as the cheapest pos- 
sible burglary insurance. 


Out on the South Louisville 
Road are the strawberry yards of 
the Louisville and Norfolk Rail- 
road. Aleshire passed them one 
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night and saw brakemen making 
up trains with the aid of the old 
fashioned oil lamps. Now there 
are 13 CSA-24 floodlights mounted 
on 90-foot towers illuminating the 
entire yard. 

Near Louisville is Mammoth 
Cave. At the Frozen Niagara en- 
trance are 6 CA-16 and 22 SA-12 
floodlights, because Aleshire went 
to see the sights, one day. 

The secret of success seems to 
be in putting a little imagination 
under your hat, going places and 
ringing doorbells. 


* * K 


Credit Men Report 
Good Business 

Business in general moves stead- 
ily and confidently along, and mak- 
ing allowance for a few “soft 
spots,” general prosperity is still 
an undeniable fact, according to 
the National Association of Credit 
Men. 

The September bulletin of the 
association’s executive manager 
says that “it is impossible to see 
how business, both wholesale and 
retail, can suffer any serious re- 
verse while the underlying factors 
of prosperity continue on their 
present sound and _ satisfactory 
basis.” 

The bulletin says: “The expres- 
sion ‘increase over the totals of 
last year’ has to be used frequent- 








It’s rather 
unusual to find these two together, 
their callings being so near and yet so 
far. They are Henry L. Shay and 
R. M. Topham, salesman and _ sales 
manager respectively for the Wet- 
more-Savage Electric Supply Co., Bos- 
ton, Mass. Henry, who was formerly 
with the company’s Worcester branch, 
is now covering the New Hampshire and 
Vermont territory. R. M. (Top) Top- 
ham joined this company in 1911 or, 
as he fondly puts it, “In the good old 
days of hoss and buggy and more 
often shanks mare.” “Top” is a real 
honest to goodness hunter. Last year 


This was a lucky catch! 


he went up to Alaska and got a beau- 
tiful Kodiak bear. 








These industrious looking gentleme: 
play an important role in the activities 


of the Sager Electrical Supply Co., 
Boston, Mass. They are, from left t 
right: George Ormond Lloyd, know: 
as “Lloyd George,” sales manager of 
the company; J. Willis Dammerall 
(pronounced carefully in the Censor 
City), commodore of the “Moon Isle,” 
and Charlie Hawkins, Mayor of 
Houghs Neck. 





ly, in many lines of production and 
distribution. The full import of 
this fact appears only when we re- 
call that 1928 was itself a record 
year in many industries. Manufac- 
turing output, which the Depart- 
ment of Commerce regards as the 
most comprehensive measure of 
economic activity, in 1928 went 
three per cent beyond the previous 
peak of 1926, and five per cent over 
1927. 

“Thrift and industry are earning 
generous returns. According to 
Department of Commerce figures, 
dividends and interest paid to hold- 
ers of principal American securi- 
ties during the first half of 1929 
totaled approximately $3,265,545,- 
000, as compared with $2,876,405,- 
000 for the first half of 1928.” 

In a special survey covering 
California, Oregon, Washington, 
Idaho and Utah, the education and 
research department of the associa- 
tion finds that 72 per cent of re 
porting concerns had larger sales 
in July than in June, while the re 
maining 28 per cent reported 
smaller volume. Comparing July, 
1929, with July, 1928, 71 per cent 
had larger volume and 29 per cent 
smaller volume in July of this 
year. 

Eighty per cent had larger col- 
lections in July, 1929, than in the 
preceding month. Seventy-fou: 
per cent indicated larger volume o! 
receivables outstanding on August 
1, 1929, as compared with out 
standings on August 1, 1928 
Fewer business failures in the nex! 
six months were anticipated by 5° 
per cent. For the next six months 
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To the colorful translucent 
shades and graceful metal bases 
of BUSS Lights has been added 
the new charm of striking, mod- 
ernistic packages. 





For full information, refer 
to your new BUSS Light 
Discount Sheet 











is ca 


A Display Package 
for the dealer-- 
A Gift Box for the Buyer 


All $3.00 model BUSS Lights now come packed in 
colorful, modernistic boxes that make each BUSS Light 
a complete little display all by itself. They wrap BUSS 
Lights in an atmosphere of charm and beauty that 
makes people stop, look and want to buy. 

Skillfully arranged illustrations on each box tell how 
the BUSS Light clamps — hangs — tilts — twists — 
adjusts — can be moved from place to place in a jiffy 

~a complete sales story. 

There’s a lot of truth in the old saying ‘““Goods well 
displayed are half sold’—and now every BUSS Light 
is a complete little display all by itself. 






BUSS Lights 
New and Beautiful 
Pachage / 


on 





_ 5 


A Happy Gift Thought 
that’s profitable 


The radiant charm of these new boxes makes BUSS 
Lights more attractive and appropriate than ever as a 
gift. Everybody likes to have gifts packed in an at- 
tractive way—and who can now resist the charming, 
useful BUSS Light in this beautiful new package? 
Remind your dealers to suggest the BUSS Light as a 
gift for birthdays, anniversaries, or as a prize at a 
bridge party or any time or place where a charming 
useful gift would be welcome. 














































with these new boxes. 


This striking display is made from only one BUSS Light assortment. Note how the 
arrangement gets over the whole BUSS Light story of charm and unlimited usefulness. 


Striking Displays that 
assure quick turnover 


GLANCE at the few display suggestions shown on 

this page will show you what an opportunity 

the new BUSS Light boxes give for sales-creat- 
ing displays » » colorful, modernistic window displays » » 
striking counter displays, all made in a moment just 
by arranging one or a number of the new BUSS 
Light boxes. Like playing with children’s blocks; it’s 
fun to make BUSS Light displays now. Your dealers 
can build them high, wide, tall or long, any way the 
fancy strikes them » » and any way they do they 
will have a striking colorful attention getting display. 

Remind your dealers of the old saying, “goods 

well displayed are half sold” » » and show them 
what attention-compelling displays can be made 
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Most Widely 
Advertised 
Lamps 


Six years of contin- 
uous national adver- 
tising in the Saturday 
Evening Post and 
other national maga- 
zines has made the 
BUSS Light and its 
distinctive features so 
well known as to set 
it apart in the public 
mind from all other 
lamps in the field. 


When your dealers 
display BUSS Lights, 
they are tying up with 
the most widely adver- 
tised line of lamps ever 
sold. 











Assortment Offer 








i veal Tell your Dealers 


q RG ‘ 
7 "Y See - about the BUSS Light 
Bik cas Assortment. 

\ 7 This assortment is made up of one 
each of the seven models of the BUSS 
Light. The Lights are priced at the 
regular dozen-lot price —Dealer cost 
$13.33. Retail value $20.00 







The assortment includes attractive 
display and price cards and a sheet 
showing how any number of selling displays may be built by simple 
arrangements of the striking new boxes in which the $3.00 models 
now are packed. 













Electrified Display 
Stand more than 
doubles dealers’ sales. 


Accurate store-to-store check 
made July 1, 1929, shows that 
dealers who used the BUSS Elec- 
trified Display Stand averaged 


. more than twice the sales made 


by those who did not have it. 
Any dealer can get this sales 


— maker w.th an order of 24 or 


more BUSS Lights, free. 


Dealers who already have the Electrified Display Stand and order 24 or more 
BUSS Lights will be sent the entirely new SPECIAL 1930 DISFLAY SET which 


includes new card for the stand. 


For full information, refer to your new BUSS Light Discount Sheet 









October, 1929 


THE JOBBER’SfJJSALESMAN 


63 





FOUNDED ON THE BELIEF THAT THE 





A major portion of the staff of the Union Electrical Supply Co., Boston, 


Mass. 


In the front row, from left to right, are: Irving Berger, purchasing 
agent; Jennie Arsht, assistant bookkeeper; Joseph 


G. Kaufman, president; 


Samuel Kaufman, treasurer; Nellie Davidson, bookkeeper, and Arthur Hatton, 


radio service. 


In the front row are: Richard A. Harris, manager fixture depart- 


ment; Samuel Bass, head shipper and receiver; Edward Bass, manager radio 
department; Shepard Herman, advertising department, and Norman Swartz, 


assistant in fixture department. 

64 per cent look for improved sales 
and collections, while 27 per cent 
expect no change and nine per 
cent anticipate less favorable con- 
ditions. 

The survey that reports 
from these Western states are par- 
ticularly favorable. Crop pros- 
pects are good in Idaho, Oregon 
and Washington, and are fair in 
Utah and California, according to 
the survey. 


Says 


K * * 


Cossman Remains in Chicago 

In announcing, in the August is- 
sue, several changes which took 
place in the Graybar organization, 
it was stated that G. J. Cossman, 
formerly assistant manager of the 
Chicago house, has been promoted 
to merchandising manager of the 
Fort Worth branch. The article 
should have stated that Mr. Coss- 
man is now merchandising mana- 
ver of the Chicago house. 

x ok x 

Commercial Electric Spon- 


sors Banquet 

Some 250 of its radio dealers in 
northwestern Ohio and Michigan 
were guests of the Commercial 
lectric Supply Co., Toledo, Ohio, 
it a recent banquet at the Commo- 
dore Perry Hotel. The banquet 
was held in honor of visiting off- 
clals of the Kolster Radio Corp. 

Shortly before the banquet hour, 
. telegram was received informing 
Commercial of the illness of Major 
Herbert H. Frost, Kolster’s vice- 
resident, who was to be the guest 
‘{ honor and principal speaker of 


the evening. Nothing daunted, 
Commercial wired back, “Send 
L. T.: Breck, your general sales 
manager, or the meeting will be a 
flop.” The answer came in, “He’s 
on his way.” 
Although Mr. Breck didn’t ar- 
rive in time for dinner, he did 
make it, thanks to a wild airplane 
trip, by 11:30 p. m. in time to give 
a 40 minute talk on “Radio Deal 
ers, Past, Present and Future.” 
Other of the evening 
included a program of entertain- 
ment and a speech by Chas. Grif- 
fith, district sales manager of the 
Kolster Corp. A. C. Sanger 


features 


sales 





SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


manager of the Commercial com- 
pany, was toastmaster while N. C. 
Goldman, president, acted as host. 
* * x 
Akron Jobber Expands 

The Sacks Electrical Supply Co., 
Akron, Ohio, is one firm that re- 
joices at being “forced to the wall,” 
because it is going right through 
said wall. In other words, the 
company has found it necessary to 
acquire a lot more space in which 
to Carry on. 

For this purpose the Sacks 
people are taking over three extra 
floors, approximately the same size 
as the main at 605 South 
Main street. All these floors are 
on the second story, one above the 
present store and the other two 
over the stores adjoining. 

This entire second story space 
and 


store 


will be devoted to display 
demonstration. Plans have 
made for one of the most modern 
fixture’ studios the 
provision has also been made for a 


been 


in state and 
fine display of appliances, ranges, 
vacuum cleaners, etc. 


Vacation Results at 
Sager Electric 
Chuck full of vim, vigor, and 


hav fever, J. Willis Dammerall, 


Jr., Sager Electrical Supply Co., 


Boston, has returned from his va- 
cation spent on a_ houseboat 
Dorchester Bay. 


in 








The luncheon hour isn’t a very good time to attempt to gather together a 
representative group for a picture, but our photographer was pretty lucky at 
that, as indicated by the above snap taken at the Providence Electric Co., 


Providence, R. I. 


The rest of the folks were out gaining daily sustenance 


From left to right are: S. I. Cohen, president and treasurer; Ciril Lotito, ship- 


ping department; Del. Borelli, 


messenger; 


Harold Hargraves, metropolitan 


Providence territory; Joe Scop, counter man; Dick Sprague, radio service de- 
partment; A. Borelli, receiving clerk and counter man, and Norman Cohen, 


sales manager. 
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little jobbing house 
Graybill & Co., Inc. 


\ very live 
know, is Jno. E. 


suaded to come before the camera with above result. 
Standing, left to right: Miss Brennan; 
Breen: W. W. Decker; L. Shoop; A. E. Stough; 


R. Hueter, right. 
Miss Willis; J. L. 


Emig, left, and F. 
Miss Ness; 


C. S. Martin, sales manager, and H. C. 


Switchboard Operator 
Increases Sales 

One girl who is decidedly 
the job” in the wholesale indus- 
try is the switchboard operator at 
the Northland Electric Supply Co., 
Minneapolis. One day last Au- 
gust she was overheard answering 
a call from a city salesman in 
this manner: “What luck, did you 
sell any fans . 


“on 


why not, you 
should have had a sample with 
you that’s the boy, bring 
home the order.” 

When 


with 


asked about her success 
this method of handling 
salesmen’s calls, she replied, “A 
few kind words always help the 
boys, and I usually suggest sev 
eral items, and do you know, they 
generally bring in orders for the 
items suggested.” 
* * ok 
New Jobber for New 
England Territory 

\ new electrical jobber, the 
(nited Electrical Supply Co., was 
recently opened at 40 Golden St., 
New London, Conn. This new 
company 1s headed by Fred W. 
Bresley, formerly connected with 
the United Illuminating Co. 
sel F. 
gaged in the electrical business for 
20) for the last few as 
manager of the Union Light Sup- 
ply Co., is general manager of the 


Rus- 
Cluney, who has been en- 


vears, and 


new organization. 

A few of the lines being handled 
by the United Electrical Supply 
Co. are those of the Ansonia Elec 
electric Co., 


trical ecm 


Bryant 





in York, Pa, as you undoubtedly 
The Graybill family was recently per- 
Front (kneeling) A. S. 


Yingling. 


Fullman Mfg. Co., Gillet Vibber 
Mfg. Co., National Electric Prod- 
ucts Co., and The Wiremold Co. 


* * 


Union Electric Opens 
Allston Branch 

The Union Electrical Supply 
Co., Boston, Mass., has opened a 
branch store at 173 Harvard Ave., 
Allston, Mass., under the direct su- 
pervision of Joseph G. Kaufman, 
president of the company. 

The Union Electrical Supply Co. 
was started in 1923 and has since 
that time occupied three different 
offices, the present quarters at 114 
High St., comprising 3200 square 
feet. 


John Busey With 
G. E. Supply 

John L. Busey, for the past four 
years assistant to the president of 
the Pacific States Electric Co., San 
Francisco, Calif., left that company 
on September 7 to become man 
ager of the New England division 
of the General Electric Supply 
Corp., with headquarters at Bos 
ton, Mass. 

Mr. Busey has spent his entire 
career in the electrical industry 
and was for 10 years with the 
Capital -Electric Co., Salt Lake 
City, Utah. 

x * * 
New Program Committee 
N. E. W. A. 

W. W. Williamson, Alpha Elec- 
tric Co., New York, will act as the 
chairman of the general program 
committee of the National Electri- 
cal Wholesalers Association for 
general meetings for the year. 

The other members of the pro- 
gram committeé are: the chairmen, 
respectively of the Atlantic and 
Central divisions; E. M. Keatley, 
Virginian Electric Inc., Charleston, 
W. Va; C. j.. Litather, C. J. 
Litscher Electric Co., Grand Rap 
ids, Mich. 

ok ok ok 
Electric Sales Moves 

Due to increased business and 
larger stock on hand the Electric 
Sales Co., Corpus Christi, Tex., 
has moved to larger quarters at 
119 Staples St. 








The Bridge Plaza Electric Supply Co., has moved into new quarters at 30% 


Jackson Ave., Long Island City, N. Y. 


This company moved from its former 


address at 378 Jackson Ave., because of subway construction which has com 


pletely demolished its former building. 
ing business for the past ten years. 


ble for getting the new store shipshape. 
Starobin, Louis Hill, salesmen; Aaron 


This company has been doing a flourish 
In the picture are the three men respons! 


They are from left to right: Morri: 
,orowshky, president. 
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THE 


FULL 


PROFIT 
TOASTER 























UNIQUE IN DESIGN 
OPERATION 


Drop a_ slice of 
bread in oven—set 
indicator for EX- 
ACT kind of toast 


wanted and SALES VOLUME 


Yes, the Toastmaster is the most themselves have worked out the 
completely automatic toaster and selling plan that is proving an ef- 





Press’ the _ levers 
down—then forget 
you are making 
toast, until— 





Pop! and it's there 
on top. Just the 
kind you ordered. 


AAT NINERS I RN ARE NLT LN ENTE TNELEE EN EE IRR 


AUTOMATIC 


is the one that never requires any 
watching or turning or bother, and 
that turns out exactly the kind of 
toast ordered, every time. That, 
you'll admit, is a big selling fea- 
ture. It has given Toastmaster a 
normal, healthy sales growth over 
the past two and a half years. 
Yet, Toastmaster is not a cheap 
toaster, not a_ bargain counter 
item. It costs $12.50, and every 
one that is sold brings its dealer 
his full profit. Do you wonder 
that it has taken first place among 
the dealers’ favorites? The dealers 


fective profitable way of making 
money on the rich Toaster market 
in every community. There is no 
time like the present to begin get- 
ting your share of the jobber end 
of the Toastmaster business. <A 
marvelous holiday item, it still 
has a year round appeal that will 
carry over into the months to 
come. And so we urge you to 
get all the facts now about the 
sales opportunity that Toastmaster 
has for every Jobber’s Salesman. 
Write immediately. 


WATERS-GENTER CO. 213 N. 2nd St. MINNEAPOLIS, MINN. 





ELECTRIC 


TOAST E 


~~ 


a | 
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Prize Winners in July Contest 


Twenty-five Dollar Prizes Will Be Given by THE JOBBER’S 
SALESMAN to the Men Listed Below—The Result of the July 
“Summer Sales Prize Contest.” Another Big List of Cash Prizes 


PRODUCTS OF 

American Flyer Mfg. Co. 
Anaconda Wire & Cable Co. 
Appleton Elec. Co. 

Arrow Elec. Co. 
Benjamin Elec. Mfg. Co. 
Bond Elec. Corp. 
Bussmann Mfg. Co. 

C. W. Carter Mfg. Co. 


Clements Mfg. Co. 


Colt’s Patent Fire Arms Mfg. Co. 


Crescent Ins. Wire & Cable Co. 
Cutler-Hammer, Ine. 

Eastern Tube & Tool Co. 

Erie Malleable Iron Co. 
Fitzgerald Mfg. Co. 
Hamilton-Beach Mfg. Co. 
Ideal Commutator Dresser Co. 
Inland Glass Works, Ine. 
Kester Solder Co. 

Metal Ware Corp. 

National Carbon Co., Inc. 
Proctor & Schwartz Elec. Co. 
Radio-Victor Corp. of America 
Square D Co. 

Steel City Elec. Co. 

Sylvania Products Co. 
Triangle Conduit Co., Ince. 
Trumbull Elec. Mfg. Co. 

U. S. Elec. Mfg. Corp. 


Wadsworth Elec. Mfg. Co. 


WINNER 


Howard T. Ross 


_.G. S. Copeland 


L. C. Seott 


C. E. Butler, Jr. 


E. FF. Dellg.c....0s 
C. S. DeNeve 
V. L. McElmurry 


L. A. Sager 
Edward G. Ayers 
Allen C. White 
Sam Newman 
M. S. Bitterman 
Wm. J. Blaich, Jr. 
O. G. Thorp 

Max Fried 

Edw. H. Bernhardt 
Geo. Engelkraut 
E. C. Lyle 
A. F. Grugle 


C. W. Draper 


A. Barit So kn Die eRe 


C. K. Fullerton 
Harold E. Karlsruher 
Bauer 


A. J. 


Roy C. Dear 


_C. W. Vogler 


Max Fried 
Elmer H. Bard 


_ William H. Green 


Newman 


Sam 


Awaits the August Winners 


COMPANY 


Commercial Elec. Sup. Co., Detroit. 


_.The Hartman-Spreng Co., Mansfield, O. 


Glasco Elec. Co., St. Louis. 
Glasco Elec. Co., St. Louis. 
W. T. McCullough Elec. Co., Pittsburgh. 
ReQua Elec’l. Sup. Co., Rochester, N. Y. 


Commercial Elec. Sup. Co., Detroit. 


_ Sager Elec’l. Sup. Co., Salem, Mass. 


M. A. Hartley & Co., Staunton, Va. 
Van Meter Co., Cedar Rapids, Ia. 
Michigan Chandelier Co., Detroit. 
Electric Appliance Co., Chicago. 
City Elec. Co., Syracuse. 


Listenwalter & Gough, Inc., Los Angeles. 


_.Garfield-Elliott Elec. Sup. Co., New York. 


Steiner Elec. Co., Chicago. 

Franklin Elec. Co., Philadelphia. 
Elec. Appliance Co., Houston, Texas. 
Allen Elec. Co., Cleveland. 


Commercial Elec. Sup. Co., Detroit. 


-Morris Blumberg Elec. Co., Detroit. 


H. M. Hopkins Elec. Co., Detroit. 


Manhattan Elec. Sup. Co., Inc., New York. 


.. Glaseo Elec. Co., St. Louis. 


W. T. McCullough Elec. Co., Pittsburgh. 


Barrett Elec’l. Sup. Co., St. Louis. 


_Garfield-Elliott Elec. Sup. Co., New York. 


_C. J. Litscher Elec. Co., Grand Rapids, Mic! 





Crown Elec. Sup. Co., St. Louis. 


Michigan Chandelier Co., Detroit. 
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“Where Is My 
Sales Increase 
Coming From?’ 











Mtvarne h oOrmation 


Sor Distributors 


OU are to be offered a line of electrical household 
products that will prove to be the year’s sensation in 
the industry. 


This line opens up to you an entirely new market and 
a virgin sales opportunity. 


It includes an electric clothes dryer . . . an electric dish 
washer .. . a kitchenette electric clothes washer and a 
portable electric exerciser, which, because of their unique 
convenience and utility, have a wide appeal. 


Due to the fact that they readily lighten the most tedious 
of household tasks at prices truly revolutionary, these 
Suttle Quality Products materially widen the market for 
electrical merchandise. 


‘ b , fo secure information in advance of 
Distri ULOLS? our national publicity campaign, write 


now for full particulars. 


SUTTLE EQUIPMENT COMPANY 
400 N. Michigan Ave., Chicago 





SUTTLE Easy Sellers 
| Lighten Tedious Household Tasks 
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Sam 
Fitzer in one of their 


The photographer has caught 
Furst and Dean 
daily conferences regarding the Kan- 
sas City Radio Show, which was held 
September 21 to September 28, and 
which was heralded as Kansas City’s 
vreatest radio show. Sam, who is 
manager of the show, is counseling 
with Fitzer regarding the musical en- 
tertainment dished out in Convention 
hall for the pleasure of visitors. 
Fitzer, as you may well know, is di- 
rector of WDAF, radio station of the 
Kansas City Star. But what’s the idea 
of a conference in the alley? 





Capitol Goes in for Radio 
Exclusively 
The Capitol Electric Co., Indian- 
apolis, Ind., announces that it has 
given up the electrical supply end 
of the wholesaling business and 
will devote itself exclusively to radio. 


G. E. Supply, Chattanooga, in 
Larger Offices 

The General Electric 
Corp., Chattanooga, Tenn., 
moved into a new building at 1148 
Market St., where a larger amount 
is available than in the 
previous location. The new quar 
ters are also better equipped for 
receiving and shipping. 

T. M. Harris, formerly a sales- 
man with the company, has been 
placed in charge of merchandise 
for the Chattanooga and 
Knoxville territories. R. W. Thur- 
man has been transferred from the 
counter to outside territory. 


Supply 
has 


of space 


sales 


Trilling & Montague Hold 
Dealer Meeting 
Trilling & Montague, Philadel 
phia, Pa., radio distributors, re- 
cently were hosts to 350 of the 
concern’s radio dealers at a lunch- 
eon given at the Hotel Adelphia. 
\ short talk was given by Davis 


which he outlined 


Trilling in 


the sales and advertising policies 
of the Zenith Radio Corp., whose 
new 15th Anniversary line was in- 
troduced at the meeting. Trilling 
& Montague expect to hold a se- 
ries of similar meetings in various 
key towns throughout their terri- 
tory in the near future. 


We Celebrate a Birthday 
(Continued from Page 7) 

it to light. The re-enactment of 
this momentous occasion will be 
shared not only by the distin- 
guished gathering in the labora- 
tory but by an interested public, 
who will be in attendance through 
the radio description which will 
be broadcast to them. 


Meanwhile, great preparations 
are being made. From large cities 
and small towns in every part of 
the land, and from many distant 
lands as well, comes information 
that committees are being organ- 
ized to formulate plans for local 
observance. Street parades, light- 
ing festivals, floodlighting of pub- 
lic buildings and dwellings, spe- 
cial fireworks display, dinners and 
meetings, and numerous other ac- 
tivities will be the order of the 
day and evening. In some parts 
of the country complete sections 
are being organized, as in New 
england. One state has its Gov- 
ernor as chairman of a state-wide 
committee. The Mayor of New 
York heads the sponsoring com- 
mittee for that city. 
the acceptance of the 
Honorary Chairmanship by _ the 
President of the United States, 
our Government has issued a spe- 
cial two-cent postage stamp to 
commemorate the occasion. The 
manner in which this stamp has 
been received by the country at 
large is evidence of the great in- 
terest on the part of the public. 
Three hundred and thirty million 
stamps have been purchased since 
June 5. Stamps will be on sale 
during September and October in 
sheet and coil form. Owing to the 
unprecedented demand for coils, 
the Post Office Department has 
now decided to issue the stamps 
in coils of 3000. 


Desides 


Literally, hundreds of letters 
have been received from chambers 
of commerce, women’s clubs, fra- 





ternal societies, city officials, and 
other organizations requesting in- 
formation as to how they might 
be of assistance in promoting in- 
terest in their communities. Gov- 
ernors of Arizona, California, 
Florida, Idaho, Indiana, Kentucky, 
Maine, Maryland, Massachusetts, 


New ‘Mexico, Michigan, New 
Hampshire, New Jersey, Ohio, 
Oregon, South Carolina, Texas, 


Utah, Wisconsin, and Wyoming, 
will issue proclamations or state- 
ments to the press prior to Oc- 
tober 21. A number of foreign 
embassies at Washington will fly 
the flags of their countries as well 
as illuminate their buildings. So, 
truly, our country will stand by 
in honor of electricity’s milestone 
and the universal progress made 
in the short span of fifty years. 


At a very early stage in the 
celebration—as early as July 1, the 
Committee had received much in- 
formation from foreign countries 
as to their plans for participating. 
Austria and Japan have definite 
plans for extensive celebrations to 
take place early in October. 
France, also, is enthusiastic, and 
is anxious to cooperate with this 
country. Italy’s Light’s Golden 
Jubilee Committee is composed of 
a number of the foremost people 
in the country. Germany, Hol- 
land, Sweden, China, Mexico, Can- 
ada, Brazil, and Argentina are all 
planning to join in this’ truly 
world-wide celebration—this uni- 
versal tribute to a great man. 











These boys from the Electric Appli- 
ance branch at Peoria, IIl., came up to 
Chicago for a sales meeting and our 
photographer invited them all outside 


(some brave guy). Front, left to 
right: John Wissing; Bill Paschen, 
manager, and Conrad Schmitt. Rear: 
Merle Randolph; Toney Grawey, and 
Harold Eberly. 
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This radically different 


S witch contact 





assures unfailing life 


for Hubbell Switches 











This new form of con- 
tact spring, combined 
with the other Hubbell 
improvements in 
switch construction as- 
sures unfailing, trouble- 
free life for the new 
Hubbell Shallow Flush 
Toggle Switches. In 
the Hubbell Labora- 
tory these new switches 
refused to break down 
or develop trouble, 
even after heen sub- 
jected to a lifetime of 
severest possible use. 








URNING OF CONTACTS at 
the ‘‘make” has been the chief 
cause of switch failure. No switch 

contact spring could receive the enor- 
mous inrush of current at the instant 
of “make” without eventually being 
ruinously burned and pitted. 


To overcome this trouble, Hubbell 
engineers and switch experts departed 
from the beaten track of switch design. 
They worked out and tested many radi- 
cally different forms of contact springs. 


Finally they developed a design which 
provided for the heavy current condi- 
tions at the instant of ‘‘make’’. This 
new contact would not burn—even 
when in circuit with type “C’” lamps. 


After you have checked 
over the features of the new Hubbell 
Switches—clip the lower right hand 
corner of this page to your letterhead 
for a complete description. 


Electrically and Mechanically 
Perfect in Design——"‘Approved”’ 


A radically new form of contact spring scien- 
tifically designed so that two different rates 
of vibration are set-up in the spring; one 
tending to counteract the other. Thus recoil 
is practically eliminated in the ends of the 
contact spring when the solid metal contact 
blade strikes between them. As a resulr, 
burning and pitting of the spring is prevented 
—even when in circuit with type “C” lamps 
An automatic “kick off” prevents sticking of 
blades in contact. 


HARVEY HUBBELL, INCORPORATED, BRIDGEPORT, CONNECTICUT 
Boston Mass., 176 Federal Street; Atlanta, Ga., H. C. Biglin, 138 Marietta Street; New York, 
N. Y., 122 E. 42nd Street; Chicago, IIl., 318 West Washington Street; Denver, Colo., T. H. 


Bodfish, 1109 Broadway; 


Philadelphia, Pa., Fifth Street, Phila. Bourse (Exhibition Dept. 





Commutator support is perfectly insulated. 
Commutator blades are rigidly riveted to 
carrier, insuring positive alinement. 

Spring arm is pivoted on a round shaft, seated 
in a symmetrical bearing, facilitating faster, 
smoother action without wear. 

Operating mechanism is separate from the 
bridge and perfectly insulated. 

A solid bridge with ears lies in a recess 
across Bakelite cover — entirely insulated; 
perfect alinement and rigidity insured. 

Each wiring terminal is held by two screws 
Bakelite case completely encloses mechanism 


A complete line to meet any need 
9801—S. P., 5 amps. 250 volts; 10 amps. 125 
volts 
9802—D. P., 10 amps. 250 volts 
9803—3-way, 5 amps. 250 volts; 10 amps 
125 volts 
9804—4-way, 2 amps 
125 volts 
9805—S. P., 20 amps. 250 volts 
9806—D. P., 20 amps. 250 volts 


250 volts; 5 amps 


prope — 
; ’ 


Hubbell Screwles 
Plates of Bakelite 


Ask for a description 

3 of these self-alining 

: zh switch and outlet 

; plates. You can obtain 

; them in any color or 
finish to exactly match 


yy me any background 


‘© HUBBELL 
Toggle Switches 
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The electrical and radio departments 
of Swords Elec. Co., Rockford, are 
well represented here by R. W. (Dick) 


Denmore, manager, and “J. B.” John- 
son, electrical salesman. We will have 
separate articles with portraits and 


everything from both of these gentle- 
men in a later issue. 


Sioux City Branch 
for Mid-West 
The Mid-West General Elec- 
tric Supply Co., Omaha, Nebr., has 
opened a branch house at Sioux 


City, Ia. This office will be under 
the direct charge of Glenn W. 
Clark. 

D. V. Cushman has been trans- 


ferred from the company’s Minne- 
apolis territory to the new branch 
as a Salesman. 
The company 
acquisition of F. K. 
salesman working 
house. 


the 
Rossiter as a 
out of the 


also reports 


Omaha 


* * * 


New Orleans Installing 
Lighting System 

In anticipation of the Mardi 
Gras of 1930, New Orleans is plan- 
ning the installation of one of the 
finest lighting systems in_ the 
country on its wide and pictur 
esque business thoroughfare, Canal 
From the river, through 
the business section for a distance 


street. 


of over a mile, 108 handsomely de- 

lighting standards’ with 
1,000 watt lamps on each, 
will be spaced to illuminate the 
180 foot wide street with brilliant 
light. The standard will be placed 
in the neutral ground alongside 
trolley between the 
roadway and the tracks. 

The standards, each bearing an 
upright lighting unit, and two or 
namental pendants, are decorated 
after the style prevalent in the day 
of Louis XVI. At the 
each standard will appear the seal 
of the city. When completed 
Canal street will rival in brilliance, 
the lighted streets of the 


signed 


three 


the tracks, 


best 


world. 


base of 


New Orleans is alive to the ad- 
vantages of adequate lighting and 
the Canal street installation is only 
a small part of an elaborate plan 
which will include the residential 
sections. The plan calls for units 
which will be in harmony with the 
spirit of old New Orleans and will 
attest the present day’s pride in 
the rich tradition of the city. At 
this time a similar installation of 
50 standards will also be made on 
Rampart street in New Orleans. 


Electragists Meet 

The twenty-ninth annual 

vention of the Association of Elec- 

tragists International will convene 

at Swampscott, Mass., for a four- 

day meeting beginning September 
30. 


con 


The meeting, which will be at 
tended by approximately 600 elec 
trical contractors and dealers from 
all sections of the country, is ex 
pected to outrank in the scope of 
its activities any of the kind ever 
held previously. 

Among the important speakers 
scheduled to address the various 
meetings will be: Clyde L. Cham- 
blin of San Francisco, president of 
the Dr. Hugh P. 
Baker, manager, Trade Associa- 
tion Department of the Chamber 
of Commerce of the United States, 


Association ; 


who will talk on charting the 
course for trade associations; R. 


A. Balzari, marketing counselor of 
the McGraw-Hill Publishing Co., 
who will the industrial 
field for motors; John \V. Hooley, 
the Con 


discuss 


president of Electrical 


tractors of New York, who has se 
lected for his subject “Stabilizing 
the Electrical Contracting Busi 
ness”; and J. E. Vaughan, Jr. 
Trade Group Department, Nation 
al Association of Credit Men, wh 
will discuss methods of sound busi 
ness practice through credit con 
trol, 

Methods of credit control, thei 
application to industry in genera! 
and suggested improvements, is ex 
pected to constitute one of the ma 
jor phases of discussion through 
out the convention. 


W. T. McCullough 
(Continued from Page 16) 


popular fancy. Theirs has al 
ways, at least of late years, bee 
an almost purely industrial busi 
ness. In the beginning he rea 
soned it out in this way. Pitts 
burgh is the city of steel, plus 
other great manufacturing enter 
prises and surrounding it are coal! 
mines—but primarily it is steel 
When the steel business is slack 
and departments shut down or run 
part time .they take that oppor 
tunity to make repairs and re 
habilitate the mills. Lots of elec 
trical supplies are needed for that, 
and McCullough sells them. When 
the steel business is at a_ peak. 
everything is going full blast and 
equipment wears out rapidly. They 
then demand great quantities of 
materials and McCullough is there 
to serve them. Reasoning along 
lines he has made up his 





those 











They were going to the ball game, which explains the happy mood—and it 


was a double header, too. 
George H. Wahn Co., Boston, Mass. 


This group is part of the sales organization of th: 
In the front row, from left to right, are: 
H. E. Stockwell; L. M. Sprague; P. D. Dempsey, and T. F. Danehy. 


Back row 


W. A. Perkins; C. S. Larson; E. Santoro, and O. E. McGonagle. 
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LIcur’s 
GOLDEN JUBILEE 


Anew tribute to a great man and a 
great industry in which Sterling Re- 
flectors and Sterling Lighting Equipment 
have been privileged to contribute suc- 
cessfully. 





y ff ENDURING SS 
LUSTRE 


REFLECTOR & 


< ILLUMINATING Z 


Reflector & Illuminating Co. 
Manufacturers & Engineers 


1411 Jackson Blvd. Chicago, U. S. A. 


oA __| nS REPRESENTATIVES IN ALL PRINCIPAL CITIES 
Ae RRB |. 
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The reflector for the modern 
sign where they want. bril- 
liance evenly distributed. 
The reflecting surfaces are 
formed and proportioned to 
throw the light rays evenly 
over the surface and assure 
proper lighting all over, in- 
cluding the corners. 

Built to stand the weather and made strong 
by the ABolite patented round beaded edge. 
Made in two types—“SLF” one-piece formed 
Neck and Holder—and “SLE” threaded two- 
piece units with socket and cast iron elbow. 
Each type made in three sizes for 100, 150 
and 200 watt lamps. 


The ABolite Reflector Co. 
2114 Terminal Tower 
Cleveland, Ohio 


Please send complete data and sales information on ABolite Sign Board 
Reflectors for illuminating—Outdoor Signs, Wall Signs, Roof Signs, Railroad 
Yards, Shipping Platforms, Tennis Courts, Golf Practice Courts, Skating 
Rinks, Athletic Fields, Bridges, Foundries, Steel Mills, Bowling Alleys, Auto 
Exhibits, Roundhouses, Race Tracks, Airports. 






















Name / : : : ssinasabionareaieoats 





City .. 2 ENE eT TENE ee CAT pean cee 


Address .......... 
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mind that the steel mills and in- 
dustrial plants would give him just 
the steady, profitable volume that 
he required. He is ready to leave 
the merchandise lines to those 
who are interested in them. 

It is said of McCullough that in 
the process of making up his mind 
he takes plenty of time, but when 
his mind is made up, you couldn’t 
move him with a team of horses. 
That is the way he will do that 
particular thing and no other. On 
the other hand, if he should be 
wrong in his’ reasoning, which 
sometimes happens to any one, he 
shoulders the responsibility and 
takes his medicine like a man. 
That’s what they all like about 
him. He never squawks and makes 
others miserable because some- 
thing he initiated himself does not 
go right. 

Working along conservative 
lines, he has built up a business of 
approximately a million dollars 
annually. Two sons are in this 
business with him—C. H. McCul- 
lough, vice-president and_ sales 
manager, and W. T. Jr., secretary 
and treasurer—with about forty 
employees all told. Both these 
sons assert that they are in the 
business to stay with it and in this 
day and age when the old man is 


| able to build something that the 


younger generation is willing and 
anxious to stay with, it must be 
fairly good. 

Mr. McCullough is particularly 


| active in club life, being a member 
|of: The Duquesne Club; Pitts- 
| burgh Athletic Association; Key- 





| stone Athletic Club; Oakmont 


Country Club; Longue Vue Club 
of Pittsburgh, and the Seaview 
Golf Club of Absecon, N. J. 

W. T. plays golf, though what 


| brand this reporter was unable to 
| ascertain by the most painstaking 


inquiry, Mr. McCullough himself 
being away at the time. But be 


| yond that he has started in the last 
| two years to take earned recrea 
| tion of a more ample kind. Two 


years ago with his family he took 


_ three months in visiting California. 
_returning by way of the Panama 
' Canal. Last year it was the 


Hawaiian Islands. When he is 
back from these trips he is the 
active business head of the organi 


| zation. Just ask ’em at 317 First 


Ave. 
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PROVEN PLANS 


Are Now Available To Help You Sell More 


American Flyer Trains and Equipment 


To back up our policy that—“We do not consider the sale of our 
products complete until they have passed over the counter of the 


dealer to a satisfied consumer’’ 


we have prepared a complete book- 


let, which illustrates and describes in detail the following services we 
offer to help increase your sales and profits on American Flyer products. 


48 Page Colored Catalog—A book for planning 

train systems, illustrates in full colors the com- 
plete line of trains and equipment, also American 
Flyer Airplane and Structo Toys. 


Merchandise Broadside — Enclosed with all 
train sets packed at the factory. It isa miniature 
catalog that describes practically the entire line. 


a 
Magazine Advertising—American Flyer trains 
and equipment will be advertised in the coun- 
try’s leading periodicals. This will be the broadest 
appeal ever made by a train manufacturer to create 
demand direct from the boys and their grown-ups. 


The adults will be reached through the following 
magazines: American Magazine, Liberty, National 
Geographic, Popular Science Monthly, and Children’s. 


The boys will be reached through seven maga- 
zines. American Flyer ads will appear in the fol- 
lowing magazines: American Boy, Boy’s Life, Child 
Life, Junior Home, John Martin’s Book, Open Road 
For Boys, and St. Nicholas. 


Newspaper Advertising—A policy of using 

larger ads in the leading newspapers of the larg- 
est cities will be in effect to stimulate desire and 
immediate sales for American Flyer trains and 
equipment. 


Ww Neste " 


Sale a 


a 






Factory Office: 
2219-39 South Halsted 
Street 


Chicago, Illinois 


YW Transtormers Electric Trains Mechanical b/Trains 


Envelope Enclosure—You can use these profit- 
ably for counter distribution or mailing. 


Equipment Panel Boards — A series of five 
boards showing representative equipment. 
They are of great help in the quick selection of train 
equipment for those who are just shopping around. 


7 Train Display Stands—Space savers that show 
a representative number of trains. On vour 
counters or windows they feature action, color, mys- 
tery and realism. You should have one by all means. 


Window Display Cards—Attractively printed in 
full colors. Can also be used for counter display. 


Window Streamers—When pasted in your win- 
dows it is bound to create favorable attention. 


| Truck Banners—For the side of your truck, 


or can be used above your store entrance. 


1 Electrotypes—Cuts of all trains and equip- 
ment are available for your newspaper cam- 
paign. These cuts are illustrated in their actual size 


in our Merchandise Tie-Ups booklet. 


] Consumer’s Service—This consists primarily 

of manuals, and instruction sheets covering 
the correct operation of trains, equipment, trans- 
formers, etc. 


Write for your copy of this “Merchandising Tie-Ups”’ 
ae \ book today. It explains in detail the service we have to 
q offer. While you may not be able to use all of the services, 
you most assuredly will find some of them profitable. 


Sales Offices: 
200 Fifth Avenue 
New York City 


24 California Street 
San Francisco, California 


AMERICAN FLYER MFG. COMPANY 


Manufacturers of Miniature Railway Trains, Airplanes and General Distributors of Structo Toys 

















74 THE JOBBER’SfAJSALESMAN 











WADSWORTH IDEAL 
Quality and Safety 


WADSWORTH has never been in- 
fluenced by the process of depreciat- 
ing its quality down to a price. 


Built to a Quality Standard at a rea- 
sonable — Price — WADSWORTH 
has always adhered to its policy of 
manufacturing Electrical Safety 
Switches that will meet all require- 
ments of the most careful inspection. 





‘Catalog No. 2223 


Switch cabinet open, 
switch closed, switch 
blades are in clear sight. 


Adhering to this pol- 
icy—Quality at a rea- 
sonable _ price — has 
brought about an ever- 
increasing demand for 
Wadsworth Electrical 
Safety Switches. 








Wiring Diagram 
Catalog Nos. 
1843 and 1943 




















Adding to this your ability as a 
Jobber Salesman you have a 
combination that assures sales 
success. 


Bulletin No. 21 completely de- 
scribes Accessible Fuse Safety 





Catalog No. 1843 Switches. 
— — am “There is a Wadsworth switch 
that switch blades are for every installation. 


in clear sight at all 
times, making inspec- 
tion very simple. Ample 
wiring space is_ pro- 


vided. 














WADSWORTH 


METER SERVICE & INDUSTRIAL TYPE 
SWITCHES 
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N E L A Index of Industry 
and Trade 


Although an increasing irregu 
larity in the activity of production 
and general business is shown in 
different sections of the country, 
industry in general is still pro 
ceeding at a high level, the statis- 
tical research department of the 
National Electric Light Associa 
tion states in its monthly analysis 
of the statistics of the output of 
electric power as reported for July 


| by the United States Geological 
| Survey. 


The production of electricity 
during July by all the agencies 


| which contribute to the country’s 
| supply, as given by the survey, 
| was 8,011,077,000 kilowatt-hours, 
/an increase of 12 per cent over 
' the same month last year. 





According to these figures, the 
“Electrical Index of Industry and 
Trade,” prepared by the National 
Electric Light Association, indi- 
cates that business in July was 
12 per cent above the normal for 
that month, as measured by the 
trends of the past ten years. This 
indicates that the usual seasonal 
decline in general manufacturing 
industry was, up to the first of 
August, considerably less in evi 
dence than it has been in previous 
periods. 

According to the output of elec 
tricity, business was very active 
in New England and the Middle 
\tlantic States. Some recession 








Edgar V. M. Gilbert has joined th: 
selling staff of the Twentieth Centur) 
Radio Corp., Brooklyn, N. Y. Mr. Gil 
bert was formerly sales promotion 
manager of the Crosley Radio Corp., 
Cincinnati, O., and for three years 
prior to this work was sales manager 
for the Landay Bros. chain of radio, 
phonograph, and piano stores. 














































October, 1929 THE JOBBER’S (4) SALESMAN 75 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


INSTALL PROTECTION ON EVERY JOB... . Westinghouse Safety Switches 











Jaw beaded at this point 





Westinghouse Switch—Open. 
Are formed only at tip of 
blade and jaw. 





Beaded Surface 


Maximum | 
; Contact 
Area 


Westinghouse Switch—Closed. 

Beaded surface of blade falls 

outside the contact area of 
the jaw. 





























. =a have something to talk about in the 


DIAMOND-POINTED JAW 


on Westinghouse Safety Switches 


HEN you are telling a customer 

about safety switches you have a 
real order-getting story to tell him—if 
they are Westinghouse Industrial Safety Switches, 
with the diamond-pointed jaws. 

The diagrams show just how, and why, the 
diamond-pointed jaw prevents burning and bead- 
ing of jaw and blade. It is because arcing 
is between the point of the blade and the 
tip of the jaw. These parts are never in contact 
when the switch is closed. There is nothing to 
prevent the contact of a maximum area of clean, 
bright copper. 

This assured good contact on Westinghouse 


Safety Switches means that the temper of the 





jaws is not affected by overheating. It 
means that jaws are not forced out of 
shape. It means a longer useful life for 
the switch. 

This feature, the diamond-pointed jaw, and 
other features that are distinctive to Westing- 
house Safety Switches, give the man who is selling 
Westinghouse Safety Switches a big lead when it 
comes to getting business. 

WESTINGHOUSE ELECTRIC & MANUFACTURING CO. 


Merchandising Department , 
Safety Switch Section Mansfield, Ohio 


Westinghouse 








76 


THE JOBBER’SAIJSALESMAN 












decorating—give a wide choice. 


plates in the popular shades. 


Licensed un- 
der Patent 





CST Products lead in originality. 


colors—shades most commonly used in home 


profit for you in filling the demand for color 
in the home by furnishing switch and outlet 


Write for our attractive proposition on 


switchplates—it means profit for you. 





Fourteen 










There is 

















Our fittings are economical for the contrac- 
tor to install because CST Fittings “fit.” 
They are carefully machined and galvanized 
thoroly to satisfy every requirement of the 
Code and the needs of the Contractor. 


Write for a bulletin describing our complete 
line of Conduit Fittings. 









CST ELECTRICAL PRODUCTS 
SOLD THROUGH THE JOBBER 
















116 Broad St. 
*New York City 


720 Guarantee Title Bldg., 
Cleveland, Ohio 


1926 Chestnut St., 
St. Louis, Mo. 


801 State Life Bldg., 
Indianapolis, Ind. 


335 E. 4th St., 
*Los Angeles 





1410 McGee St., 
Kansas City, Mo. 


411 Natoma St. 
*San Francisco 


CHICAGO STEEL TANK Co. 


\s ELECTRICAL DIVISION ~~ 


6400 W. 66th Street 
*CHICAGO, ILL. 


For your convenience Warehouse stocks are now maintained at our offices marked’ | 


Philadelphia 


135 E. Grand River Ave., 
Detroit, Michigan 


516—3rd Ave., So., 
Minneapolis, Minn. 


618 Harries Bldg., 
Dayton, Ohio 


107 So. St. Paul St., 
Dallas, Tex. 
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CSE 


PROFITABLE PRODUCTS 
COLOR SWITCHPLATES 





1321 Arch St., | 






Miss C. R. Smith is one of the best 
known girls in the electrical trade in 
New England. She has full charge ot 
the lamp department of the George H 
Wahn Co., Boston, Mass., and through 
her efficiency has become very popular 
and has manv friends in the trade. 


from the high levels of the earlier 
months is indicated in Illinois, 
Wisconsin and Michigan, and in 
the states of the industrial South. 
For the first time in several years 
the Rocky Mountain _ region 
showed an actual decrease in the 
output of electricity below the 
amount used the year before, re 
flecting the very considerable cur 
tailment in mining activity. 
Florida was very quiet, the use of 
electricity having shown no _ in 
crease whatever over July of 1928. 


os * 


Light—A New Tool in 
Industry 
(Continued from Page 31) 


to work by, the 10 to 20 foot 
candle levels of illumination they 
installed during that period were 
astounding. Ten, twelve, fifteen 
times the illumination of a few 
years before; but as long as the 
production results increased faster 
than the cost of the light, the con 
servatives were willing to keep 
pace with the progressives. 
Today finds us with levels oi 
illumination of fifteen to twenty 
foot-candles an accepted fact in 
most of our industrial plants, and 


| in some of the more progressive 


| factories general illumination ot 
25, 50, 100, and 125 foot-candle 





installations have been made. 
Light in these plants is classed 

among the other productive tools 
the tools that grind, that bore, 
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Three Strong Players 
on the TRUMBULL TEAM 


Each Good for Touch Downs / 
P| ee in Any Game / 


4 r - / 
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Type “TM” Motor Starting 
Switch, Manually Operated. 
7% H.P. 460-575 V. A.C. 





Polyphase 
‘. Type “M-71%%” Magnetic Mo- 
tor Starting Switch. 
7% H.P. 460-575 V. A.C. 
Polyphase 
HREE strong favorites in the Trumbull Type “M15” Mag- | 
lineup of motor switches are shown here. ee 
Compact, easily wired, and rugged enough with Type “RM” fu- 
; : ; sible Motor Circuit 
to satisfy the toughest requirements of mill and =. 
factory use. Built for long life, too, with quick A. C. Polyphase 


break, self cleaning contacts, and thermal over’ 


load protection. 

All Trumbull motor switches are capable of breaking 
stalled motor currents safely, and without damage to RPAPRAPR PPP PPAAA 
the contacts. The industrial plant favors Trumbull for 

its reliability and ruggedness; the contractor appreciates 

its easy wiring features. 

Contacts for all Trumbull type “TM” (Thermostatic 

Manual) and Magnetic Switches are as shown in the 

line drawing to the right. The shaded portion shows é 
double-break butt contact closed: the phantom portion Weer 
shows the same open. Arrows show the diagonal |__ 
movement of closing which produces a wiping contact 

under pressure. Note that at all times the moving 

contact is parallel to stationary contacts, insuring simul- 5 

taneous double break in each leg reducing the arc to 

about one-twentieth. 

For all motor starting purposes, recommend and carry : 





Trumbull Switches. 


Sold Through Jobbers 





NEW YORK Plain : Or Nf. CHICAGO 
114 Liberty St. BRANCH PANEL BOARD SRB SURGE BOARD FACTORY AT 2001 W. Pershing 9 
BOSTON PHILADELPHIA SAN FRANCISCO 


1002 Statler Bldg. 511-519 Broad St. 595 Mission St. 
ATLANTA 
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the 1928 code 


has settled 
this important 
question 


HE 1927 Code Rules for 
Non-Metallic Sheathed Cable 
caused considerable confusion by 
specifying that this material should 
be used only in “dry places”. 
The 1928 Code Rules with 
1929 revisions have cleared up 
this point by stating in Rule 507-c 
that the use of Non-Metallic 
Sheathed Cable is excluded only 


“where exposed to the weather, 
or in continuously damp or moist 
locations.” 

In short, Non-Metallic Sheathed 
Cable may now be used in cellars, 
household laundries, two-car ga- 
rages, and all similar locations... 
It is good news to every contractor, 
for it places a clear ruling ona point 
that has often been questionable. 


Complete details on the installation of Non-Metallic Sheathed Cable 
under various conditions are included in the revised edition of the 
booklet —“ Where and How to Use Non-Metallic Sheathed Cable”. 
If you haven’t a copy, any of the Licensed Non-Metallic Sheathed 
Cable Manufacturers listed below will gladly send you one. 


American Circular Loom Company 
Anaconda Wire and Cable Company 
Collyer Insulated Wire Company 
Eastern Tube and Tool Company 
General Electric Company 
Marion Insulated Wire and Rubber Company 
National Metal Molding Division 


National Electric Products Corporation 
Rome Wire Company 


Division of General Cable Corporation 
The Wiremold Company 
Triangle Conduit Company, Inc. 


The above Manufacturers are Licensed under Non-metallic Sheathed 


Cable Patents number 1439323; 1520680; 1203788; 1673752. 
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FARIES 


“The Universal Line”’ 





The Slip-On detachable 
shade permits’ instant 
interchanging of shades 
in display; slips on and 
off without tools, yet is 
secure. 


A product is what sells these days, and 
when backed up by the 50 years of Faries 
Manufacturing experience, these lamps 
present a line that dealers cannot afford 
to be without. Faries established Jobber- 
Dealer policy is a factor in stabilizing the 
trade, and making the Faries line a well- 
known favorite. 


Send for illustrated catalog J-10 for details and prices. 


Faries Manufacturing Co. 





Decatur, III. 





MODERN 
EFFECTIVE 


that turn, and stamp. When ob 
solete, the lighting systems are 
replaced by modern systems in the 
same way obsolete machines are 


junked. Light a Tool 

While it may be a new thought 
to many, light has nevertheless 
many characteristics that class it 


| with the tools familiar to every 


workman. Consider the following: 
Sharpness. The first thing a good 
mechanic does when he gets a 


' new tool out of the tool room is 


to feel cutting edge, for to him 
sharpness means better work, 


|more production per hour, and 
even safety. If it is not sharp 


enough when he receives it, he 
uses the emery wheel and the oil 
stone before attempting to use the 
tool. But mark you, he uses this 


| sharp cutting edge on his work 
and not to cut his hands. 


After the same fashion, the 


| manufacturers of incandescent 





lamps have made the filaments of 
their lamps just as sharp, as 
bright, as possible, because bright- 
ness means efficiency, and more 
light per watt. However, it was 
never intended that these bright 
sources should be used to create 
glare, to cut the eyes of the work- 
men, any more than the manufac- 
turers of cutting tools made them 
to cut fingers. This bright fila- 
ment must be considered a sharp 


| tool and used accordingly. 


Size. The mechanic who checks 
out a wood chisel does not just 


| ask for a chisel, he asks for %4 


inch, or a l-inch chisel according 


| to the job he has in hand. True, 
| he can cut with either one after 





a fashion, but not as effectively 
as he can with one of a size bet 
ter fitted te the job. 

Lamps, , <e chisels, are made 


|in a large ,, ~iety of sizes. Hav- 


ing determi, 1 the spacing of the 
lighting units in any area, and the 
level of illumination necessary for 
the job, the selector of lighting 
tools can choose the lamp wattage 


that will fill those requirements 
| because a number of sizes and 





light outputs are his to choose 
from. Too often one size of lamp 
is used throughout in .some indus 
trial plants, a practice which is of 
as little efficiency as though a 
gross of % inch chisels were pur 
chased and made to do all of the 
jobs in a furniture factory. 
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How you can raise 
YOUR AVERAGE PROFIT 


per fadio Sale 


BB" prepared to demonstrate a real 


quality radio to every customer 
who can afford something better than the 
sets built primarily for their price appeal. 


What #s your policy? Are you trying to 
convince such customers that there is “no 
better radio at any price”... and crowd- 
ing your profits down to the minimum? 
Are you trying to satisfy them with merely 
an over-priced radio of ordinary qualities? 
Or, are you prepared with a Distinctive 
Radio ... a set with exclusive and 
superior features that plainly justifies its 
higher price? 


KELLOGG SWiITCHEOGARD 





ze: SUPPLY 


K 


Kellogg is that kind of a radio. It is 
DISTINCTIVE .... distinctive in its 
super-power; in Tone; in its beautiful 
cabinet work; distinctive in its exclusive 
Automatic Volume Control; and in its 
Sensitivity Control. The price for all this 
extra quality is surprisingly low—only a 
slight advance over the prices of radios 
built for “mass” selling. 


If YOU are not handling Kellogg, there 
is still time to secure the line for the 
best part of the season and to increase 
your average profit per sale by a good 
margin. Wire us at once! 


ECco.,: CHRCAGO 
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KELLOGG Radio 








Models at $250, 
295 and $395, less 
tubes. Slightly higher 
west of Rockies. 


LICENSED UNDER R. C. A. PATENTS 
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KAWICINE 


You don’t have to take our word for 
it, but these are four of the nicest girls 
to be found in the jobbing business. 
| Just ask any of the fellows that call 
| on the Peerless Electric Supply Co., 
| Indianapolis, Ind. They are just plumb 
full of courtesy for visitors and we 
hope they like this picture. 



















Strength. Chisels are classed as 
|cold chisels and wood chisels. 
| Their jobs are not interchange- 
_able, for the one is made for rug- 
'gedness and has a less efficient 
cutting edge, while the other is 
less rugged and has a very sharp 
| edge. 

Rough service lamps are of the 
cold chisel class, a little lower in 
efficiency, but very rugged. The 
standard lamps have the higher 
efficiency but are not made to 
stand the rough treatment of an 
extension cord as well as_ the 
_rough service lamps. 






DISTINCTIVE 
CREATIONS 


7. example of modern treat- 
ment in bronze is found in our design 
No. F 02260, five candle residential fixture 
illustrated above. 
















Shape. Among the cutting tools 
the mechanic has at his command 
«are a number of shapes of cutting 
faces—saws, gauges, chisels, and 
lathe tools—each one best adapted 
to do a certain job. 







Its distinctive design, unique in construction 
and representing the maximum in value is 
in keeping with all Kayline creations of 
quality lighting fixtures designed to har- 
monize with modern interior decorations. 















The lighting tools, lamps and 
reflectors, likewise furnish a num- 
ber of shapes or candlepower dis- 
tribution curves that vary from 
the concentrating distribution of 
the industrial spot light and the 
high mounting height unit, to the 
wide-spread curve for very low 
mounting heights and wide spac- 
ing. The day of rubber-stamp en- 
gineering is passing; no longer 
| will 200 or 300-watt lamps on 10 
‘foot by 10 foot spacing be good 
enough for all of the industrial 
lighting jobs of the country. Each 
job must be tailor-made by men 
who know the tools they have to 
work with and. the requirements 
to be met. 

Tool Bit Holder. A sharp bit of 
| the proper shape and strength is 






Whether it be a standard fixture from our 
regular line or a special creation for a 
particular job, Kayline can satisfy the 
most exacting requirements. Sketches 
will be furnished and proposals submitted 
for any requirement regardless of style 
or design. 












Write for our complete catalog. 
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SHE BAteeNec CO. 


602 Huron Road 
CLEVELAND, OHIO 
Manufacturers of Lighting Equipment 
SINCE 1895 
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SUPERIOR 
WIRING DEVICES 





She likes the 
perfect control 


> of the 
_ Bryant switch 








Good-looking, accurate and _ reli- 
able in its operation — these are 
the features of the Bryant range 
switch that attract and appeal to the 
housewife. And these very factors 
are important in convincing the 
housewife that the electric range is 
the ideal cooking equipment for her 
to use. 





The Bryant 
Load Balancing 


Heater Switch 


Bryant switches are sturdily built 
and operate satisfactorily through- 
s out the life of the range. 








THE BRYANT ELECTRIC COMPANY 
BRIDGEPORT, CONN,., U. S. A. 


New York - Philadelphia - Chicago - San Francisco 
Manufacturers of “Superior Wiring Devices” since 1888 


Manufacturers of Hemco Products 
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Acclaimed 
for Beauty 





Rich and 


Massive 





MODERNISTIC 
SAFETY HANGER 
EQUIPMENT 


This new line of AMCO Modernistic 
Safety hangers is the last word in quality 
and design. Something different. Hand- 
some and striking in appearance with re- 
freshing refinement that meets with 
instant customer approval and results in 
more sales for you. Harmonizes with 
any glassware—Inexpensive, yet allows 
your customers a liberal margin of profit. 
AMCO practical construction provides 
ease of installation. AMCO Safety Hold- 
ers lock the glassware into position by 
simply placing the globe on holder— 
SAFE and SPEEDY. Increasingly easy 


for jobber salesmen to sell. 


re —Mail Coupon today !------— 


Art Metal Co., 
1800 E. 38th St., Cleveland, Ohio. 


Gentlemen: Without obligation on my 
part, please send me AMCO catalog de- 
scribing and illustrating values of your 
entire line. 





Name Address 


| 
| 
| 
| 
| 
| 


City State . 


ART METAL COMPANY 


1800 E. 38th Street, Cleveland, Ohio 
‘“‘Hanger Specialists’ 
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_ of little use without efficient meth 
| ods of holding or handling it 


Good handles make the bits bot! 
safe and efficient. 
The handles of lighting tools 


are the reflectors. Their use con 


_verts the raw uncontrolled light 


of a bare lamp into an efficient 
working tool and at the same tims 
eliminates the glare and protects 


| the eyes of the workmen. 


Maintenance. Cutting tools need 
frequent grinding and whetting 
lighting tools require frequent ap 
plications of soap and water. 

The Future of Industrial Lighting 

Mankind for countless years has 
worked out of doors. His eye 
sight, through development, has 
become accommodated to the col 
or, diffusion, and intensities of 
daylight. Man having become but 
recently an indoors being, it is 
natural that the color, diffu 
sion, and intensities of daylight 
suit him best. Artificial lighting 
must approach the qualities of 
daylight as fast as is economically 
possible. Meager intensities of 
5-10 foot-candles can be _ hardly 
considered sufficient in view of the 
500-10,000 foot-candle levels of 
natural daylight under which our 
eves developed. 

Just as fast as reflecting equip- 








Back home again in Indiana. Afte! 
a long absence Harry Rasmussen and 
his bunch return to the old home at 
122 Meridian St., Indianapolis. Th: 
front and side signs are good ads fo: 
| the company and can be seen for som: 
| distance. 


] 
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Bincthe: time-saving 


made by 
KONDU Threadless Fittings— 


No scraping of enamel from the conduit 


» > > A> A> 2» 4» b> D> b> b> > by bp br bp br 
AAABAAAAAAAAAAABAAL 























As the Chief Electrical Inspector of one large fire 
insurance company says: ‘With KONDU fittings it is not 
necessary to remove the enamel from conduit to get proper 
conductivity, as KONDU fitting cuts through the enamel, making 
the necessary contact’’. 


KONDU makes a perfect 
continuous ground— 

The grounding rings bite right through the enamel on 
the conduit, and imbed themselves in the metal. 

And there are many other time saving “short-cuts”’ 
which electrical men like about KONDU. Goes into a conduit 
line much faster— three or four turns on the lock-nuts and 
it’s in fo stay. 

Let us send you some reports showing how users of 
KONDU are making big savings by cutting their installation 
time. Write us. 


ERIE MALLEABLE IRON COMPANY 
Kondu Division 600 West 12th Street, Erie, Pa. 


KONO 


“First in the field of threadiess fittings— comes out of the line 
anywhere, at any time’”’ 
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KONDU can be taken 
out of line just as easily 
as it is put in, without 
disturbing any conduit. 
(The only fitting that will 
do this). 





INSTEAD 
OFA 
THREAD” 
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Cant be Wired 
Wrong 





* 
Murray Accessible Fuse 
type Safety Switches are 
the last word in scientific 
construction that speeds 
the work. 


LESS TROUBLE ON 
THE JOB HELPS YOU 
SELL ELECTRICAL 
CONTRACTORS ea 


All switches above 30 ampere are 
quick make—dquick break and are AA 
Fire Underwriters rating . . . Fuses 
must be dead before the user can 
touch them . . . These switches can- 
not be wired wrong—there is only 
one way to do it. 


PLENTY OF KNUCKLE ROOM 


Catalog No. 755 





Catalog No. 755-A 
Rotary Combination 


also makes Murray Switches easiest to wire 

Your customers appreciate this and 
many other superior features are reflected 
in sales for you. 





Catalog No. 748 


METROPOLITAN DEVICE CORPORATION 


1250 Atlantic Avenue 
BROOKLYN, NEW YORK 


oe eg 


Swett CHEsS 



























» 
. 







John Gleason, of Graybar, Chicago, 
caught in a moment of abandon dur- 
ing the recent Lake Michigan Club 


| meeting at French Lick Springs, Ind. 





ments have been developed the 


_use of which makes higher levels 
_ of artificial lighting safe, the more 
| progressive plants have led the 


way in adopting them. The last 
decade has seen the levels in the 
better plants increase from 5 to 
10 foot-candles; from 10 foot-can- 
dles to 20 foot-candles; from 20 
foot-candles to 50 foot-candles: 
each step indicating refinements in 
equipment or methods of installa 
tion. Through the use of recently 
developed equipment a number of 
installations have reached the 100- 
120 foot-candle mark and equip- 
ment is now being tested that will 
make 200-250 foot-candles possible 
in these plants. 

These installations are truly 
tailor-made; every advantage 
taken of lamp efficiency, candle. 
power distribution curve, and po 
sitioning with respect to the planes 
of work. And high class installa 
tions in the future must be tailor 
made, because the keen industrial 
competition of today has brought 
a cry of Production from every 
plant and inefficiency of no sort 


1S 


will be tolerated. 


In plants where men work, and 
safety and eyesight are at stake, 
as much care must be exercised 


in the installation of light, the 
| tool, as in the installation of other 


Man will not be sat 
the stamp “finished” 


machinery. 
isfied, or 
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(The Wedged-on Cap 
STEELTUBES [E. M. T.}* has the same 

inside diameter as heavy conduit. Made in 

three ame | *. % and a | with diameters AUWES 

nd wall thickness shown above. e coup- 

ling furnished with each ten-foot length. ano ae 


: OTH ends of every length of STEELTUBES [E. M.T.]}*’ 
are protected by this patented, wedged-on steei cap. 




















It’s there to stay ... safe against accidental loosening, ut easily 
removed with a twist of the pliers. 


STEELTUBES STEELTUBES Caps assure you that every length will be 


Advantages received just as it left the factory .... with ends true to 
round ... without rough edges . . . without dirt or rust to 

I1—Saves thread- slow up the job. . . with galvanizing coating intact. 

cutting The Wedged-on Steel Cap is another one of the features that 
2—Bends easily makes the STEELTUBES job go forward so rapidly... 
3—Light— handles so economically. 

easily Have you a STEELTUBES sample package? If not, we will 
4—Takes any fitting gladly send you one. ; — 
5—Speedsup the job Electrical Division 

STEEL AND TUBES, INC. 


6—Resists corrosion Cleveland, Ohio 
7—Costs less (A subsidiary of Republic Iron & Steel Co.) 


8—Standard price * STEELTUBES Electrical Metallic Tubing 
9—Carries Under- is threadless, strong, light and easy to handle. Costs eC) 


less to buy. Saves time and money on the job. 


writers’ Label 


10—Local stocks al- 1c : 
ways available. S oe c U} ID CS 
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Is Now Made By 


CRESCENT 


A product that renders all other 
armored cables obsolete. Its 
threefold protection, afforded by 
the Flexible Steel Armor, the Kraft 
Armor and the Anti-Short Bushing, 
provides certain safety and pre- 
vents the necessity of “trouble shoot- 
ing’ after the job has been finished. 
And the Anti‘Short Bushing means 
more speed on the job and reduction of 
overhead. 


Further protection is assured when the 
name Crescent is coupled with A.B.C. 
An unparalleled record of performance 
in the entire line of Crescent wire and 
cable products is but an indication of 

what may be expected of 
Crescent A.B.C. Cable. 







RESCENT 
ARMORED WIRE CO. 


CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON .N.J. 


Forty Years of Knowing How in Every Crescent Product 















4 Other Patents Pending 








Licensee 
U. S. Patent 1687013 
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ABC 


Armored Bushed Cable | 


printed across the progress of ar- 
tificial lighting until qualities and 
quantities the equivalent of nat 
ural daylight have been reached 
Rapid strides are being made and 
each production manager is mak 
ing it his business to know the 
application of this new industrial 
tool, light, to his plant. 
%K * * 


What Is to Come 
(Continued from Page 14) 


faster, better, with fewer accidents. 
and consequently at lower cost, 
and we know that in nineteen mil 
lion kitchens good lighting will 
help nineteen million women cook 
billions of better meals and finish 
their jobs with sweeter smiles and 
better appetites. We know that a 
100-watt inside frosted lamp or a 
150-watt daylight lamp will give 
these women this kind of light for 
less than a cent an hour in most 
places. We know that when you 
sell these lamps instead of lamps 
of smaller wattages you are mak- 
ing from 75 to 500 per cent great 
er profit, and we know that there 
are still approximately thirteen 


| million kitchens where tasks are 


too heavy because of the lack of 
these lamps. 
The Lighting Research Labora 


tories at Nela Park recently con 


_ ducted a survey of 1,000 American 


kitchens which clearly ‘indicates 


‘the market that is available for 


these greater service lamps. 

We knew, too, that the kitchen 
is just one place where these 
higher wattage lamps will lighten 
tasks in the home. How they help 
in the laundry, what a conven 
ience they are in the garage, and 


_—try them out yourself to see 
_what a great thing they are in 
| floor lamps or single socket en 
| closing units in any room. 


Then clearly the step ahead will 


bring a greater understanding and 


tremendously increased use ol 


| light as a decorative medium. N: 


one who goes to the theatre can 
fail to appreciate the power ol 
light to beautify, to cast a charm 
over all it touches. As we take 


| the step ahead light will do th 


same thing in the home. The day 
is not far removed when fixtures 
will lose their present form and 
cease to be accessories to th: 
home, they will be built into th: 
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Collier’s 
Goes to Work for 
the Men Who 


Sell 
Sylvania Tubes 


Add Collier’s two million circulation to the list. In 
addition to the network broadcasting of the Syl- 
vania Foresters. And the newspaper advertising 
in more than two hundred dailies. And the dozens 
of kinds of intimate dealer helps Sylvania provides. 
And now! This national magazine advertising— 
every other week—sells the radio public on your 
dealer's establishment. 





The Sylvania transfer you put on his door—the 
Sylvania Window Trim—the Sylvania Counter 
Cards—these signs of Sylvania Dealership are the 
soul of this Collier’s Campaign. 

Every Sylvania sign you put where people can see 
it, is a definite tie-in with newspaper, magazine and 
broadcast efforts which say, “Visit the Dealer 
Whose Window Displays the Flashing S, on a 
Green Oak Leaf.” 


See Our Exhibit 
at the 
EIGHTH ANNUAL CHICAGO RADIO SHOW 
Colisewm, Chicago 
October 21st to the 27th, inel. 


Booth No. 1-2 Section W 









SYLVANIA PRODUCTS CO. 


Emporium Pennsylvania 


Sylvanian. 
is, RADIO TUBES 


(Licensed Under RCA Patents) 
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See that he h 
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(COME IN AND HEAR 
SYLVANIA TUBES 
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when he comes 
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Selling ~ ~ 
Equipment 
for 
Servicing 


HIGH 
LAMPS 


creates an additional sales 
opportunity. 








, = 
NRA EUS I S a 

Thompson Hanger No. 93-A showing 
method of installation on 1% -pipe 
bracket—with U-bolts No. 51, Bracket 
End No. 12-15; also Corner Pulley No. 50-B. 








The product you sell is no bette: 
than the service it performs. The 
greatest difficulty in the maintenance 
of high lighting is accessibility for 
keeping the lamps clean so as to give 
maximum light at the least cost. 

The Thompson Hanger solves the 
accessibility problem by enabling the 
lamps to be lowered away from, the 
electric circuit for frequent cleaning. 
Easy and Safe—no climbing, no 
electric hazards. 

You jobber salesmen are in busi- 
ness to sell equipment for more and 
better lighting. Here is your one 
big bet for new and profitable busi- 
ness. 

Thompson Hangers are in use in 
hundreds of steel mills, foundries, 
railroad shops, etc. 

Send for new 32-page Catalog 
B-29, just issued. 


THE THOMPSON 
ELECTRIC CO. 


1438 West Ninth St 
Cleveland, Ohio 














walls and ceilings as an integral 
part of the pleasing whole. 
There is nothing that people 
will spend more generously for 
than beauty. Beauty sells clothes, 
beauty sells furniture, beauty sells 
automobiles and there is nothing 
that will sell light faster than 
beauty. The flametint lamps and 
the decorative lamps are beauty 
lamps that will be used more and 
more as we take the step ahead. 
Anyone who thinks that a wife or 
sweetheart wouldn’t pay a nickel 
more for a lamp that makes the 
| complexion more “come hither” 
never knew a wife or sweetheart. 
That’s one of the charms of flame- 
tint lamps that makes it certain 
that the tremendous in 
sales during past years is but an 
indication of the step ahead. And 
decorative lamps are a_ step to 


increase 








greater sales. They make addi- 
tional sales which will come while 
the standard sales go on. 

The Mazda lamp manufacturers 
are not content to rest on their 
oars with this great market before 
them and they are not content to 
merely point out the market to 
the trade and say go get it. 

The October 19 issue of the Sat- 
urday Evening Post will carry a 


nineteen-page advertising section 
as a tribute of the lighting indus 
try to Thomas Edison. This sec- 
| tion, the largest and one of the 
most attractive ever carried in this 
























W. J. and A. J. Koepsell of the J. J. 
with R. S. Smith of Economy Fuse. 


great magazine, will be publishe: 
as interest in Light’s Golden Jubi 
lee reaches it height. It will giv 
the public a greater appreciation 
than ever before of the man, 
ways in which incandescent light 
may serve them in every walk oj 
life. 

January will herald in a maga 
zine advertising campaign 30 per 
cent greater than has ever been 
used in the past, radio will play a 
bigger part than ever, and a brand 
new display service and merchan 
dising campaign is now nearing 
completion at Nela Park. All of 
these great forces will be directed 
toward the sale of those higher 
priced lamps which render a great 
er lighting service. 

These are the tools the 
jobber salesman will place in the 
hands of the retailer as Light’s 
Golden Jubilee reaches its  glori 
ous climax. 

As the jobber salesman turns 
to take the step ahead we are sure 
he will take it gladly. Supported 
more fully than ever before. 

The Step Ahead Policy 

of the Successful Lamp 

Agent shall be: 

To add to his present volume oi 
business by applying the “Four 
Star” methods of modern merchan 
dising to those lamps which ren 
der his customers a greater light 
ing service and bring him 
greater profit per sale. 


which 














Koepsell Co., Sheboygan, Wis., snappe: 
The Koepsells hold the record for lon: 
distance attendance at the Lake Michigan Club meeting at French Lick. The 
enjoyed themselves so thoroughly that “Art” wanted to know “when do w 
come back” before the train had pulled out. 
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QUALITY s PARAMOUNT! 





Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 
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H.G. Erstrom is Executive Secre- 
lar\- Treasurer of the Federated Radto 


Trade Association andisas Well 


Executive Secretary-Treasurer of the 
Radio Wholesalers Association, Inc. 
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ADIO 


In This the Tenth of a Series of 12 Messages by 


Prominent Radio Men, H. G. Erstrom Empha- 

sizes That It is Only by Strict Concentration on 

Radio That the Distributor Can Hope To Do a 

Good Job. He Points Out, Too, the Necessity for 

Concentrating on the Industry in Order That It 

May Reach and Maintain the High Level of 
Prosperity Available To It 


HE FALL season of 1929 is 

demonstrating that the public is 

interested in buying Radio and 
that it does not necessarily need a 
superbroadcast program to stimulate 
such purchasing interests. This sea- 
son is also definitely proving to the 
radio industry that the wholesaler 
and retailer who concentrates on his 
radio sales is the one who is making 
the most profit from his efforts. 
With the increased production sched- 
ule of the manufacturer, the success- 
ful distributor and retailer find it 
necessary to devote a sales organiza- 
tion exclusively to the selling of 
radio. 


Radio is not a staple commodity. 
It is a specialty and must be sold as 
such if the party who is handling it 
expects to do so profitably. Whole- 
salers who recognize this fact and 
treat radio as a specialty article with 
a specialty organization gaited to its 
sales are making greater successes 
than those who try to sell it along 
with their standard commodity lines. 


The radio industry itself similarly 
needs such specialty treatment. The 
industry has reached such tremen- 
dous proportion that it must have the 
undivided attention of a great group 
ot capable and energetic men. 


The Radio Wholesalers Associa- 
tion offers such concentrated special- 
ty treatment to the problems of the 
radio wholesaler. The Federated 
Radio Trade Association, a national 
organization of radio trade associa- 
tions, treats the general industry 
problems with such similar concen- 
tration. 


The national organizations in the 
radio field are doing their best to suc- 
cessfully solve the problems confront- 
ing the industry and the individual 
wholesaler. In keeping with the pol- 
icy of specialty organizations in the 
individual wholesaler establishments, 
all of those engaged in the re-selling 
or distribution of radio apparatus 
should similarly specialize their co-op- 
eration by afhliating with the nation- 
al organization giving Radio the 
concentration it deserves. 
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Radio Wholesalers Association, Inc. 


Peter Sampson, Pres. 
Chicago 


J. Newcomb Blackman, Vice-Pres. 


New York 


Harold J. Wrape 
Chairman of Board, F.R.T.A 
St. Louis 


Hon 





Special Advertising Survey 


The members of the Radio 
Wholesalers Association in Chi- 
cago have installed a new and 


novel service for their members in 
that city. A story of their experi- 
ence we believe, would well 
worth your consideration. Here 


be 


it is: 

In the Chicago and Metropolitan 
area, there are in the neighborhood 
of 300 newspapers making requests 
for advertising appropriations from 
the members of the radio industry. 


A brief survey showed that up- 
wards million dollars was 
spent in advertising in community 
newspapers in the Chicago Metro- 
politan area yearly. How much of 
this advertising was really worth 


of a 


while was to be determined by 
the members of the association. 
They employed an_ advertising 


Here is a portion of the distributors and dealers who 
attended the Radio Dealers Mass Meeting held at the IIli- 


Harry Alter, Treas. 
Chicago 


R. J. Mailhouse, Sec. 
New Haven 


ASSOCIATION, 





H. G. Erstrom 


Chicago 


The Information on this and the Following Pages has been Prepared N 
by H. G. Erstrom, Executive Secretary-Treasurer, by Authorization 
of the Board of Directors of the Radio Wholesalers Association 


On June 5, 1929 


agency to make a survey. The ad- 
vertising agency first found that 
there were 75 papers not worth 
considering; that there were 15 
who had gone out of business with- 
in the past thirty days and they 
found that in the remaining 212 
there was some very interesting 
information. 

Many newspapers soliciting ad- 
vertising have stated that their cir- 
culation was well up in the thou- 
sands. Upon investigation it was 
disclosed that perhaps the papers 


had been printed in accordance 
with their statements, but there 
was no method of distribution. 


Or, a very small part of the papers 
were distributed and the balance 
of them were waste or discarded. 
It was also found that in several 
cases proof for advertising copy 
was the only printing done on the 


paper. 


Roy Thomas, Vice-Pres. 
Los Angeles 


Chas. Gomprecht, Vice-Pres. 
Philadelphia 


Michael Ert, Pres. F.R.T.A. 
Milwaukee 


P. Connell, Vice-Pres. 
Indianapolis 


Executive Sec.-Treas. 








Another example which was re 
vealed was that of “Two-timing.” 
The newspapers would request the 
radio dealer for advertising know 
ing that the wholesaler paid hali 
of his advertising costs. The news 
paper solicitor in order to facilitate 
his sale would very kindly double 
the rate on the advertising or else 
would make a special rate to the 
dealer for half price. The news 
paper would mail the invoice for 
the full amount which the 
wholesaler paid half. Thus allow 
ing the dealer customer to secure 
his advertising at no cost what 
ever. It was also found that the 
rates were at a variance based up 
on the efforts used in getting a 
lower rate. One wholesaler would 
be paying 10, 15 or 25% higher 
than his competitor for the same 
Space in the paper at the 
same time. 


of 


Same 














nois Athletic Club, Chicago, and sponsored by the Midwest 
Radio Trades and Radio Wholesalers Associations. 




























-PILLAR 


This marvelous and exclusive 
improvement in radio tubes 
means a new standard of tube 


performance 
° 


PUT a new Eveready Raytheon Tube in each socket of 
your own receiver ... and note the tremendous improve- 
ment in reception. These fine tubes come to you, and go 
to the receivers of your customers, in the same perfect 
condition as when they leave our laboratory test room. 

To see the reason, examine an Eveready Raytheon 
Tube. See the solid, four-cornered glass stem at the 
base of the elements. Note the four rigid pillars which 
pass through the stem and support the elements. Ob- 
serve how this 4-Pillar construction is further anchored 
at the top by a stiff mica plate. 

Now you can understand what makes Eveready Ray- 
theon Tubes so much stronger. ..whythe super-precision 
with which they are built cannot be changed or de- 
stroyed by the jolts and jars of shipment and handling 
which every tube receives. The elements in an Ever- 
eady Raytheon are accurately spaced when the tube is 
made, in that position which assures maximum perform- 
ance. These tubes always reach you with their elements 


undistorted ready to give laboratory reception. 








EVEREADY! 
RAYT HEON 
24 


RAY THEON 


Trade-marks 


AT THE FRONT 
IN TELEVISION 






























FOR talking movies, for television 
transmission and reception, Eveready 
Raytheon has led with tube improve- 
ments. Including television Kino- 
Lamps and Foto-Cells, the Eveready 
Raytheon line is complete . . . with 
standard receiving tubes of every type, 
for A.C. and battery-operated receiv- 
ers. And don’t forget that we devel- 
oped and built the famous B-H tube 
for ‘“‘B” eliminators, the original 
gaseous rectifying tube... for which 
there is an enormous market! 





No other radio tube can use Eveready 


Raytheon’s 4-Pillar construction, for it 






is patented. With no other tube can you 





have all the advantages of this exclusive 






feature. People everywhere, using Ever- 





eady Raytheons in their own receivers, 






report increased distance, greater power 
and better tone. In addition, the A.C. 















heater tubes are quick-acting. 






NATIONAL CARBON CO., INC. 
General Offices: New York, N. Y. 
Branches: Chicago Kansas City 

















The Eveready Raytheon fou Cll is a long-life trans- 
mitting tube for talking pictures and television, 


The Eveready Raytheon Kino- [amp for television’ 
reception is the first tube developed commercially 
which will work with all systems. 


New York San Francisco 













Unit of Union Carbide and Carbon Corporation 
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The advertising agency decided 
that the best means to attack this 
problem would be to write each 
newspaper a letter requesting 
them to fill out a questionnaire. 
This questionnaire embodied ques- 
tions concerning the circulation; 
percentage of circulation paid, per- 
centage free, boundaries of circu- 
lation territory; estimated popula- 
tion; prevailing nationality, price 
per copy, frequency of publication ; 
how distributed; average number 
of pages per issue; average num- 
ber of display advertisers per is- 
sue; average number of columns 
of classified advertising per issue; 
total paid advertising carried; 
page size and lowest advertising 
rate. 

The statements in the ques- 
tionnaire did not have to be 
sworn to; they were not signed 
and there was nothing in the way 
of a legal obligation to be as- 
sumed by the party completing 
the questionnaire. 

When the questionnaires were 
returned, the advertising agency 
sent them affidavits requesting 
them to swear to the statements 
on their circulation. This put an 
entirely different aspect on the sit- 
uation as revealed by these results: 
1. No. of neighborhood news- 

papers answering question- 


Es Bs Gees coc dees + G'.,0 84 
2. No. of county newspapers 
answering questionnaire..... 64 


3. No. of foreign language news- 
papers answering question- 


naire 24 


OSG Obs CASH OCH CED OBE OS w~ 


1. No. of neighborhood news- 
papers furnishing affidavits 
with their questionnaire. ... .55 

2. No. of county newspapers 
furnishing affidavits with 
their questionnaire .........36 

3. No. of foreign language 
newspapers furnishing affi- 
davits with their question- 
CC TU Te eee 

t. No. not answering any let- 
ter 


Lae Pe eee ee ee ee a ee ee 


This questionnaire also resulted 
in a number of newspapers reduc- 
ing their advertising rates, some 
of them from a $1.00 to $1.25 to 
60c per inch, others of them 10%, 
etc. A list of newspapers which 
had cooperated with this survey by 
furnishing the Chicago members 
with questionnaires and affidavits 


was given to all of the members 


so that they might know which | 


papers opened their records to the 
Association. 


This had a wonderful reaction | 


and it helped to clear up the adver- 
tising situation in Chicago. Also, 
it resulted in the advertising rates 
being reduced on an average of 
10% in most cases and as high as 
30% in some, thus effecting a sav- 


ing of a substantial amount of | 


money spent for advertising in this 
city. 

The service is kept up by the 
members in an exchange of infor- 
mation on the amount and rate of 
advertising placed every month in 
the various newspapers. It has 
resulted in the newspapers quot- 
ing the same rates to all of the 
dealers, and the dealers knowing 
that the rate quoted them was the 
lowest obtainable. 


This endeavor is very worth 
while and every member of the 
Radio Wholesalers Association 


was urged to institute such an in- 
vestigation in their communities. 
It has resulted in all of the worth 
while newspapers being very anx- 
ious to cooperate in every way 
possible to increase the prestige of 
their paper and to show their ad- 
vertisers their serious purpose in 
publishing their papers. 
* * * 
New Members of F. R. T. A. 
The Federated Radio Trade As- 


sociation announces that four new | 


local associations have joined the 
fold, thus giving the Federated a 
membership of 31 prosperous, suc- 


cessful, functioning local associa- | 


tions. This represents quite a con- 
trast from the organization that a 
year and a half ago had 13 associ- 
ations cooperating on national ac- 
tivities. It now gives the Feder- 
ated additional representation be- 
cause the members of the associa- 
tion represent the radio industry 
in prominent localities all over the 
United States. The new associa- 
tions are: Wichita Radio Trade 
Association, Wichita, Kans., Curt 
Hubbell ; 
tion of Northern Kentucky, Cov- 
ington, Ky., C. M. Johnson; Des 
Moines Radio Merchants Associa- 
tion, Des Moines, Ia., J. T. Schill- 
ing, and Mahoning Valley Radio 
Dealers Association, Youngstown, 


Ohio, W. H. Conklin. 


Radio Dealers Associa- | 







Carton of 
four Eveready 
Raytheon B-H Tubes 


MANY OF THE 
“BY” ELIMINATORS 


YOUR CUSTOMERS 
ARE USING 
NEED NEW 


RECTIFYING 
TUBES 


EVEREADY 
RAYTHEON 
B-H 


WITH millions of “B” elimi- 
nator units sold in the past 
few years, quite a number must 
be used by your customers. 
The great majority of such 
units are designed and built 
especially for the original 
gaseous rectifying tube, the 
famous B-H. Tell these cus- 
tomers what a surprising dif- 
ference in reception a new 
rectifying tube will make. Sell 
them new Eveready Raytheon 
Tubes. 

You can buy Eveready Ray- 
theon B-H Tubes in handy 
cartons of four tubes each. 
Keep a carton on your counter. 


NATIONAL CARBON CO., Inc. 


General Offices: New York, N. Y. 
Branches: Chicago Kansas City 
New York San Francisco 

Unit of yy 3 ana Carbon 
Union Carbide ‘\ Corporation 









_RAYTHEON 


Trade-marks 
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Off to a Flying Start!. 


Fe 
‘ _ cal : a % 























SEULING DRIVE 


bj (emeleye) in Consumer Prizes! 
$2,500 in Dealer Prizes! 
$2,500 in Jobbers’ Salesmen’s Prizes! 
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Here are Some of the High Spots: 
$10,000 IN CONSUMER PRIZES 


for the most expressive and appropriate solutions 
submitted in the BOND “Picture Puzzle’ Contest 


92,500 IN DEALER AWARDS 
for the best merchandising cooperation ex- 
tended by retailers during the contest period! 


$2,500 IN PRIZES TO 
JOBBERS'’ SALESMEN 


for their share in making the Contest an overwhelming success! 





Full-Page Advertisements in the 
YAY EVENING POST and COLLIER’S 


An intensive Campaign in the Nation’s 
LEADING FARM PAPERS 


Continuous NEWSPAPER ADVERTISING 


¥ 


In Over 200 Important Cities! 


Dramatic Window Displays! C ompelling Counter Displa ys! 


Sales-Producing Merchandising Aids! 
Free Lantern Slides, Ad-Mats and Decalomanias! 


No expense has been spared in the whole campaign! 
Nothing has been overlooked to make it a big success 
for BOND dealers and jobbers! Two vitally new and 
different features have been introduced in the BOND 
Flashlight line. Special advantages are being offered to 
all retailers handling BOND Radio Batteries and Tubes! 
If you haven’t stocked up on BOND, do so now! 


MAIL THE COUPON FOR FULL PARTICULARS! 


BOND ELECTRIC CORP. 
Jersey City, N. J. Chicago Kansas City San Francisco 


Makers of Radio “A”, “B” 
and “C” Batteries, Storage 
and Dry Batteries, High- 
Vacuum Radio Tubes, Flash- BOND ELECTRIC CORP., Jersey City, N. J. 

lights and Mono-Cells. 


Gentlemen: Please send us full information about the $15,000 
BOND “PICTURE PUZZLE” CONTEST and the way in which 
we can derive the greatest benefit from it. 


Name 
Address 


City 
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This Message Covers America 
















THE “HIGH VACUUM’ RADIO TUBES 
MAKE YOUR SET BETTER 
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More than 


4200 full color, 24 sheet posters 


in 460 cities and towns, in 40 states! 


Think of the effect of this huge billboard campaign on your 
sales. It starts next month! « « No matter where your store 
is located it is sure to be near or in some trading center where 
your customers will see these posters. This posting is one of the 
forms of advertising to be used to help De Forest dealers. 


a « Make this campaign your campaign. Make it work for 


you day and night. Identify your store as De Forest head- | 


quarters in your neighborhood by utilizing the large array of 
window material and dealer helps. « « If you haven’t already 
had the money-making De Forest dealer proposition outlined 
to you, write to us at once and we will place you in touch with 


the De Forest jobber in your territory. 


DE FOREST RADIO COMPANY, JERSEY CITY, N.J. 


cho Forest 


AUDIONS 
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New Members of R.W.A. 


The executive offices of th 
Radio Wholesalers Association an 
nounce the acceptance of the fol 
lowing new members: 

Charles C. Hicks, North Centra! 
Distributors, Inc., Minneapolis. 

Wm. H. Nolan, North Centra! 
| Distributors, Inc., Milwaukee, Wis 
| J. M. Camp, Brown-Camp Hard 
' ware Co., Des Moines, Ia. 

Earl R. Goodin, The Goodin 
Radio Corp., Wichita, Kans. 
| E. L. Kern, Kern-O’Neill Co.. 








Minneapolis, Minn. 
| Geo. A. Michel, The Belmont 
| Corp., Minneapolis, Minn. 
a McCreary, Western Radio 
| Co., Kansas City, Mo. 

This new influx of radio whole 
salers brings the membership of 
the Radio Wholesalers Association 
over the 200 mark. It testifies for 
the good work of the officers and 
membership committee in attain- 
ing the goal of 200 prominent, 
reputable wholesalers in less than 


1? months of concentrated work. 
k Ok O* 


Radiotron Price Increase 

A slight increase in the list price 
of seven types of vacuum tubes 
used in battery operated receivers 
has been announced by the Ra- 
diotron division of the Radio-Vic- 
tor Corporation of America. Ef- 
fective September 3rd, the WD-11 
tube will be $3.00, the WxX-12 
$3.00, the UV-199 $2.75, the UX- 
199 $2.50, the UX-120 $3.00, the 
UX-200-A $4.00, and the UX-240 
$3.00. 





kK * * 


| Tube Shortage Predicted 

| Despite the marked increase in 
| vacuum tube production during 
| the past few months, William ] 
| Barkley, assistant to the president 
| of the DeForest Radio Co., Jer 
| sey City, N. J., predicts a tube 
| shortage this coming fall. 

| “At the height of the selling 
| season on radio sets this fall, there 
| will be a serious problem in pro 
viding the necessary complement 
of tubes,” states Mr. Barkle 
“We owe it to our merchandiser- 
to warn them of the threatene: 
| tube shortage. We all know th 
situation which resulted last fal! 
when radio merchandisers wer 
unable to obtain the necessai 

complement of tubes.” 
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Another New 


Sterling Tube - 


Fe a 


f q 
lester 


the “R-511” 





tests any 


sort of 


tubes--no 
batteries 
required-- 
just plug in a 
light socket. 


LL LR RAEI SEE AOR EOE 





See our Exhibit 


at the 


Eighth Annual Chicago Radio Show 


Coliseum, Chicago 
Booth D. D. 10 





Another triumph by the makers of the 
Sterling All-Purpose Tester and the 
Sterling _ Concertone Radio! The 
“R-511” Tube Tester gives you instant- 
ly, an accurate reading—simply plug it 
into the light socket, insert tube, press 
a button and read the meter. 


Screen-Grid tubes, of course, are tested 
just the same as any other type of tube 
with no batteries or special attach- 
ments required. 





Can your service man or your tube de- 
y y 

partment afford to be without this con- 
venience? 


THE STERLING MANUFACTURING CO. 


CLEVELAND, O. 











23 Years of Electrical Manufacturi 1: 
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New Radio Products, Illustrated 





— 


——K——————— roe Models 91 and 92 were recently 


j 
i 
| 


announced by the Grigsby-Gru- 
now Co., 5801 Dickens Ave., Chi- 
cago. The former is of early 
English design of American wal- 
nut, the instrument panel being 
overlaid with Australian lacewood. 
The latter model is of Jacobean 
design of American walnut, with 
doors of matched butt walnut and 
overlays on the doors and interior 
panel of Australian lacewood. The 
escutcheon plates and_ control 
knobs of both sets are finished in 
silver. 








The Graybar Electric Co., New 
York, has announced its model 
600 radio. It is a console type, 
employs a_ seven-tube improved 
super-heterodyne A.C. circuit and 
includes among its features the 
use of the UX-245 power audio 
tube. The cabinet has a tapestry 
grille of unusual design, and the 
panels are of dark walnut finish. 








The Weston Electrical Instru- 
ment Corp., Newark, has an- 
nounced its new model 547 A.C.- 
D.C. radio set tester. It embodies 
several features over the model 
537 making for greater conven- 
ience and speed of operation. 














The DeForest Radio Co., Jersey 
City, N. J., has brought out two 
new power audions, the 471-A and 
the 471-B, with one half and one 
quarter ampere filament, respec- 





tively In these tubes the com- 
pany claims it has eliminated the 
short life and lack of uniformity The Pacent Electric Co., 91 Seventh Ave., New York City, has brought 
from one tube to the next. The out a new electric phonograph motor for replacing the spring-wound 
glass bar insulator has been elim- types. This motor may be had with the company’s new “Super-Phono- 
inated by the use of a mica spacer vox” and is shown above equipped with this device. The “Super- 
\ new filament metal has _ been Phonovox” is available with a counter-balanced tone arm having a 
developed which, it is said, dis “fold-back hinge” for the easy insertion of the needle. The Pacent com- 
plays absolutely even characteris- pany has built these two new items into a walnut cabinet, the set being 
tics in tensile strength over a wide known as the “Electrovox.” This set is equipped with a radio-record 


range of high temperatures. switch. 
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LIKE TWO VISES | 


























This Jobber says :— 
The double Perry- 
man Bridge grips 
the elements in 
Perryman Tubes, 
top and bottom. It 
holds the grid, 
plate and filament 
in permanent par- 
allel alignment. 


handling in ship- 
ment, in your store 
and in your custom- 
ers’ sets. 


. and Perryman is the only 
brand of tube we have ever carried 
on which we did not have a loss. We 
have found that Perryman gives 
much better satisfaction, fewer 
service calls, resulting in more sat- 
isfied dealers, and naturally more 
satisfaction to us.” 






The Tension-Spring, 
another exclusive 
Perryman feature, 
allows for the uni- 





















This absolutely form expansion and 
_ assures uniform operation of every contraction of the filament due totem 
~ Perryman Tube. perature changes. 





Gi 
With this sturdy bridge construction Both these features mean fewer re 
Perryman Tubes defy all necessary placements—greater net profitsto you. 









Point out the double Perryman Bridge 
and Tension-Spring to your customers | 


E PERRYMAN ELECTRIC CO., INC., 4901 Hudson Blvd., North Bergen, N J 
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RELIANCE 
8-Day 
TIME 
SWITCH 


15 New 
Improvements 


That make selling easy. Backed 
by 20 years’ experience. Every 
Reliance Automatic Time Switch 
is fully guaranteed. 


“No Service” 
Mechanism 


We service all com- 
plaints and _  adjust- 
ments from the fac- 
tory, thus saving your 
customers time and 
inconvenience. 





For Signs, Warning Signals 
Flood Lighting-Beacons 


Store windows ... Turns lighting cur- 
rent on or off automatically. In big de- 
mand everywhere and Jobber Salesmen can 
make handsome profits. Write today for 
complete information. 


RELIANCE 


AUTOMATIC LIGHTING CO. 
1907 Mead St. Racine, Wis. 


SALES 


Rick & Selleg, 53 W. Jackson Blvd., 
Chicago 

SALES AND SERVICE 

H. F. Stanley, 429 Wayne St., Detroit, 


Mich. Reliance Time Switch Service Co., 
1717 Folsom St., San Francisco, Calif. 
SERVICE 

Diana Clock Works, 
St., Chicago, Ill. 


605 W. Washington 
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Of course you all know that such a 
nice cop as this would never give Har- 
ry Rasmussen, president, Peerless Elec- 
tric Supply Co., Indianapolis, Ind., a 
ticket, but anyhow he’s going through 


the motions. Wouldn’t it be a joke 
if it was a real arrest and Harry had 


> 


to go to court the next morning: 





Beautifying Man’s Temples 
(Continued from Page 9) 


| the face of the structure offer the 
opportunity of obtaining elongated 
shadow effects. These may be de- 
| sirable by way of contrast, or to 
give the impression of height, and 


_are obtained by locating the units 


so that the beams are almost par- 
allel to the face of the building. 
As a rule, each elevation of a 
set-back building should receive 
the same amount of light. To ob- 
tain this result, the larger number 
|of projectors are directed toward 
the top of the elevation, as the 


spill light from these assist in 
lighting the lower part in the 


same manner as discussed above. 

If the architectural treatment in- 
cludes columns, two methods are 
available for lighting these. The 
background may be illuminated, 
permitting the columns to be sil- 
houetted, or the front of the col- 
umns may be lighted to contrast 
with the darker area in the rear. 
It is not desirable to light both 
the columns and the background 
of the same intensity, as an effect 
of flatness is produced, and the 
beauty of the design is lost. 

A recent development in this 
field is that of floodlighting in 
color. Several effects are possible: 
but one color may be used 
throughout the installation, har- 
monizing colors may be employed 
on different portions of the build- 


ing, or one color on one section 
of the building may be contrasted 
with another upon clear light on 
a different section. Care in the 
selection of colors is, of course, 
necessary in order to prevent a 
bizarre or grotesque effect. Prom- 
inent examples of the use of colors 
in floodlighting are appearing in 
a number of our major cities, and 
this application has without doubt 
many possibilities in its future 
and more extensive use. 

An interesting and attractive 
variation in the use of color has 
recently been developed. This is 
the employment of changing col- 
ors, and is obtained by connecting 
the various circuits to a flasher 
and dimmer mechanism. By thi: 
means one color may be brought 
up to full brightness, then reduced, 
and supplanted by another color. 
This operation can be conducted 
for as many colors as desired, pro- 
viding, of course, that suitable 
flasher and dimmer capacity is 
available. The effect of the slow- 
ly changing colors lends a charm- 
ing and beautiful appearance to 
the building which is far removed 
from its prosaic daytime aspect. 

For the most attractive effect, 
the colors should be changed with- 
out abrupt transitions, and a de- 
scription of the method of proce- 
dure employed in one well-known 
installation is interesting. The 
three primary colors, red, green, 
and blue, are used, together with 
clear light. At one point of the 
cycle red is full on, with the other 
two colors off, and white dimmed. 
As the cycle progresses, white is 
gradually brought up to full 
brightness, washing out the red, 
which is then cut off, and after a 
short interval, green is turned on. 
The white is then gradually 
dimmed, revealing the green, 
which persists for the same period 
as the red. White is again brought 
up, washing out the green in turn, 
which is cut off, and the blue 
turned on. The white is dimmed, 
leaving the blue, and is again 
brought up, washing out the blue. 
The red then comes on and the 
entire cycle is repeated. While 
this description sounds compli 
cated all changes are readily made 
by a standard flasher and dimmer 
mechanism. All transitions are 
gradual, and the beautiful and 
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oul of eighty ! 


N internationally-known producer of receiving 

sets...a company with a sharp eye for values... 

recently subjected to microscopic test eighty different 
makes of radio cabinets. 


Digging deeper than external effects, this manufac- 
turer checked each cabinet for correctness of engineer- 
ing, finish, construction, acoustics and every other 
detail bearing on intrinsic value. 


Two rated 100 per cent... and one was ADLER- 
ROYAL. 


Place any ADLER-ROYAL beside any other cabinet 
in the same price class and let your customer decide. 
That’s all we ask. 


ADLER MANUFACTURING CO., Incorporated, LOUISVILLE 


ADLER-ROYAL 


CABINETS 





See the ADLER-ROYAL Radio Cabinets at the Chicago Show, Booth 9-10, Section EE; October 21st to 27th inclusive. 
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sanor quale aed we SLANDARD 

bility. Write for catalog. 
thru many 

years’ use / 





HEMINGRAY 


Glass insulators for low and medium 
voltage lines.. 


Hemingray Glass Co. 


Muncie, Indiana 




















When Your Customer Wants A Motor-- 


wick! Over 200 sizes and 


types of stock 
Emerson Motors sizes 1/30 to 2 h.p., AC 
and DC are on hand in Emerson ware- 
house stocks in New York, Chicago and 
Saint Louis for immediate shipment. 


EMERSON 
MOTORS 


Made by the Makers of Emerson Fans 
Special Motors for every need. 1/30 to 2 hp. AC and DC 









THE EMERSON ELECTRIC MFG.CO. 
2018 Washington Ave., St. Louis, Mo. 
806 W.Washington Blvd.,Chicago, IIl. 
50 Church Street, New York City 


| spectacular effect is not marred 


by sudden shifts in color. 
The application of floodlighting 


to our public buildings will add 
| immeasurably to the attractiveness 








of our cities, and its increased use 
should be promoted by the elec 
trical industry. 


The Home Beautified by 
Decorative Lighting 
(Continued from Page 11) 


glass. A back plate is provided 


| upon which is mounted an inter 


| mediate base socket with a 25 








watt tubular lamp. This bracket 
is extremely simple in construc 


| tion and yet presents a far more 


pleasing and artistic appearance 
than many others of intricate de 
signs. In the older fixtures, the 
design did not take advantage of 


| the flexibility of application possi 
| ble with the incandescent lamp 


and followed too closely types 
which were constructed according 
to the limitations imposed by the 
use of a flame illuminant, such as 


‘gas. The incandescent lamp can 


be burned in any position; it can 
be entirely enclosed, it can be re 
cessed in a wall bracket, or con 
cealed in a_ structural member 
with its light emitted through dif 
fusing or diffracting windows. 
There is literally no end to the 
varieties and manner in which it 
may be employed; and it is to be 
hoped that certain of the new fix 
tures are indicative of the still 
greater progress which may _ be 
made in the future. 

Another application of light as 
a decorative medium is that of 
illuminating stained glass) win 
dows. In many homes charming 
examples of this art have been in 
stalled, perhaps at considerable 
expense, whose beauty is lost at 
night. In a quite simple manner 
this can be preserved for the en 
joyment during the evening of the 
owner and his guests. The equip 
ment necessary consists of porce 
lain enameled angle type of re 
flector suspended outside the win 
dow from a goose-neck bracket. 
with a switch placed in the house 
to control the light. In a recent 


| installation of this nature the ef 
| fect was indeed most pleasing 





The lighted window appears to be 
easily accomplished by — using 
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A Radiotron 
for every purpose 


RADIOTRON UX-201-A 


Detector Amplifier 


RADIOTRON UV-199 


Detector Amplifier 


RADIOTRON UX-199 
Detector Amplifier 


RADIOTRON WD-11 


Detector Amplifier 


RADIOTRON WX-12 
Detector Amplifier 


RADIOTRON'UX-200-A 


Detector Only 


RADIOTRON UX-120 
Power Amplifier 


RADIOTRON UX-222 
Sereen Grid Radio 
Frequency Amplifier 


RADIOTRON UX-112-A 
Power Amplifier 
RADIOTRON UX-171-A 
Power Amplifier 
RADIOTRON UX-210 
Power Amplifier Oscillator 


RADIOTRON UY-224 
Screen Grid Radio 
vignenY Jumse 
(A. C. Heater) 


RADIOTRON UX-240 
Detectog Amplifier for 
eee 

Amplification 


RADIOTRON UX-245 
Power Amplifier 


RADIOTRON UX-250 
Power Amplifier 
etch ney 2 UX-226 
(A. G "Piieen!) 


RADIOTRON UY-227 
Detector Amplifier 
(A. C. Heater) 


RADIOTRON UX-280 
Full-Wave Rectifier 
RADIOTRON UX-281 
Half-Wave Rectifier 
RADIOTRON UX-874 
Voltage Regulator Tube 


RADIOTRON UV-876 
Ballast Tube 


RADIOTRON UV-886 
allast Tube 








The standard by 
which other vacuum 
tubes are rated 





Look for this mark 
on every Radiotron 








5 
aT hes I RLI ON aI NS aI NT le -_ LT es 





Cc. BS. SMITH 


Presideme STEWART. WARNER CORP. Say 





“Every Stewart-Warner receiving set undergoes 
the most exacting tests before it is approved 
by eur laboratory engineers. For this purpose 
Re A Radiotrons are used. Because we have dis- 
covered that they add materially to the perform- 
ance of our instruments we recommend them to 


ail of our customers for initial equipment and re- 


7 CohuD> 
pat aff vacuum tubes showid he replaced alter s year of u 
be am Apert ra ben a wi vee a bran 





saath RADI OTRON 

















RCA Radiotrons are backed by continuous ad- 
vertising the year around, both in newspapers 
and magazines. The vacuum tube replacement 
market, growing larger each year, is an oppor- 
tanity to the dealer to make steady profits by 
keeping a full line of RCA Radiotrons—and main- 
taining a reputation in his community for always 
having the full line in stock. It pays to carry mer- 


ehandise that gives you a quick turnover. 


Superior resources of research and manufacturing guar- 
antee to RCA Radiotrons the finest possible quality in 
vacuum tubes. They are the standard of the industry— 


and so accepted by both the trade and the public. 


RADIOTRON DIVISION 





The national magazine ad- 
vertisement reproduced at 
the left is one of the 1929 
Radiotron series, each of 
which carries the signa- 
ture of a leading radio 
manufacturer. 





RADIO-vICTOR CORPORATION OF AMERICA - NEW YORK - CHICAGO - ATLANTA - DALLAS - SAN FRANCISCO 


RCA RADIOTIRON 


RADIOTRONS ARE THE HEART OF YOUR RADIO 


SET 


, ee 


4a 


se BPO - 


a a Ee 
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MULTI 





REFLECTORS 


Of best materials 
and workmanship 
reasonably priced 








Have you a copy of our Bulletin No. 6? 
Makes profitable reading. Send for it. 





Multi Electrical Mfg. Co. 


210 No. Ogden Ave., Chicago, Ill. 




















relz-Moon 


FRETZ-MOON TUBE CO., Inc., Butler, Pa. 











F.. speedy work and a sav- 
ing of time and labor, use 


FRETZ-MOON Conduit. 





| a picture painted in light upon th: 


| curtains. The low cost of th 














RIGID 





| 
| 


CONDUIT 




















required equipment should en 
courage a more popular use 0! 
this application. 

A novel use of light, some ex 
amples of which have alread, 
been noted, is the apparent trans 
formation of the interior window 
into one which looks out upon the 
bright sunlight. The monotony of 
observing a blank wall or a dimly 
lighted window upon an interio: 
court or air shaft has been ex 
perienced by many. To obviate 
this, false windows have been con 
structed which were backed with 
painted scenes and so lighted that 
the impression is given of looking 
out upon the open air and bright 
sunlight. One can readily imagine 
that it is far more preferable to 
employ a device of this character 
than to be compelled to have one’s 
view limited by an expanse of 
wall space unrelieved by any sug 
gestion of light and color; and it 
is hoped that'these windows will 
be used frequently in apartment 
house construction. ~ 

Another application of incan 
descent lamps in a purely decora 
tive sense and one which holds 
many possibilities as a revealer of 
hidden and unsuspected beauty, is 
that of painting gardens’ with 
light. We can easily picture the 
dilemma of the home-owner who 
takes pardonable pride in his trim 
lawns and shrubbery, but is un 
able to exhibit them to his guests 
at night except by means of feeble 
illumination obtained by turning 
on a porch light or some of the 
lights in the interior of his resi 
dence. Fortunately, through a 
series of experiments conducted 
recently by lighting engineers, it 
has been found perfectly feasible 
to light gardens at night through 
the use of floodlighting projectors 
In many cases only one unit, di 
rected upon some favorite spot 01 
retreat, is all that is required. In 
other applications where it is de 
sired to light a broader expanse. 
two or more units may be used 
to good advantage. It has been 
found desirable to connect these 
to the house circuits so that the, 
may be readily moved from plac: 
to place when it is desired that 


| more than one of the garden set 


| tings should be lighted. This i- 
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THESE INTERESTING TUBE TESTS ARE FEATUREE | 
IN ARCTURUS SATURDAY EVENING POST ADVERTISIN 











a two i ~ ation of 

There’s no question about rcturus’ clear, humless tone is yr ’ 

- reer cturus Tubes hold the worl 

Arcturus’ 7-second action when more convincing than a twenty- pny ad lon fie be a 
te sales talk P & ee 

your customer holds the watch. minu . they withstand the line surge 


that burns out other tubes. Show 
your customers that Arcturus 
Tubes easily withstand 75% 
more current than they are de- 


ANEW IDEA ~ 
IN SELLING TUBES 


THAT MEANS MORE 
PROFITS FOR EVERY 
ARCTURUS DEALER 


HE more Arcturus Tubes you sell, the better for 
your business. 








And the best way to sell these superior tubes is to 
demonstrate their many good points. 

Our National Advertising Campaign, beginning with 
a half page in the October 26th Saturday Evening Post, 
tells radio set owners to make sure of tube performance 
before they buy tubes. We tell them what points to check, 
and how to check them. And Arcturus Dealers will be 


' glad to make these tests, because Arcturus performance 
ARCTU R U Ss measures up to the highest standards at every point. 
QUALITY 













These photographs, reproduced from our Saturday 
Evening Post advertising, illustrate three easy tube tests 
that clinch sales. Show your customers what Arcturus 
Blue Tubes can do, and watch your tube sales jump. 

When your Arcturus sales go up your customers get 
better reception and your service overhead goes down. 

Try selling Arcturus Blue A-C Tubes this way, and 
see what happens to your tube and set sales. 












ARCTURUS RADIO TUBE COMPANY 
Newark, N. J. 
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A complete line for 
YEAR ’ROUND PROFITS 


\ 














DIEHL 


More than dispelling heat in 
summer ... Diehl Fans pro- a 
vide. better ventilation every WIND-O VENT 
month in the year... 
Every home, shop, factory, restaurant, 
hotel, theater, apartment house, etc., is a 
prospect ... Let us help you sell your 
customers this big business building idea 
- « « Handsome profits for jobbers and 
their salesmen pushing the complete Diehl 
line. Write for catalog and attractive 
sales helps. 


DIEHL MANUFACTURING CO. 


Electrical Division of THE SINGER MFG. CO. 
ELIZABETHPORT, N. J. 


Atlanta, Boston, Chicago, Columbus, Dallas, New York, Philadelphia, Pittsburgh, St. Louis 


DIFF FANS 























MASTER 
BUILDING 


Riverside Drive at 103rd Street 
New York City 


Owners: Roerich Museum, Inc. 


Architects: 
Helmle, Corbett & Harrison 
Sugarman & Berger 
Associated 


Consulting Engineer: 
W. H. Dusenbury 


General Contractors: Longacre 
Engineering and Construction Co. 


Electrical Contractors: Jandous 
@ Electric Equipment Co. 
<2 i gb By . ; 
eA: i és : ¥ ap Electrical control and con- 
se aces tere (‘x venience throughout this 
te aS Gf ‘ monumental structure is pro- 
vided by 


EBER [\ EPENDABLE 
IRING L/EVICES 


Henry D. Sears, Gen’! Sales Agent 














80 Boylston St., Boston, Mass. 








easily accomplished by using 
heavy duty rubber covered cable 
The charm and beauty revealed 
through the application of this 
form of lighting are a revelation 
to one who has not had the pleas 
ure of observing a garden lighted 
in this manner. The mass 
green verdure floodlighted with 
light, many times contrasted with 
the darker background, presents a 
picture which instantly appeals to 
all lovers of nature. A faint con 
ception of the very pleasing ap 
pearance of a garden illuminated 
in this manner may be gained 
from an examination of the illus 
tration showing the trellis. The 
several climbing vines which are 
entwined around the trellis, to 
gether with the delicate tracery of 
the drooping branches of the tree 
in the background and the stretch 
of turf, combined to form a pic 
ture which the owner of this gar 
den declared was far more beaut! 
ful than its daytime appearance. 


A much wider use of light as 
a means of decoration in the home 
should become prevalent once the 
public has recognized the ease and 
relative simplicity with which 
wholly artistic results may be ob 
tained. 


O! 





These boys are, from left to right 
C. Baines, manager of the radio 
department of Peaslee-Gaulbert Co., 
Louisville, Ky.; J. D. Smart, special 
representative; J. E. Dickens, service 
manager, and B. N. Schulte, assistant 


to Mr. Baines. They posed beside th 
company’s new band wagon which has 
been especially built to carry a com 
plete display of radio apparatus and 
accessories in a room setting. It will 
travel all over the Peaslee-Gaulbert 
territory visiting various radio dealers 
The back of the truck unfolds, provid- 
ing a stairway for the convenience 0! 
dealers, and in addition the right side 
also unfolds presenting the room 
full view. 
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Why MIAIRVIIN Radio Tubes 


~ Serve Better ~ Live Longer 


ARVIN Radio Tubes are 
Master-Built by skilled 
engineers in the thoroughly 
modern factory shown above. 


The finest of automatic proc- 

esses produce Marvin Tubes 

in quantity. Quality is insured 

by the exceptional testing 

methods installed by an er- 

gineering staff second to none 
in the industry. 


———————E—————t 


if 


ial 
ice 


int 





las 


nd ' section of the thor- 
a : 
vill oughly modern Marvin 
el jectory, where Master- 
- 


“d. Built Tubes are 
produced. 














Radio dealers are invited to 
consider this, and any other 
Marvin advertisement, an open 
invitation to test Marvin qual- 
ity in comparison with all 
other tubes. No matter how 
comprehensive or rigid the 
tests, we are confident of the 
result. You will be convinced 
that Marvin Radio Tubes “‘Serve 


Better and Live Longer.”’ 


MAIRVIN 


MASTER-BUILT 
RADIO TUBES 














MARVIN 
RADIO TUBE 
CORPORATION 
Irvington, N. J. 

Sales Office 


225 Broadway 


New York City 
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NEON 
GLOW 
LAMPS 


withstand 
hard shocks 
and 
severe vibration 








GLANCE at the illustration here shows you how rug- 
gedly built is the new Cooper Hewitt Neon Glow 
Lamp. With no fragile filament to break, this % Watt 
lamp gives long economical service ... and distinctive 
light. Fits regular socket. Types available for 110 A. C. 
or 220 A. C, or D.C. lines. Replaces higher wattage 
lamps as pilot lights, indicators, test lamps and many 
other special uses. For details and prices, address: 
Cooper Hewitt Electric Co., 891 Adams St., Hoboken, N. J. 


COOPER HEWITT 
A General 36) Electric 


Organization 409 © C. H. E. Co., 1929 

















New Opportunities for Big Volume Sales 





Ideal Universal Wire Connectors 
You can count the sales by the millions. 


Fixture houses and appli- 
ance manufacturers use 
them in huge quantities. 
Unlimited contractor, radio 

















and industrial market. The **Bowlus”’ Boring 
demand has_ boosted our Machine 
production into the millions. 
Sell Ideals. It is easy to Contractors have found 
get big volume. Solderless, that this machine en- 
Tapeless, save time and ables them to under-bid; 
, money and are fully ap- and it is sold at a price 
*SE-Z”’ Wire Stripper proved by Underwriters and they’re geady to pay. 
Factory Mutual  Labora- Big Profit, Big Volume 
heen Ri sg ant ame tories. Rec. in N.E.C. and Quick Turn-over for 
. 4 s , seh he : 
ers. Volume Sales! Worth you. We specialize in 
while profits! Electrical equipment that 1s want- 
workers have been buying ed—low sales resistance 
these on sight because one —high volume. 
squeeze on the —_ — 
the wire, cuts the insulation e 
and ‘strips the wire. Time and Money-Savers 
Ideal Commutator Dresser Co. 1029 


1047 Park Ave., Sycamore, III. 

Please send further information regarding 
() Ideal Wire Connector 

{] Ideal “Bowlus’” Boring Machine 

{J Ideal “E-Z’’ Wire Stripper 
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Relighting the School and 
Office 
(Continued from Page 12) 

of office lighting in terms of ne\ 
construction. That, of course, 
most important, but there is ai 
even greater and certainly a more 
stable market for lighting equi 
ment and wiring materials in th 
tens of thousands of office build 
ings which are five or more years 
old. 

That is the age limit set upo: 
office lighting fixtures by Mr. 
William E. Malm, president oi 
the Cleveland Association oj 
3uilding Owners and Managers 
Speaking before the National As 
sociation of Real Estate Boards 
at a recent convention in Boston, 
Mr. Malm said, “The advance 
made in the art of lighting is sc 
constant that it is seldom good 
practice to maintain any type oi 
lighting fixture for a period oi 
over five or six years.” 

Here is not only food for 
thought, but inspiration to action 
When office building managers be 
gin to tell each other that their 
equipment is obsolete, it is time 
for somebody with an order book 
to get busy. 

Hardly a jobber’s salesman in 
the country but will find many of 
fice buildings within his territory 
whose lighting equipment has far 
outlived Mr. Malm’s age limit. 
And in each of the more impor 
tant of these buildings he should 
find an owner or manager who is 
being taught by his trade paper 
that modernized lighting pays di\ 
idends in increased rentals, fewer 
vacancies and _ contented, loyal 
tenants, 

Whether talking to building 
managers who have space to let 
or to office managers who are re 
sponsible for the efficient utiliza 
tion of that space, the final argu 
ment in favor of better office 
lighting is value. It must be 
worth more in dollars and cents 
than the buyer pays for it. When 
you have proved that, you hav 
proved your case: the order for 
equipment follows automaticall) 

How are you to prove value: 
Well, it was Elbert Hubbard. | 
believe, who said that in writing 
a patent medicine advertisement 
one had to sell the disease befor 
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\\ \ Pighty Ptonarch (This message to retailers is appearing in all 
‘ of the Air radio trade and business papers for October) 
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Mv ajestic dealers have never 


been left out of the picture in 

any of Grigsby-Grunow’s plans. 
That’s why they HAVE made, ARE 
making, and WILL CONTINUE to 
make more money than any other 


dealers in the radio business.”’ 


Cy» Obure! 


Vice President and Treasurer 


GRIGSBY-GRUNOW COMPANY,CHICAGO, U.S.A. 


World’s Largest Manufacturers of Complete Radio Receivers 





Makers of 
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SHERMAN 


solderless 
connectors 


ONLY ONE 
SIZE NEEDED 
—FIT ALL 
WIRES—NO. 
12 OR 
















for 


NEON 
SIGNS! 


and for miscellaneous man- 
ufacturers of _ electrical 
equipment. 





Soldered connections are 

out of date. SHERMAN 
—_— has shown a better way. 
Electrical contractors every- 
where have found the Sher- 
man Fixture 
most efficient for making 
y small electrical connections. 
The screws can’t come out! 
They’re all brass—can’t 
rust, assuring high con- 
ductivity. Swift and easy 
to install—No more acid, 
solder and blow _ torch. 
Packed in attractive counter 
display cartons and big re- 
tail sellers to radio fans. 
A profitable item for jobber 
salesmen. 


H. B. SHERMAN 
MFG. CO. 


Battle Creek, Mich. 


Sold Thru Jobbers 
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The Mogull Bros. Electric 


Corp., 
Bronx, N. Y., is now occupying an en- | 


tire corner in the Chester Theatre 
|'Bldg., bounded by Boston Rd., West 
| Farms Rd. and E. Tremont Ave. The 
| company occupies 4,000 square feet and | 
claims to be the only electric shop in | 
the city located on three street cor- 
ners. It also claims to have the larg- 
est curved Neon sign in the city. This 
|store carries a complete line of lighting 
| fixtures, electrical supplies, radios, nov- 
/elties, Kelvinators, and motion picture 
outfits, using two trucks for deliveries. 


one could sell the cure. That} 
holds good in lighting. You must | 
sell the evils of poor lighting be- 
fore you can hope to sell the ad 
‘vantages of good lighting. 








| 
| 
| 
| 


The evils of poor lighting are| 
less obvious than we in the in- 
dustry think. We who know} 


these evils are keenly sensible of | 
them, but the man who does not | 
‘know the difference between light | 
jand illumination must be educated | 
patiently or our sales arguments 
go over his head. 

Floyd 


economist 


Parsons, the eminent | 
and industrial writer | 
ipictured the workers under poor | 
light “going from their | 
iday’s labor with aching heads, red | 
eyes and fatigued bodies.” Could | 
lyou persuade an office manager | 
of that? You could not. He| 
would say that the worker, if a| 
igirl, had been dancing all night, | 


home 


ior if a man, that he should as-| 
suredly change his _ bootlegger. 


The fact that eye strain frequently | 
takes toll of three times the share 
of nerve force allotted to normal 
jeyes is a hygienic fact which he 
just naturally cannot comprehend. 

But translate the argument into 
dollars and and even the 
imost thoroughly hard-boiled of- 
fice executive begins “to see the 
light.” Tell him that three-| 
‘fourths of per cent increase 
‘in payroll will result in ten to 
fiteen per cent increase in produc- 
ition, and he'll demand that you 


| ne be 
iprove it. That means a demon- 


cents, 





one 

























: a Continuous 











3825 Laclede 


Reflector Company 


In single unwired units 
—completely wired and 
assembled sets or con- 
tinuous trough = type 
For complete line 
write for Catalog 8. 





“a 





Number 80 Single un- 
wired unit for T 6', 
intermediate base 
lamp. Length 8', 

face opening 134” 
height 13%”. 





Number $0 Single wu: 
wired unit for T {0 
tubular lamp Standard 
base. Length 7". 
height 1%”, face ope 
ing 2%”. 





trough 
type No. 2100 designed 
for specially con- 
structed cases only 
For T 10 Tubular 
lamps. 





Continuous troug" 
style No. 1900 for ai! 
standard floor cases 
For T tO Tubula 
lamps. 


We do not recommen’ 
the use of lamps ove 
25 watt in any of the 
above fixtures. 


St. Louis, Mo. 
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PERFECT 


HUMLESS 


_ REPRODUCTION 
The Biggest 4 in Radto 








X 


Humless Screen Grid and A.C. Tubes 
with the Gold Seal Uniform Quality 
That the Set Makers and Public Are 
Beginning to Talk About . « «| 






“This is Going to Be 
aGold SeatSeason’”’ 


el, 





ll Price Range And Discount 
Policy Information. We'll Wire 
It If You Say So. Send Today. 


GOLD SEAL ELECTRICAL COMPANY, Iwc., 250 PARK AVENUE, NEW YORK 
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Its Reputation 


sassures customer satisfaction 


HE enviable repu- 

tation for com- 

pactness, economy 
and dependable performance 
which Detroit Torch No. 44 
enjoys among electricians, is 
the best evidence of the satis- 
faction which it will give to 
your customers and is one rea- 
son why it is the most profit- 
able electricians’ torch you can 
handle. 


If your house is not already 
handling the Detroit Line, write 
for a catalog and complete in- 
formation, today. 


(aut) DETROIT 


——j Because h TORCHES & FIRE POTS — 
Theyre | DETROIT TORCH & MEG. CO. 


Better | petRoir wy MICHIGAN 
New York Office, B.S. Alder Co. - 65 Warren St. 





























THE OWNERS AND AGENTS 
of 
CHICAGO'S LEADING OFFICE BUILDINGS 


Take pleasure in announcing the extension 
of their national renting service to 


THE ELECTRICAL INDUSTRY. 


All essential information concerning 
CHICAGO BRANCH OFFICE 


facilities available in these representative buildings, 
will gladly be sent upon request and without 
the slightest obligation. 


Chicago rentals are not high. Your needs can be met. 


Address, 
JOS. BATTERSBY 


London Guarantee Building 
360 N. Michigan Ave. Chicago. 








stration, and a demonstration 
means a sale—nine times in te: 
The documents of the lamp 


| companies, the reflector manufa 
| turers and the fixture makers ar 


replete with convincing fiscal 
facts to serve as office lighting 
sales arguments. We know of of 


| fices which improved their light 
| ing and were able to get along 
| with fewer clerks, of offices which 





were able, by improving the light 
ing, to utilize what had previousl\ 
been “waste space,” of offices 
wherein errors and accidents were 
so reduced as to make a substan 
tial increase in net profits. Facts 


| like these, when backed by names, 


dates and locations, are convinc- 
ing to the coldly practical type of 
management which is deaf and 
blind to argument and evidence 
touching eye strain and the health 
and happiness of hirelings. 
Perhaps the most effective form 


in which to present cost figures 


on lighting is to adapt the prin 
ciple of “machine rate” as_ used 
in factory cost systems to the op- 
erations of offices. This “machine 
rate” is the total cost per opera 
tion of any machine, and includes 


| interest on investment, deprecia- 








tion, pro rata of floor space rental, 
light, heat, ventilation, insurance, 
percentage of idle time, superin- 


| tendence and all other overhead 


items, to which is finally added 
the cost of power and the wages 
of the operative. It is amazing 
to anyone unfamiliar with factory 
cost accounting to find how these 
overhead expenses mount. 

If the same idea is applied to a 
typewriter or an adding machine, 
it would be found that the ‘“ma- 
chine rate” ratio of the cost of 
improved lighting to increased 
output is perhaps half or one- 
third the ratio to wages, which 1n 
the past has been the common 
basis of figuring. For it must be 
obvious that in speaking of spend 
ing “one per cent of payroll” for 
better light, we are leaving out 
of consideration every other cost 
than labor. We should properly 
refer to a percentage of the total 
office expense because the promised 
increase in production is an in- 
crease of output of labor plus ma- 
chines and overhead—not simply 


| an increase in labor alone. 





But when all is said, demonstra 
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1] A DUAL SALES 
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ore: saa a ne 
The Merchandise Mart, Chicago, IIl., another fine building 


using Youngstown-Buckeye Conduit. 


Architect GRAHAM, ANDERSON, PROBST & WHITE 
Electrical Contractor—THE A. S. SCHULMAN ELECTRIC Co. 









OUNGSTOWN-BUCKEYE CONDUIT has a two-fold 
sales asset—first, it makes the initial sale easier; second, it 
assures a steady repeat business. 





1 Because Youngstown-Buckeye Conduit is widely advertised; 
because it is so well known and so widely used the salesman can 
confine his efforts to actual selling instead of spending valuable 
time in the introduction and explanation of his product. This 
g means a higher percentage of orders from first calls. 

\ 


And once he has sold a customer he does not have to exert the 
same selling effort to secure his future business. Youngstown- 
Buckeye Conduit stays sold because it proves itself on the first 
” job—this means a higher percentage of repeat orders. 


ao < 


Easier first sales plus more repeat sales means more profits. 
That’s why it pays to push Youngstown-Buckeye Conduit. 


“ &§ THE YOUNGSTOWN SHEET AND TUBE COMPANY 
One of the oldest manufacturers of copper-bearing steel, under 

a the well-known and established trade name “Copperoid”. 

mn General Ofices—YOUNGSTOWN, OHIO 


€ DISTRICT SALES OFFICES 

1 4 ATLANTA—Healey Bldg. DETROIT —Fisher Bldg. PHILADELPHIA— 

j BOSTON—80 Federal Str. KANSAS CITY, MO.— Franklin Trust Bldg. 

iT BUFFALO—Liberty Bank Bldg. Commerce Bldg. SAN FRANCISCO— 
CHICAGO—Conway Bldg. MEMPHIS—P. O. Box 462 55 New Montgomery St. 


it CINCINNATI—Union Trust Bldg. MINNEAPOLIS—Andrus Bldg. SEATTLE —Central Bldg. 
CLEVELAND—Union Trust Bldg). NEW ORLEANS—Hibernia Bldg. ST. LOUIS —Shell Bldg., 
DALLAS—Magnolia Bldg. NEW YORK—30 Church St. 13th and Locust Sts. 
DENVER—Continental Oil Bldg. PITTSBURGH—Oliver Bldg. YOUNGSTOWN -— Stambaugh Bldg. 


LONDON REPRESENTATIVE—The Youngstown Steel Peabo Co., 


Dashwood House, Old Broad St., London, E. C. England 
“GALVANIZED SHEETS PROTECT” 


“SAVE WITH STEEL” 
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With the increasing demand for finer buildings and the correspond- 
ing requirement for the best electrical supplies, quality becomes the 
only source of economy. 

Mohawk Rigid Conduit has the approval of contractors; it is made heavy; imper- 
vious to acids; durable as the building. — Tough enamel; smooth, glossy finish. 
Pipe bends so easily, you hardly realize it is steel—And, clean even threads that 


make work a joy. 
Mohawk Conduit may be had in either Indian 
Black (enamel) or Indian White (galvanized). 


MOHAWK CONDUIT CO., Inc. 
COHOES, NEW YORK 





BRANCH OFFICES: NEW YORK — CHICAGO — PHILADELPHIA — BOSTON 
INDIANAPOLIS — NORFOLK — MINNEAPOLIS — DENVER — SEATTLE 
LOS ANGELES — SALT LAKE CITY — SAN FRANCISCO — PORTLAND, ORE. 
























N “ 


lighting 
equipment 
for 30 years 
has set a stand- 
ard for high lighting 
efficiency, low cost of 
installation and low oper- 


ating cost. GUTH-LITE 


scores high on these 3 points. 
She KIOWIN KF. Guin COMPANY 
2615 Washington Ave., St. Louis, Mo. 
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| sales. Once let an office organiz: 





tion beats conversation in lightin, 


tion become accustomed to go 
illumination, and it is next to in 
possible to take it away. Equi 
one room properly, and the rest «: 
the building will insist upon equ: 
illumination. 

The close relationship betwee: 
office lighting and school light 


/ing is another thing that has 





not been generally appreciated b 
jobbers’ salesmen. Ward. Harri 
son, the eminent illuminating e1 
gineer, once referred to the schoo! 
room as “the office of the child,” 
and that keen phrase immediate], 
changed many men’s point of view 


‘toward school lighting require 


ments. 
For, when you stop to think of it, 


it is obvious that the same factors 


govern ,operations in both office 
and school room. Reading, writ 
ing, checking, filing and consulting 
references are the physical tasks 

concentration, memory and crea 


tive thinking are the mental tasks 
| performed in both environments. 





The type of lighting which aids 
perception, reduces fatigue and 
speeds work in the office will have 
exactly the same stimulating effect 
in the school room. 


So it is not strange that a schoo! 


| room set aside for use as an “eye 


sight conservation classroom’ 
should have been equipped with « 
unit designed primarily for office 
lighting. The school authorities. 
in an independent search for a 
lighting effect proper and helpful 
for pupils of subnormal vision. 
arrived at the same conclusion as 
illuminating engineers intent upon 
devising a unit for office workers 


The incident is significant. !t 
not only points the way toward 
a better type of school room light 
ing, but it also points a way to 
ward increased and easier sales b\ 
jobbers’ salesmen. Instead of tw: 
widely varying types of lighting 
we find we need deal with but on 
type. The sales arguments, th: 
physical equipment and the insta! 
lation problems are identical. 

And both are Re-lighting sales 
that is the gratifying fact—tha' 
and the further fact that bot! 
school authorities and office buil’ 
ing executives are taking the i 
tiative toward good lighting. 












October, 1929 


THE JoBBER’SfA)SALESMAN 


119 





FOUNDED ON THE BELIEP THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 

















PP Se 


There can be no compromise with quality 


fin any product that bears the Ray-O-Vac name. 


Ray-O-Vaec Radio Tubes were designed to match 


the Ray-O-Vac reputation; what more can anyone 


—dealer or user—ask? Your jobber will supply you. 


There is ‘a Ray-O-Vac Tube for every type of 


radio set, old or new. And when you consider 
that this good name has stood for excellence in 
batteries for so many years, you find that you 
really have something to sell when Ray-O-Vac 
Tubes are on your counter. Consult the list at 


the right for details. 


FRENCH BATTERY COMPANY 
Factory: Madison, Wisconsin 
Sales Office: 30 N. Michigan Ave., Chicago 


Makers also of Ray-O-Vac “A,” “B,” and “C” Radio Batteries, 

Ray-O-Vac Ignition, Telephone, and Flashlight Batteries, Ray- 

O-Vac Standard Flashlights, and the Ray-O-Vac Rotomatic 
Searchlight (in colors). 


RAY.ONAC 


ae 


. @ uoes 





‘Ray () } he 


RADIO TUBES 


RX-199 Detector Amplifier 
RV-199 Detector Amplifier 
RX-120 Power Amplifier 
RX-200A Detector 
RX-201A Detector Amplifier 
RX-201B Detector Amplifier 
RX-112A Power Amplifier 
RX-171A Power Amplifier 
RX-240 High Mu Detector Am- 
plifier 
RX-222 Screen Grid Radio 
Audio Amplifier 
A. C. Amplifier 
Detector Amplifier 
A.C. HeaterTypeScreen 
Grid Detector Amplifier 
A. C. Power Amplifier 
A. C. Power Amplifier 
and Oscillator 
RX-250 A. C. Power Amplifier 
RX-280 = Full-Wave Rectifier 
RX-281  Half-Wave Rectifier 


RX-226 
RY-227 
RY-224 


RX-245 
RX-210 
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departmer t, Shriner’s ae ... 
Hospital, Chicago — 


Quad lighting units are doing their share in this fine 
work in hospitals, sanitariums, gymnasiums, play grounds 


Wao) and auditoriums all over America. 


SHTING UNITS) Jobbers’ salesmen are not overlooking these opportuni- 

Write for catalog of ties for quick and profitable sales. They know that 

complete _ line. If Quad lighting units are preferred by discriminating 

pe Ey naan Wn dealers, owners, contractors and architects because of 

inquire the reason. their sturdy quality, simple beauty and thorough-going 
efficiency. 


QUADRANGLE MANUFACTURING CO., Inc. 






















| FOR RENT 


{or sublease till 1931) 


CHOICE OFFICE SPACE 
IN CHICAGO 


Available immediately — approximately 3,000 
square feet of most desirable Loop office space 
in the central business district of the city of Chi- 
cago. Our present lease (made when rentals were 
much lower than they now are) does not expire 
until 1931 and we will rent or sublease the entire 
amount of space, or any part thereof to respon- 
sible tenants at a great reduction. For complete 
information 














Write Box 1313 


THE JOBBER’S SALESMAN 
520 N. Michigan Ave., Chicago 




































26 So. Peoria St. CHICAGO, ILLINOIS 





Helping Boys Build 
Stronger Bodies 
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More than a year ago Mr. Eve: 
ett B. Murray, one of the mos: 
prominent speakers to address th, 
Midwest and Northern Regional! 
Conference of Building Owners 
and Managers, said to his felloy 
members, “Very particular atte: 
tion should be given by the mana 
ger to the type of electrical fix 
tures in the office space. It wil! 
pay him dividends to experiment 
to see what type of fixtures can }y 
used in his offices, which will in 
crease not only the illumination 
but the working efficiency and 
possibly reduce the wattage. I 
has been our experience that ten 
ants have not objected even to in 
creasing their wattage providing 
they can get a uniform light which 
is as near to natural daylight as 
possible. There are numerous fix 
tures in the market which have 
considerable advantage over the 
old style lights. A room fitted up 
with the new fixtures and shown 
to the tenants will demonstrate to 
them at once what the building 
manager is endeavoring to attain 
and usually meets with enthusias 
tic approval.” 

When you find a field in which 
the customers get together in con 


| vention and sell each other, it is, 
/ as I suggested before, time for 


somebody with an order book to 


| get on the job. That is the condi 





| tion which now exists in the office 


lighting field. 






















Leslie F. Muter, vice-president 


| the Steinite Radio Co., Ft. Wayn: 
| Ind., has just been elected to the board 
| of the Radio Manufacturers’ Associa 


tion. He was also appointed chairma! 
of the Association’s credit committe 
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A LINE DESIGNED ESPECIALLY FOR JOBBER SELLING 


“A GOOD ELECTRIC CLEANER” does not mean, necessarily, “‘a 
good Jobber’s Cleaner.” 
Consideration must be taken of the peculiar “set up” of the 
jobber, his sales force and the dealers he serves. 
The three Clements Cleaners, pictured on this page, are 
BUILT FOR JOBBER SELLING. They are simple 
in construction, incorporate unusual “Factors of 
Safety” and are lacking entirely in belts, gears or 
other complicated mechanisms; servicing, there- 
fore, is practically eliminated. 
All three are priced well within the 
“over-the-counter” range—suitable for 
successful operation by the average 
dealer. 
All are simple to understand 
and to use. All combine 
deep cleaning power 
with DEPENDABIL- 
ITY which keeps 


customers _ Satis- 
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: JF JEWEL ma | 

: A straight suction electric cleaner em- A different type of revolving brush 
bodying the new Clements method of cleaner which enables you and your 

y “enclosed unit” construction which dealers to meet the demand for the re- 
makes bearings dust-proof and working volving brush—without servicing risks. 
parts simpler. All belts, gears and other complicated 
ChempeinieRisiilt” Yencligiiaiie ‘winwecal mechanisms are eliminated; full motor 
: : gee Al re power is left free for the development 
Factors of Safety which eliminate re- of powerful suction necessary to 
pair risks:—ball bearings, air-cooled thorough “airwash” rug and furniture 
a 8-blade all aluminum fan, safe- fabric; with the Clements type brush, 
guarded against the danger of caught the use of attachments is as practical as 
pee double the usual electrical safe- with any straight suction cleaner. 
guards against “shorts” and “grounds”. Clements-Rotobrush is ball bearing. It 
This cleaner is equipped with the employs the “enclosed unit” construc- 
Clements Suction Control adjustment tion method. It incorporates the same 
which adapts full efficiency to all rugs, Factors of Safety found on the Clem 
regardless of nap length, to bare floors ents- Jewel. Clements-Rotobrush is 
ind to linoleums. really a revolving brush cleaner—with 
A Floor Polisher is given free. straight suction advantages. It is safe 
More than 50% of the demand is for wh a os ga ce sgl cag ms rn al 
the “straight suction” type cleaner be- \ ¥ \ 3 O N 3 Osan ius Sg np wpm 
iuse it has always been considered the Shin: ‘laine: tei bodying i pana apaneiny neti ne oe 
Im lest th de 2 dable d he Glemines ee caste 4 jo dised - the same —: with that ma 
et a OR COPE ENG he liemiins Wieden on a, ee : chine, giving dealers a fair opportunity 
cepest cleaning. sean yea crore Pec? for to accommodate a divided market. 
Ramee ie $36.75 a quality cleaner at a low price. Retail Price.......................... $36.7 
- Reta Price ....................-: $29.50 

pe. Attachments................ 8.00 in te. 5.00 7 pe. Attachments................ 8.00 
urd We have a plan which enables jobbers to merchandise one, two or all three of 


these cleaners at the same time, without confusion and without extra sales effort 
or expense. Write for details. 


CLEMENTS MFG. CO., 625 Fulton St., CHICAGO 
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MANUFACTURERS 


NEWS 




















Anaconda Purchases 
Marion Insulated 

The Anaconda Wire & Cable 
Co., Pawtucket, R. I., announces 
the purchase of the assets of the 
Marion Insulated Wire & Rubber 
Co., Marion, Ind. In the future, 
this mill will be operated as the 
Marion Mill of the Anaconda 
Wire & Cable Co., and J. F. Auten 
will continue as manager of this 
mill. 

While no definite announcement 
has been made, it is understood 
that the Anaconda Wire & Cable 
Co. intends to materially expand 
the present Marion manufacturing 
facilities and, at the same time, to 
standardize its production with 
similar lines in other mills. 


Triangle Conduit Expands 

The Triangle Conduit Co., Inc., 
Brooklyn, N. Y., which was 
founded in July, 1916, by J. E. 
McAuliffe and V. C. Gilpin has 
expanded to the point where it has 
become necessary to erect its own 
plant. This factory which is now 


in full operation, is located at 


Wheeling, W. Va. 





On Saturday, September 14, the employees of the Mid- 
Lamp Works 
Elizabeth N. Smith with a luncheon and bridge party to 
celebrate her twenty-fifth anniversary in the employ of the 
A. H. Meyer, general manager of 


land Division of National 


National Lamp Works. 


the Midland Division, presented Miss Smith with a solid 
employees showed their 


gold wrist watch and band. The 


‘New Products, Literature, et 


The company has decided to 
market a hot-dip galvanized pipe 
with a green-gold lacquer finish. It 
has also added A.B.C. cable, and a 
box and fitting line to its products. 

As this goes to press, the com- 
pany is holding a two-day confer- 
ence in New York and two days at 
Wheeling, which conference is 
being attended by the entire or- 
ganization. 

The present organization set-up 
follows: J. E. McAuliffe, 
president; J. A. Jaques, eastern 
sales manager; C. C, Hillis, in 
charge of sales, west of Kansas 
City, and W. Lawson, general 
assistant sales manager. 


is as 


New Company to Suc- 
ceed Double D 

The Parker Electrical Mfg. Co., 
has been organized to succeed the 
Double D_ Electrical Mfg. Co., 
Oakland, Calif. 

Charles F. Parker, formerly 
manager of the Western Safety 
Mig. Co., and Brown & Pengilly, 
San Francisco, is president of the 
new firm and P. DeBernardi is 





mh... 





vice-president. Mr. DeBernardi 
was formerly in charge of the sheet 
metal department of the Western 
Safety Mfg. Co. and the Diamond 
Electrical Mfg. Co., San Francisco 
The newly formed company will 
manufacture safety switches, pan 
elboards, switchboards, and other 
electrical equipment. 

* *« * 

Changes in Wagner 
Organization 

The Wagner Electric Corp., St 
Louis, announces the opening of a 
new branch sales office at Dallas, 
to cover the entire state of Texas, 
and parts of Louisiana and Arkan 
Alfred B. Emrich, forme: 
manager of the Pittsburgh office, 
has been placed in charge of the 
new branch. 

James C. Pattillo, Jr., has as 
sumed the managership of Wag- 
ner sales at Pittsburgh. Follow 
ing the completion of his student 
engineer training with this plant, 
Mr. Pattillo was transferred to 
Pittsburgh as a salesman from 
which position he was promoted to 
that of branch manager. 


Sas. 








honored Miss 


M. T. Mulroy. 





since its inception 37 years ago. 


appreciation of her loyalty and good fellowship by present. 
ing her with a sterling silver dresser set, supplemented 
with an autographed album of her associates. 
from left to right: M. C. Badger; Jeane M. Jacobs; Walte: 
Macue; Elizabeth N. Smith; A. H. Meyer; T. D. Scarff, an‘ 
Miss Jacobs had been in the lamp busine 


Readins 


She retired last year. 
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In factories, mills, garages, machine shops, 
north, south, east and west, wherever 
there are lamps to protect, you will find 
Loxon Lamp Guards making friends. 
Their double duty feature — protection 
against both breakage and theft at a 
single cost—has made Loxon Lamp 
Guards the fastest and best selling guards 
on the market. 


Loxon Lamp Guards are made of heavy 
tinned wire and are equipped with a 
locking device operated by a key. Where 
danger lurks in the darkness and broken 
or stolen bulbs may mean injury or death, 
Loxon Guards assure illumination and 
safety at all times. And they are built 
to stand hard service year after year. 





Pull Sockets 
Pull Husks 
Conduit Box, 
Fixture, Lever, Pull 
and In-Between 
Switches 
Hickeys 
























VALPARAISO - 











ESTABLISHED 1904 











Made for All Types of Sockets 
and Lamp Sizes 


Loxon Guards are made for all types of sockets 
and lamp sizes. They are quickly and conve- 
niently attached to the socket and locked with 
a key. Whatever your customer’s requirements 
may be there’s a Loxon Guard to meet his needs 
and give him the double protection he wants. 


Loxon Guards are the sure way to 
greater guard sales and bigger profits 


| MCGILL 


MANUFACTURING CO. 


Electrical Specialties of Quality 






D 


Lamp Guards 
Lamp Coloring and 
Frosting 
Soldering Flux 
Blow Torches 














Lamp Changers 


INDIANA 
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SELL the 
CONTRACTOR 


Who sees the 
Fire Chief and 





City Council! 


| « . . 
| facturers Association will meet at 





Type F 





STERLING 


SIRENS | 
Clear Traffic 


in conjunction with the Ster- 
ling Siren town fire alarm, in- 
stallations on busy corners cut 
a path for emergency vehicles. 
Also safeguard lives at public 
schools. Get to your contrac- 
tor friends at once and give 
them the powerful and con- | 
vincing sales story we have | 
prepared for you. 


Mail Coupon Today 


The Sterling Siren Fire Alarm Co., 


59 Allen St., Rochester, N. Y. 
Gentlemen: Please send me at once Sterling Cata- | 
log, prices and sales helps for the 101 uses in | 
industrial and municipal fields. 







New Factory Site for 
Domestic Electric 
The Domestic Electric Co., 
Cleveland, O., announces the pur- 
chase of a group of buildings and a 
tract of land at Kent, O., to be de- 
voted to the manufacture of frac- 
tional horsepower motors of the 
universal type. The _ buildings 
comprise office and factory space, 
the manufacturing floor space 
amounting to approximately 140,- 
000 sq. ft. 
ok * * 
Trade Practice Conference at 
N. E. M. A. Meeting 
The National Electrical Manu- 


the Wardman Park Hotel, Wash- 
ington, D. C., during the week of 
October 7. A number of promi- 
nent speakers have been invited to 
address the Policies Division ses- 
sions, including the Secretary of 
Commerce. 

The election of Governors will 
be held on October 9, and 21 of the 
30 Governors will be elected by 
the Policies Division. Nine will be 
elected from the membership of 
the Section Council. 

The first Trade Practice Con- 
ference to be held in the electrical 
industry will be conducted during 
this meeting. Conferences are 
scheduled for eight _ industry 


groups represented by the Mica, 
Panelboard, Flexible Cord, Vu! 
canized Fibre, Carbon, Molded 1: 
sulation, Carbon Arc Lamp and 
Outlet Box and Conduit Fittings 
Sections of NEMA. 

* * 

Owsley with Hammond 


Clock 


Paul H. Owsley, formerly as- 
sistant sales manager of the Ekko 
Co., Chicago, has been added to the 
sales staff of The Hammond Clock 
Co. Mr. Owsley will spend most 
of his time contacting the jobber 
and supplementing the efforts of 
the regular representative organi- 
zation of the company. 

Mr. Owsley brings with him 
many years’ experience in sales 
work with the hardware, electri- 
cal and radio jobbers. 

x «x 


Latham with Temple 


Gene M. Latham of New York 
City, a veteran in the radio sales 
business, has been appointed dis- 
trict sales manager of the Temple 
Corporation. He comes to the 
Temple organization from Atwater 
Kent and will have charge of the 
New York and New Jersey terri- 
tory. Mr. Latham was connected 
with the Victor Talking Machine 
Co. for a number of years. 





















by all.” 


The Grigsby-Grunow Co., Chicago, gave a picnic to its employes in August, 
and from the above “flashes” it may be gathered that “a good time was had 
1 In the lower right. hand corner “Bill” Grunow is seen registeri'¢ 
a short talk on the Movietone pictures taken of the event. 
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a big new ~ 
sales opportunity 


Now, in October, when all the nation is joining in a tremen- 
dous testimonial to the Father of the Incandescent Lamp, 
Light’s Golden Jubilee, and Tribute to Thomas Edison,— 
when every type of building and outdoor structure will be 
lighted as never before, what an opportunity to cash in on 
the great lesson that will be given the public! Beauty,— 
Safety,—Convenience,—Pleasure, all fostered and increased 
by floodlighting of buildings, playgrounds, parks, drives, 
homes, banks and what not! 

Your contractor customers are going after the floodlight 
business strong. They are sold on its possibilities. Be ready, 
be informed, and line up now to handle the National Flood- 
light Projector. Scientific design produces more light with 
fewer reflectors, light in weight and simple, they are weather- 
proof and dustproof. Easy to install. Get details without 


There is a National Floodlight pro- further delay. 
jector for every type of application. 
This is No. SJ 204, for extra heavy 
duty. Send for catalog and full 
particulars. 


ATIONAL 


APPLIANCE CO. 


JACKSON, MICH. 
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At last we caught a manu- 
On 


Hooray! 
facturer’s salesman sitting down. 
the left is A. E. Keary who represents 
the Beardslee Chandelier Mfg. Co. of 


Chicago. His companion is the well 
known A. A. (Al) Togeson who is 
doing such a good job as manager of 
the Electric League which takes in the 
entire Galesburg territory. Al is en- 
gineer and all that sort of thing and is 
creating a lot of fine business by sell- 
ing better wiring jobs to builders and 
merchants. 





National Electrical Ex- 
position News 

Radically different from 
electrical show ever held in this 
country, the National Electrical 
Exposition in Grand Central Pal- 
ace, New York City, October 7 to 
12, has already signed ninety man- 
ufacturers of electrical equipment 
and is attracting wide attention 


any 


from the industrial user and the 
domestic consumer of electrical 
current. 


Electrical equipment only will 
be featured, according to the an- 
nouncement from the Electrical 
Board of Trade of New York and 
the New York Electrical League, 
sponsors of the exposition, and the 
International Exposition Co., man- 
aging directors of the show. 

\With this viewpoint in mind, it 
is anticipated by the management 
to bring together the greatest 
gathering of electricity-using in- 
dustries, jobbers, the distributing 
trade, contractors and the domestic 
appliance buying public, ever at- 
tracted to a show of this kind. 

Separate hours will be reserved 
for industrial and trade visitors 
and the general public, from ten in 
the morning until 2 p. m. admis- 
sion being restricted exclusively to 
the trade, to industrial and com- 
mercial users, and the balance of 
the time for the general public. 

Kxhibition space for manufac- 


turers of the following materials 
has been reserved: Schedule or in- 
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stallation material; lighting  fix- 
tures; radio equipment; mechani- 
cal tools; therapeutic equipment; 
time pieces; household utilities; 
contractors supplies; utility appli- 
ances, and precision instruments. 

Daily industrial, commercial and 
educational programs have been 
planned, among these being the 
history and development of the 
radio and a practical demonstra- 
tion of the methods employed in 
the making of a talking movie. 

“Light’s Golden Jubilee” will 
also have its place in the expo- 
sition by focusing the attention of 
the entire world on lighting and 
the electrical industry. 

The men in charge of the expo- 
sition are: Theodore H. Joseph, 
chairman, E-J Electric Installation 
Co.; S. E. Kimball, Kimball Elec- 
tric Co.; W. B, DeForest, Graybar 
I‘lectric Co.; Harry A. Hanft, elec- 
trical contractor; W. B. Pierce, 
Edison Electric Appliance Co.; 
Hugo Tollner, Tollner Electric 
Co.; W. S. McClure, New York 
Edison Co. and Earl Whitehorne, 
president of the Electrical Board 
of Trade of New York and the 
New York Electrical League. 
Fred W. Payne and Charles F. 
Roth are co-managers of the expo- 
sition. 


*~ * 


Hadley Joins Majestic 

Herbert Young, sales manager 
of the Grigsby-Grunow Co., Chi- 
cago, announces the appointment 
of Earl L. Hadley as an executive 
of the sales promotional staff. Mr. 
Hadley will be in direct charge of 
certain special phases of sales pro- 


* 


motional work with the chain 
stores, including particularly music 
and radio stores. He will also di- 
rect much of the sales promotion 
with public utility organizations 
and power companies. 
P. & S. Western 
Appointments 

Pass & Seymour, Inc., Syracuse, 
N. Y., has recently concluded ar- 
rangements for the future distribu- 
tion of its products on the Pacific 
Coast. In southern California they 
will be represented by the H. B. 
Squires Co., through the organiza- 
tion’s Los Angeles headquarters ; 
George W. Rosekrans, Pass & Sey- 
mour’s own representative in San 
Francisco, Calif., will have charge 
of sales in northern California ; and 
J. M. Cavanaugh, manufacturers’ 
agent of Portland will represent 
the company in Oregon and Wash- 
ington. 


a a 
B. G. Erskine Fully 
Recovered 
B. G. Erskine, president, Syl- 
vania Products Co., Emporium, 


Pa., has completely recovered from 
a severe case of pneumonia and is 
once more back on the job. Mr. 
Erskine has been confined to his 
bed for very nearly three months. 
. € Ss 
Stivers & Weber Represent 
Frankelite 

The Frankelite Co., Cleveland, 
O., has appointed Stivers & 
Weber, 33 W. 60th St., New York 
City, as its agent for the metro- 
politan territory. 








“The Temple of the Air” cabin monoplane which is making a cross countr) 
sales promotion tour is shown above just after arriving at the Louisvil| 


airport. 
Temple “aces”, 
director, to Louisville. 





In the picture are Temple Corporation dealers who welcomed thc 
Frank Hoffman, pilot, and Cliff Bettinger, sales promotion 
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Don’t Forget 


the BUSS sales- 
man in your ter- 
ritory will always 
help you if you 
ask him. 











SNAP SHOTS and BUSS FUSES 


Standing as a guarantee of quality and dependability behind the 
millions of snap shots and photographs taken every year on Agfa 
Films is the great new plant of the Agfa Ansco Corporation at Bing- 
hamton, New York. 

New, modern and efficient to the most minute detail no expense 
has been spared by the engineers to ensure that the equipment of this 
great plant is in keeping with the dependability and quality of the 
product it produces. 

Based on previous experiences the construction engineers specified 
BUSS Renewable Fuses for its Electrical Protection. 


Unless your customers too are experiencing the low cost depend- 
able protection afforded only by BUSS Renewable Fuses it will pay 
you to tell them why BUSS will serve them best. 


BUSSMANN MANUFACTURING COMPANY 7 * ST. LOUIS, MO. 


Pace er te 
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Ronal Gandelites 


Sy tes 








equipped with Genuine MAZDA LAMP 
LO Ne ers 8 a OY ey OY 


MANUFAI CTURED UNDER DATENTS Ne 1.677.998 





Royal Candelite—a new and 
beautiful unit, designed to meet 





Ty OO) hea a ed —— a | 
| 


the ever-growing popularity of | 


Christmas Lighting. Makes ev- 
ery window radiate 
cheer. Here is a fast selling 
item that will appeal instantly 
to your trade. Base and candles 


finished in Antique Ivory, Red | 


or Green. Candles are decorated 
with natural drip effect. 
24 inches long. 
full length silk cord and 8 
MAZDA flame -colored lamps. 
Sells complete ready to plug into 
the light socket. Can be used in 
practically all types of windows. 


Royal Candelites offer you a real | 


chance to cash in on the holiday 
season; your trade merely dis- 
plays them on their counters or 
in their windows—and they sell 
themselves! Send coupon below 


Base is | 
Equipped with | 


holiday | 


| 
| 


| 





for prices and complete informa- | 


tion. 


Royal Electric Co. 


ROYAL 
per Royal _  Glasstop 
GLASSTOP Fuses — with com- 
FUSE plete hexagon head 
with the on sizes of 15 am- 


HEXAGON HEAD 


peres and_ under. 
Allows new visibil- 
ity! New conven- 
ience! Simplifies 
question of fuse se- 
lection. Approved by 


ratory, etc. 





Gentlemen: 

Kindly forward me complete informa- 
tion and prices on []Royal Candelites 
(JRoyal Glasstop Fuses. 


Fete Wa 0 heed OR 0 ged 2 reo OS 0 pg 


Here is a fine display board built 
| and used by C. S. Hotchkiss who lives 
in Davenport, Ia., and represents the 
Kondu Division of the Erie Malleable 
Iron Co. in that territory. 





Edison Fellowship for Re- 
search Granted 

Leland B. Snoddy, of Lexing- 
ton, Ky., has been granted an Edi- 
son Fellowship for Research in the 
research laboratory of the General 
Electric Co. at Schenectady, N. Y., 
for the year 1929-1930. This fel- 
lowship was established by the 
General Electric Co. this year in 
honor of Thomas A. Edison and 
Mr. Snoddy is the first recipient 
thereof, having been chosen from 


| a number of candidates. 


The fellowship carries a grant of 


| $3,000 and its purpose is to give 
Chelsea Station, Boston, Mass. | 


Underwriters Labo- | 


board chain. 


‘| high-spot illuminated signs. 


the chosen candidate an opportu- 
nity to carry on research work of 
his own choice, provided suitable 
laboratory facilities are available. 
* * * 
DeForest Launches Bill- 
board Campaign 

In addition to the Saturday Eve- 
ning Post schedule and_ other 
forms of national advertising on 
DeForest “Audions,” the DeFor- 
est Radio Co., of Jersey City, N. J., 
announces the opening, on Octo- 
ber first, of its coast-to-coast bill- 
The billboards, lo- 
cated in every principal city in the 
United States, number 4,221, of 
which approximately one-third are 
The 


exceptionally striking poster de- 
signs, featuring Dr. Lee DeForest 
and his perfected Audion, have 
_ been entered in the national adver- 
tising poster contest. 





New Triad Representatives 
The Triad Tube Co., Pawtucket 
R. I., has appointed the followin; 
factory representatives: Raymond 
Ackmen, covering the state of 
Utah; the Spencer Co., Memphis 
Tenn., covering the entire south 
ern territory, and Harry Gebhard 
Massachusetts representative. 
* *” * 
Radio Engineers Elect 
Langley 
Ralph H. Langley, director «0; 
engineering, Crosley Radio Corp. 
will serve as chairman of the Cin 
cinnati section of the Institute oj 
Radio Engineers during the com 
ing year. He was elected on Sept 
16 at the annual meeting of the 
organization. 
* * * 
New Kellogg Distributors 
The following four distributors 
have been appointed by the Kel- 
logg Switchboard & Supply Co. 
Chicago: Fleer-Petty Auto Supply 
Co., 2823 Locust St., St. Louis: 
L. & L. Tire & Battery Co., 307 
N. Kentucky Ave., Louisville, | 
Ky.; Raub Supply Co., Lancaster, 
Pa., covering central Pennsylvania, 
and the Universal Motor Co., 
Richmond, Va., handling south 
eastern territory. 

* 7 * 
Allis-Chalmers, Seattle, 
Moves 

The offices of the Allis-Chalmers 
Mfg. Co., Seattle, Wash., which 
for years have been located at 11) 
Jackson St., have been moved to 
1623 Smith Tower. 

* * * 
Hart Mfg. Co. Appoints 
Western Agent 

The Sierra Equipment Corp.. 
with offices in San Francisco. 
Los Angeles and Seattle, has been 
appointed Pacific Coast representa- 
tive of The Hart Mfg. Co., Hart 
ford, Conn., manufacturers of re 
mote control and other types 0! 
switches for electric ranges ani 
other appliances. 

* * * 
John Engler With 
Harvey Hubbell 

John G. Engler, who has trav 
eled the St. Louis territory with 
Geo. Richards & Co., for the past 
six years, is now covering Mi 
souri, Nebraska, and Kansas fo! 
Harvey Hubbell, Inc., having 
taken the place of Dick Wood 


y 
& 
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The Happy Thought 


@ Panelboards are the key products to every wiring job. To start 
thinking about @ Panelboards and selling them is a happy thought 
for it will increase your average sales and those of your house. The 
salesman that knows and can talk €& Panelboards 
usually gets the balance of the wiring supplies 
along with the panelboard order. 


@ Panelboards are standardized and guaran- 
teed. Your customer is buying at no greater 
expense a panelboard that will last as long as the 
building in which it is installed and requires no 
maintenance. You can get behind them and sell. 


Talk to the & man in your locality and 
send for the new @® catalog. They help! 


Arank Adam 


ELECTRIC COMPANY 





Jacksonville, Fla. Minneapolis, Minn. Pittsburgh, Pa. Winnipeg, Man. 
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Retails for $14.95 


A Wonderful New 


Christmas Item 


Making New Profits Grow 
Where None Grew Before 


HIS tells of a brand new line that 
dealers have welcomed everywhere 
as soon as they have seen it. 

It is the Sunkist Jr., brother of the big 
Sunkist Electric Fruit Juice Extractor 
you see in practically every soda fountain 
in the country. 

Sunkist Jr. is made by the A. C. Gilbert 
Co., and sponsored by the great organi- 
zation of the California Fruit Growers 
Exchange —and sold by them at what 
they pay for it—because it increases the 
nation’s use of their products: oranges 
and lemons. 

Sunkist Jr. is widely advertised in The 
Saturday Evening Post (back covers), 
Ladies’ Home Journal, Good Housekeep- 
ing, Woman’s Home Companion, Cosmo- 
politan, Vogue, and House and Garden. 
Reaching millions of prospective buyers. 

Get your share of this newly created 
Christmas business. Stock Sunkist Jr. 
Display it. Get in on the great demand 
our advertising is creating. You don't 
have to sell Sunkist Jr.—people buy it! 


Features of the 
Sunkist Junior 


Makes orange juice possible for breakfast every 
morning and any time during the day. 

Economical to operate — obtains from three 
oranges or lemons the juice four usually yield. 
Ends waste. 

Plugs in any light or wall socket by means 
of 10 feet of gray. heavy electric cord and 
separate attachment plug. 

Takes seconds where old methods wasted 
minutes in reaming out orange or lemon juice 

Easy to clean and easy to operate. 


Sunkist Jr. 


Fruit Juice Extractor 


California Fruit Growers Exchange 
Div.W Jr. 910, 990 N. Franklin St., Chicago, Ill. 
Without obligation, please send me full in 
formation about your cost price offer on the 
(electric) Sunkist Junior Extractor. 


Lamp Price Reduced 


Gerard Swope, president of the 
General Electric Co., has an- 
nounced reductions in the prices 
of popular types of 32 candlepower 
Mazda lamps for automobiles, ef- 
fective September 1, 1929. The 
reductions range from ten to 
twenty-five percent on individual 
types. 


Two G. E. Appointments 


H. V. Erben has been appointed 
manager of the apparatus division 
of the central station department 
'of the General Electric Co. 

Another recent appointment is 
that of Andrew Yatsko, who is 
now general superintendent of the 
Oakland, Calif., works of the com- 
pany. 

1K aK ok 
Sweeten & O’Donnell 
Give Party 


Sweeten & O’Donnell, manufac- 
turers’ agents in Philadelphia, gave 
'a party recently at the Lu Lu 
Yacht Club at Venice Park near 
Atlantic City. Among those who 


attended were: Geo. Halpin, 
3aeder Adamson Co.; Mr. Halpin, 
Sr., of St. Louis; Dan and Bill 


O’Donnell, and Frank and Earle 
Sweeten, all of Sweeten & O’Don- 
inell; Ralph Nash, National Lamp 
Works; James Vaughan and Mike 
Stiles of Stanley & Patterson; 
| Warren Smith of “Diss-Role,” and 
| Walter Wick of the Lindley Elec- 
| tric Supply Co. 

The main purpose of the party 
| was to do a little fishing at Reeds 
‘beach in Delaware Bay. Warren 


formers, and fans, not only as ; 


Smith copped first prize with 
total of 19. Jim Vaughan caug 
the largest fish, while Bill O’D, 
nell landed the first one. As thi 
were no “blind bogies” or han 
cap allowances, these gentlem 
were immediately given suital 
gifts. 

The party, from all reports, \ 
a huge success, some members 
even forgetting their dignity to th: 
extent of playing a nickel pia: 
which was provided for those 
wanting to forget the cares of th 
day. ° 

*K * * 
Wagner Moves Cleveland 
Office 

The Wagner Electric Corp., St 
Louis, has moved its Cleveland 
service station and branch 
office to a new building at 375) 
Carnegie Ave. The new building 
was built in accordance’ with 
Wagner specifications in order to 
assure improvements in the han 
dling of standard Wagner lines 
and in service work. The Cleve 
land office handles the entire 
Wagner line of motors, trans 


sales 


branch sales office, but also as a 
repair shop and service station. 
oK K *K 
Warren Increases Manu- 
facturing Space 

The Warren Telechron Co., 
Ashland, Mass., has added a new 
unit to its plant which more than 
doubles the size of the original 
unit. The addition gives the com 


pany a total floor space of 42,000 
storage 


square feet, including 


basement. 




















The gentleman on the left with the “business is fine” expression is Ernest 
Kauer, president of CeCo, hobnobbing with George E. Anderson. 
has a very successful business in the Allan Bldg., Dallas, Tex., as a direct 
| representative of various standard manufacturers. 
















The latter 
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IT TORS THE TREND 


ARROW Announces 
an Attachment Plug 
of BAKELITE to 
match the newest 
developments in 
molded wall plates 

. With the new 
quick-seating Find- 
ing Ridge: — press 
plug and the prongs 
twist “Shome”... 
EKqually unique in 
convenience and 


decorative value. 


ELEGTRIGC DIVISION 


THE ARROW —HART & HEGEMAN ELECTRIC Co. 
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HARTFORD,CONN. 


OF MODERN STYLE 











Fe 








No.1900 of 


BAKELITE 
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New Electrical Products, Illustrated 








The McGill Mfg. Co., Valpa- 
raiso, Ind., is manufacturing the 
No. 58 “Levolier” switch bracket. 
It is designed to allow for the 
placing of switches in any position. 








Two new products recently an- 
nounced by the Rodale Mfg. Co., 
200 Hudson Street, New York 
City, are a bell-ringing transform- 
er and a bakelite cube tap. The 
first is constructed of silicon steel, 
and can be furnished on four inch 
plate for three and four inch 
boxes, the plate being drilled for 
a drop cord. The cube tap is of 
small design and may be used as a 
three way cord connector. 





The Tower Mfg. Corp., 122 
Brookline Ave., Boston, Mass., 
announces the Tower sunshine arc 
and also the fact that its exerciser 
and reducer is now being placed 
on the market in a console model. 








Illustrated is 
one of the mod- 
ernistic fixtures 
in the new line 
being manufac- 
tured by the 
Robert Findlay 
Mfg. Co., inc.., 
Brooklyn, N. sd 
These fixtures 
are said to be 
partic¢ wu - 
larly adaptable 
to refixturing. 




















The Black & Decker Mfg. Co., 
Towson, Md., has brought out a 
new six inch ball bearing portable 
electric bench grinder. It is de- 
signed for use on alternating cur- 
rent and to maintain a 3600 
R. P. M. spindle speed on 60 cycle 
current and 3000 R. P. M. ont 50 
cvcle current. 








The “Perfex” carbon arc. sun 
lamp has been announced by the 
Perfex Electric Co.,*Toledo, O. 
It has been designed to use sev- 
eral different carbons for produc- 
ing natural sunlight, ultra-violet 
rays, and those in which infra-red 
predominates. Model A is sup- 
plied by the resistor with nine 
amperes to the arc and is designed 
to operate on A. C. and D. C. cur- 
rent, 60 or 25 cycle, without addi- 
tional equipment. It weighs 12 
pounds without the base and 
standard. Model B is supplied 
with 15 amperes to the arc and is 
equipped for A. C. current only. 
A special rheostat is obtainable for 
D. C. operation. 

















Above are illustrated the “Lo-Lite” oilectric lamp and lamp dimmer 
offered by the Kew Mfg. Corp., 589 Hudson St., New York City. The 
lamp operates in the same manner as an oil or gas lamp, any desired 


degree of light being possible by turning the knob, 


It is of “early 


American” design and may be had in metal finishes of polished brass 
and pewter and pastel enamel finishes of green, rose, blue and ivory. 
he lamp dimmer is a portable dimming attachment designed to fit any 


standard light fixture. 


A pull of either chain furnishes any degree of 
light, from “bright” to “dim” and “off.” 























October, 1929 THE JOBBER’SfA)sa LESMAN 131 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 
















The ‘“*“Modernaire”’ 
In Silver Gray And 
Black Decoration 


Have You 
Seen It? 


eS Ty 
WY 


ppt tatbe re owe, 

















For The Store 


Rte, =, A Beautiful New Decoration 
For The “Modernaire” 


There is something about the “Modernaire”, with its new D-2 decoration, that wins your admiration 
and favor the moment you see it. The new D-2 decoration is a study in silvery gray lines that grace- 
fully blend with the deep black theme design. This unit is a realism of beauty, unmatched and 
unrivaled in the art of making luminaires. 

Naturally, the “Modernaire”, with its D-2 decoration, has gained popularity way beyond that which 
the “Modernaire”, with its D-1 decoration, pre- a 
viously gained. Make it a point to present the INTRODUCTION CARD 
“Modernaire” to all your contractor-dealer friends. Inland Glass Works, Inc., 

Ask your sales manager for full particulars and a 

illustrations of the “Modernaire” unit, with the Gentlemen:— 

new D-2 decoration. 













I would like a personal introduction to the “*Mod 
ernaire’, with the new D-2 decoration Send a sample and 
full particulars to 





Inland Glass Works, Inc. ee 
6101 W. 6Sth St. haggis 
: CHICAGO, ILL. Si 


FPesees eee SSF SF SBS SSS e2ee8e8828 
S222 2 S22 SSS ee ee eee eee ee 
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New Electrical Products, Illustrated 








The Trumbull Electric Mfg. Co., Plainville, Conn., has developed what 
is called “Flex-A-Power” to provide a maximum amount of flexibility 
in the use of power in industrial plants. It affords a flexible system of 
power outlets in plants where production requirements necessitate the 
frequent shifting or replacement of machinery. It is a mobile system 
of unit lengths adaptable without alteration to any plant. 
lengths are joined to form any desirable plan for power distribution. 


Standard 








The Crosley Radio Corp., Cin- 
cinnati, O., has announced the 
“Autogym” electric vibrator, avail- 
able for both A. C. and D. C. oper- 
ation. This exerciser is finished 
in ivory enamel and equipped with 
a sanitary webbed belt. 








The Waters Genter Co., Min- 
neapolis, is now finishing all its 
“Toastmaster” automatic toasters 
in chromium. No nickel plated 
toasters will be available after Oc- 
tober 1. 




















The National Carbon Co., 30 E. 
42nd St., New York City, has 
placed on the market a table model 
of its “Eveready” sunshine lamp. 
This model, the “M-1,” is finished 
in crinkle enamel, and burns one 
pair of carbons. The beam may be 
tilted 25 degrees below or 15 de- 
grees above horizontal. 





The Square D. Co., Detroit, 
Mich., is introducing a full line of 
narrow lighting panelboards. 
These boards are 12 inches wide 
over-all (6-inch panel and 3-inch 
gutter all around) and are designed 
to meet all requirements up to 100- 
ampere capacity. They are made 
with all copper bus-bars of stand- 
ard capacity. The boards are 
available with cartridge fuses as 
well as plug fuses and switched 
circuits, as well as fuses only, can 
be supplied in the branches. From 
four to 32 branch circuits are ob- 
tainable, according to the com- 
pany, and it is also stated that 
only 11 box sizes are required to 
complete the line. 




















A clip for use with BX and non- 
metallic sheathed cable is a new 
device being offered by the Mid- 
West Metal Products Co., Muncie, 
Ind. The indents conform to the 
convolutions in the BX to secure- 
ly lock the cable. The spur is de- 
signed to firmly anchor the clip. 





al £ 
ratte ae 


mee Be 





The household “Cordlite,” an all- 
rubber extension cord made espe- 
cially for home use, is announced 
by the Belden Mfg. Co., 2300 S. 
Western Ave., Chicago. The new 
unit includes an unbreakable soft 
rubber plug, a safety rubber socket 
handle, and twenty feet of flexible 
all-rubber cord. A guard with de- 
tachable hook is included. 
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Wherever specifications call for 
powerful, smooth running electric drills 


ey 


Your customers are constantly 
finding production and main- 
tenance jobs where electric 
drills and grinders can be used 
profitably. 


Point out to them the powerful 
motors in Stanley Electric Drills, 
the scientific ventilation, the 
light weight, and the smooth, 
rugged design. Get them to 
try one out in their shop—you 
won’t need to worry about 
their ability to perform. 


We shall be glad to send you our 
catalog No. S59 showing the full line. 


The Stanley Rule & Level Plant 


New Britain, Conn. 


TOOLS 


The Choice of Most Mechanics 
IP ae oS 
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“It has a grip like its namesake” 














Biill Dai 


REGISTERED 


Split Knobs 
“Tuese are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 





Sold Through Wholesalers 


Illinois Electric Porcelain Co. 


Macomb, Illinois 











Snapshot taken in Davenport, Ia., 
'during the Grotto Convention. Gus 
Perlick, on the left, represents the 


Bussmann Mfg. Co., of St. Louis in that 


territory. In the center is L. G. Gloor, 
|salesman for the Crescent Electric 
|Supply Co. On the right is J. C. 
'Ingram, Bussmann northern division 


manager, who came down to Chicago 
| to pay Gus a little visit. It was only 
|through the courtesy of Messrs. Per- 
|lick and Ingram that “Hard Luck 
| Sam” was able to remain in Davenport, 
|as they sneaked him into their room 
| before leaving town. 





Price Reduction Westing- 
house Lamps 

A. E. Allen, vice president of 
|the Westinghouse Lamp Co., an- 
| nounced to all agents and = con- 
|sumers, effective September 1, re- 
| duction in the list prices of four 
| types of 32-candlepower automo- 
| bile headlight lamps. 
| The reduction in the List Prices 
averages 18.6% on the types in- 
| volved and affects 8% of the auto 
'headlight lamp demand. 
| Collens Receives A. S. A. 

Appointment 

Clarence L. Collens, vice-presi- 
'dent in charge of the policies di- 
vision of the National Electrical 
|Manufacturers Association, has 
| been appointed to the board of di- 
'rectors of the American Standards 
| Association. Mr, Collens is presi- 


ident of the Reliance Electric & 
| Engineering Co., Cleveland, O. 
ate oe * 


Steel & Tubes Opens 
Branch Factory 

Steel & Tubes, Inc., Cleveland, 
©., has opened a new plant at 
Ferndale, Mich., for the manufac 
ture of welded steel tubing. This 
new plant, costing, fully equipped, 
over $1,000,000, takes the place of 
the company’s Toledo, O., factory 
and is a great deal larger, contain- 
ing approximately 113,000 square 
feet of floor space. 


+48 a - — —— 
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No. 392 


ORTABLE Plugging Boxes—for 

quickly connecting to a single out- 
let several temporary circuits for lights, 
motors and other electrical devices; ca- 
pacity 50-amperes per circuit. One of 
Kliegl specialties Jobbers find profitable 
—other items include: 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 


KLIEGL BROS 


Universar Evectric STAGE LIGHTING Co., Inc. 
32! West 50th Street 
NEW YORK, N.Y. 





Write for a copy of 


our Electrical Trade 


Catalog 
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A Shop Light 
That Sells and Brings 
Repeat Orders 


There’s nothing to get out of or- 
der on these sturd Glade Sho 
Lights. They are oil, gasoline an 
rease-proof and have absolutely un- 
reakable sockets. 


JOBBERS—Glade Shop Lights are 
sold on the basis of a strict jobber 
pene right to give you a 
andsome margin of profit and to 
meet competition. List Glade Shop 
Lights in your catalogs. Sheets, fold- 
ers and electros are ready for you. 
Send at once for attractive proposi- 
tion. Get the facts. 


Glade Manufacturing Co. 


1603 So. Michigan Ave. 
Chicago, U.S.A. 
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FOR 
TRE 
HOME 


TRE ONLY, COMPLETE, PACKED, READY FO HANG 
UNIT ON TRE MARKET 
DESIGNED IN TRE MODERN 
STYLE 


CONSOLIDATED 


HTING GLASSWAR 


LAMP & GLASS COMPANY « CORAOPOLIS, PA. 
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1929 


= 
Yi: 


YAGERS 


SOLDERING 





Safe—Quick 


—Economical! 


Y AGER'S Soldering Salts are safe— 


quick and economical. 


Packed in % Ilb., 1 lb., and 5 Ib., 
round, blue and white enameled cans 
they make an attractive item for over- 
counter sales. 


We also manufacture Yager’s Solder- 
ing Paste—the original non-acid, non- 
corrosive flux. 


Send for Samples 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 





| Youngstown, 
shown such loyalty, and where 





1873 












Trade A-1 Mark 


WIRE CONNECTORS 


THE BETTER KIND 


= os 


A perfect joint every time plus 
simplicity and dependability. 


A joint which is safer, stronger 
and better mechanically and elec- 
trically. SRK’s embody everything 
necessary to make such _ joints. 
There is nothing more to ask for 
—and the job is done in a Jiffy. 1 
size for combinations of No. 14, 
No. 16 and No. 18, solid or 
stranded, up to 4 No. 14 and 2 No. 
18, or equivalent. 


Approved by Underwriters Labo- 


ratories and Factory Mutual, 
Laboratories. Samples upon re- 
quest. 


MILLIONS IN USE 
Pat. No. 1635293. 


Manufactured by © 


JIFFY WIRE CONNECTOR CO. 
HACKENSACK, N. J. 


General Sales Office 


G. Denn. Montgomery, Jr. 
522 Broadway, New York City 
Phone Canal 7533 


Other patents pending. 

















Campbell Celebrates Birthday | 
J. A. Campbell, president of | 


| the Youngstown Sheet & Tube 
| Co., Youngstown, O., celebrated 
| his seventy-fifth birthday anniver- 
| sary on Wednesday, September 11. 
Rather his friends celebrated it for 


handsome testimonial at the Ohio 
Hotel, at which more than three 
hundred of Mr. Campbell’s person- 
al friends were present, among 
them the leading residents of 
to which he has 


everyone wishes him well in every 
possible way. 

In addition to this, the Youngs- 
town Rotary Club devoted its 
weekly meeting to honoring Mr. 
Campbell, who is an _ honorary 
member, the employes at Brier 
Hill and Campbell Works present- 
ed him with engraved congratula- 
tions, and he received many tele- 
grams, letters, and flowers. The 


resolutions from Brier Hill were | 


engraved on steel. Among the 
telegrams was one from President 
Hoover. 
* * 
New Fixture Wire and 
Flexi-Cord Standard 
The Underwriters’ Laboratories 
have issued a new edition of the 
“Standard for Heat-Resisting Fix- 
ture Wire and Flexible Cord.” 
Rubber covered cords are dealt 
with in another standard. 
e 48 
Richard Williamson A 
Beardslee Official 
Announcement is made of the 

election of Richard Williamson as 
vice-president of the Beardslee 
Chandelier Mfg. Co., Chicago, in 
charge of sales of the Williamson 
line. This complete line is now 
being manufactured in the Beards- 


lee factory under the direct super- | 
| vision of James Williamson. 


* * 1K 


Harry Gregory Fatally 


Injured 
Harry Gregory, salesman for the 


| Crosley Radio Corp., Cincinnati, 
| was fatally injured near his home 
| in Springfield, Ill., on September 3, 
| when his automobile was struck 
_by a speeding machine. His skull 
| was fractured 
| hours later without regaining con- 
| sciousness, 


and he died six 









WANTED 








him, tendering him a dinner and a | 


Fast growing 
manufacturer 
of small 
electrical parts 
desires 
live agent 
in 
middle west 
and 
far west 


Address Box 1320 


The Jobber’s Salesman 
520 N. Michigan Ave. 


Chicago 























Hotel Melbourne 


Grand and Lindell Blvds. 
Highways No. 40 and No. 60 


St. Louis, Mo. 


15 Minutes From Anywhere 
Center of St. Louis 
Night Life. 


Rates: $2.50 Up per day, Single 
$4.50 Up per day, Double 


The Melbourne is convenient- 
ly located to the electrical man- 
ufacturers section of St. Louis. 

W. J. WALTON, Mgr. 
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Profit 
Sales 


Orders for 
Flexco - Lok 
and 
Lamp Guards 
are orders of 

profit for the job- 


er. 

Orders taken by 
our own salesmen 
are placed 
through the job- 
bers’ salesmen and 
through jobbers 
who stock the 
guards, 


Flexible Steel Lacing Company 
4698 Lexington St., Chicago, Ill. 

















Jobber’s 


Salesman’s 


Best Friend!” 











“Believe me, brother, if you want 
to get the fat and juicy orders, 
you want to keep posted on what 
I am doing to boost wiring busi- 
ness. 


“l am ‘WBB,’ which means that I 
know how to build my business 
with WIREMOLD. And every 
issue of ‘WIREMOLD BUSINESS 
BUILDER’ will give you the news 
on what I am doing to make busi- 
ness for you. And you ought to 
get and read EVERY ISSUE!’’ 


Send in your name for our mail- 
ing list. No obligation. The 
Wiremold Business Builder will be 
sent free. 


The Wiremold Company 


HARTFORD, CONN. 








| 
| 


| 
} 





Late Trade Literature 

Westinghouse Electric & Mfg. 
Co., East Pittsburgh, Pa.—A pub- 
lication on airport lighting has just 
been released by this company. It 
contains the lighting requirements 
of the U. 
merce and is also well illustrated 
with installation photographs 
showing day and night views of 
airports. 
Blower De- 


American Corp., 


| troit, Mich.—A bulletin containing 


illustrations and descriptions of 


| forced draft fans suitable for use 


on small furnaces and boilers has 


| been published by this company. 
| The catalog also gives application 


| and technical data. 


Another pub- 


| lication of this company is bulletin 
| 7818 giving complete information 


on the company’s line of “Ventura- 


| fin” unit heaters. 


The General Electric Co., Sche- 
nectady.—A plan book has just 
been issued by this company out- 


lining its advertising program on 
| home appliances, particularly on 


‘cleaners. It 


also contains 


| prints of the copy to be used. 


The Roller-Smith Co., New 
York—This company announces a 


new issue of Bulletin No. 810, cov- | 


ering its types TW, FW and STW 
thermocouple ammeters and milli- 
ammeters for direct current and al- 
ternating current of all frequencies, 
including radio frequencies. 


Aladdin Mfg. Co., Muncie, Ind.— 
| Catalog 29, devoted to its line of 
| portable lamps, is being distrib- 


uted. It is well illustrated with 


| photographs in original colors and 


also contains list prices. 


Beardslee Chandelier Mfg. Co., 


| Chicago—A new 382 page catalog, 


the D-9, has been issued. It illus- 


| trates the company’s complete Wil- 
| liamson line, showing the latest 
| developments in the shaded light 


fixture line. 
* * 


G. Erny’s name was erroneously 


| spelled “Ermy” in the September 


| announcing his 
| Michigan representative of Collyer 


issue of THE JOBBER’S SALESMAN in 
appointment as 


wire. 





S. Department of Com- | 


(TRANSFORMERS of MERIT for FIFTEEN YEARS /”. 





pre- | 


ee! \¥ 
QUALITY] 


Heavy Duty 


Transformer 


Where transformers of 
larger capacity and 
heavier duty are required 
it wili pay to use the 
Dongan Heavy Duty 
Transformer. 

For use with Annuncia- 
tors and alternating cur- 
rent transformer bells. 

Special Transformers for All 
Requirements 


Complete information on request. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 


’ 











Pick up a length of “Central” Con- 
duit note the cle in sharp threads 
cut it, thread it and note how easy it 
Then notice the Under 
Label 
length and you will immediately 
realize why “Central”? Conduit en- 


is to work 


writer's stamped on each 


confidence 


electrical ont 


jovsa nationwide 
the leading 
throughout the country. 


CENTRAL TUBE COG 
First National Bank Building 


PITTSBURGH 


imony 


ractors 
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Easy to 
Sell / 


ESKIM 


Appliances 





HAIR 
DRYERS 


Eskimo Hair Dryers are fast 
selling. Every woman must 
have one and thousands are 
sold for professional use. Hand 
some nickel and enamel finish. 
List price—$6.00. West of 
Rockies, $7.00. 


Drink Mixers 

The ESKIMO Kitchen Mechan 
ic is ideal for mixing drinks, 
mayonnaise, dressings, whip- 
ping cream, beating eggs, ete. 
Complete with adjustable stand 
and 7 feet of cord, toggle 
switch and two-piece plug. List 
price $7.00. West of Rockies, 
$8.00. 


Fruit Juice Extractor 


For home use—A year ‘round 
fast selling item for jobber 
salesmen. The ESKIMO gets 
all the juice. Easily cleaned. 
Will not rust, stain or tarnish. 
Complete with two-piece plug 
and six feet of cord for $15 


list. 
ESKIMO Fans 


Always are in big demand. 
Well built and thoroughly re 
liable. A desk fan for every 
purpose—sizes 8, 9, 10 and 16 
inch. Liberal discounts and 
quick turnover. 


Ca 


United Electrical 
Mfg. Co. 


Adrian, Mich. 








U.S.A. 
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STATION “SCECO” ANNOUNCING 


NEW AND IMPROVED 
Campbell Boxes, Receptacles and Plugs 





Box No. 1240 Box No. 1250 ox. 
10 to 20 Amperes 30 Amperes 60 Amperes 


These items can be furnished with practically any type of 
— and plug in 10 to 60 amperes, either two, three 
or four wire, with and without grounding feature. This 
equipment is rigidly constructed for use in all types of 


Industrial Plants, Steel Mills, Railroad Shops, Round 


Houses, Power Stations, Motion Picture Houses, etc. 





No. 7113 Plug No. 7303 Plug 


With these new type boxes plugs with cord grips, accom- 
modating cords up to 1:”in diameter are furnished. We 
have prepared an attractive folder giving catalog infor- 
mation on this new line and will be glad to mail you a copy 
upon request. When ordering Wiring Supplies remember 
STEEL CITY the profit line for you and your customers. 


| STEEL CITY ELECTRIC COMPANY 





Manufacturers 
PITTSBURGH PENNA. 
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Here’s the way ‘e 
it works out! acco 


For accessible fusing 


OTS of contractors kid themselves that they’re saving money SECO 
by buying cheap meter service switches. But they’re not. For sealed fusing 
Nine times out of ten their men will waste more than it would UNIVERSAL 
cost to use NOARK switches by trying to clean up a ragged Forsealed service and accessible loadside 
knockout, in cutting threads in poorly tapped terminals, etc. fusing. In 30 ampere capacity only. Pro- 
. : . : F p visions for upto four branch circuits in 
Time wasted in trying to make a good installation with cheap same cabinet 
switches costs more than good switches at the outset. QUADBREAK 
; For Polyphase 3-wire service 
CoLtT’s PATENT FirRE ARMS MFc. Co. Catalog on Request 
ELECTRICAL DIVISION COMING! The ® most revolutionary ad- 
vance oon 
HartrorD, Connecticut, U.S. A. @ to make its appearance. Watch for an- 
33-S-14 NBW YORK + BOSTON - PHILADELPHIA + CHICAGO + SAN FRANCISCO nouncement by Colt 


AE AGE NE Ae a a a a 
‘ 





and NOW... 


gnother step 
in hghting 


efficiency 


New Benjamin Type 79. 


RLM Dome Reflector 





Lamp and Reflector Detachable as a 


The Benjamin “Type 79” construc- 
tion, so successfully introduced in 
connection with Benjamin“ Type 79” 
Glassteel Diffuser, has now been 
applied to the Benjamin RLM 
Dome Reflector. 

This construction, which preserves 
the high lighting efficiency of the 
Benjamin RLM Dome Reflector, 
adds new features of easy wiring, 
easy cleaning and low mainte- 
nance cost. 

There are only two separable parts; 
the hood, which contains the wiring 
terminal base, and the 
removable reflector, 
with the lamp-holding 
element. 

The three-point bayonet 
coupling locks the hood 





Complete Unit 


and reflector units securely together 
and at the same time completes 
the electrical connections. Perfect 
contact is made, through concentric 
rings, at any point where the 
reflector is entered in the hood. 
Polarization is always automatically 
assured by the circular design of 
the contacts. 

The Benjamin “Type 79° RLM 
Dome Reflector is National Electrical 
Code Standard and the porcelain 
enamel and construction are 
“Certified by Benjamin” quality. 
It truly sets a new 
standard in lighting 
equipment for high 
efficiency, easy wiring, 
easy cleaning and low 
maintenance cost. 


Write for special bulletin giving full information 
on the many advantages of this new unit. 


BENJAMIN ELECTRIC MFG. CO. 


General Offices and Factory 
DES PLAINES (Chicago Suburb), ILL. 


Divisional Offices and Warehouses 


247 W. 17th Street 
New York 


879 LIGHTS GOLDEN JUBILEE 


111 No. Canal Street 
Chicago 


448 Bryant Street 
San Francisco 









Easily 
Installed 
Quickly 
Cleaned 















ifinal Tests 
7... t0 assure 


perfection 


Naturally — every TRIAD Tube is constantly, 
rigorously tested throughout the entire man- 
ufacturing process — a special test follows 
every individual operation. Yet TRIAD does 
more than that! When completed, each 
TRIAD Tube is subjected to nine additional 
and final tests for vital characteristics — tests 
so stringent that nothing short of absolute 
perfection can survive them! This infinite care 
in manufacture has won for TRIADS their 
reputation for superior quality—and has 
made possible that guarantee that goes with 
every TRIAD Tube—a minimum of six months’ 
satisfactory service or a proper adjustment. 
You can rely on TRIADS — the tubes backed 
by an actual Insurance Certificate! 


Write us for complete TRIAD information. 


TRIAD MEG. CO., Inc., Pawtucket, R. I. 


Tune in on the TRIADORS every FRIDAY evening. 8 
to 8:30 Eastern Standard Time, over WJZ and associ- 
ated NBC Stations. 


TRIAD 


InN SURED 


RADIO TUBES 


= wl Visit the 
’ ; rRIAD dis 
\ play at the r 
i aie y = 4 


a Yo 
Radio Ex- 


Below are listed the nine 
final tests for vital characteris- 
tics to which every TRIAD Tube 
is subjected. 

Gas 

Emission 

Filament Current 
Plate Current 
Oscillation 

Grid Voltage 

Mutual Conductance 
Plate Impedance 
Amplification Constant 


. wln-Zi, 
Booth No. 
6, Section Z. 
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